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0 “ EB IS one of the oldest and largest companies in the jewelry 
field. As such, it clearly recognizes its obligations and its 
opportunities under today’s wartime conditions. 


First and above all, we are cooperating with our Gov- 
ernment, in support of our boys in service. Next, we must 
cooperate with each other to preserve and protect the 
industry and the distributive system of which we are a 
part and on which we are all mutually dependent. 





This is war .. we're “all in the same boat” .. and, by 
ingenuity, persistence, sacrifice and hard work, we can 
and will win through. In spite of restrictions, creative pro- 
duction on our side and creative merchandising on yours 
can maintain the channel of distribution we have built 
between us. 


Depend on us to produce—_ 
_ whenever possible without prej- 
udice to the all-out war effort 
— fast-selling, high quality 
merchandise of timely appeal. 
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Presenting another™ brand new 
development by the makers of 
KON-ITE leather watch straps: 
BURNISHED-ROUND EDGES! 
@ Slick as a whistle. 

@ Neater, smart looking. 

@ No lacquer or dye used. 
@ Seals edges against wear. 








KON-ITE molded buckles and keepers 
are now made in three widths: I/2 inch, 
5/8 inch and 1/4 inch, to fit all sizes of 
LEATHER WATCH STRAPS men's and ladies’ watch straps. 


—————— ooo eee 
MANUFACTURED BY Aw. SAUER & CO. CINCINNATI, OHIO 
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The thought portrayed on 
this month's front cover 
was suggested by the 
“hanging” at the Wallace 
silver plant on May 5. For 
the complete story see 
page 132. 
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Very smart—and also very 
practical for today’s “lady- 
about-duties”. Chevron has 
a patrician charm that says 
Marcé-conceived — and a 
quality look that bespeaks 
K&O craftsmanship. 


KATZ & OGUSH 


INCORPORATED 
CREATORS OF FINE PLATINUM JEWELRY AND WATCHES 


ENJOYING THE CONFIDENCE OF THE INDUSTRY 


33 WEST 60™* ST NEW YORK, N. Y. 
& . 
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Today, the skilled technicians, fine tools 
and precision machinery in the K&O 
plant are enlisted in the national effort 
by producing special equipment for our. 
defense forces .. . Thus, the usual K&O 
products may not be as plentiful or as 
readily available as in the past. We 
ask your indulgence and patience while 
we do our part in the Fight for Freedom. 
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STERLING BY 
I847 ROGERS BROS. 
POSTPONED 


A» 


Sin CE our recent announcement of 1847 ROGERS BROS. STERLING, 


the greatly increased demand for silver for war needs and as a 
substitute for other metals has brought about a drastic shortage 


resulting in rationing by the refiners. 


It is now impossible to get adequate silver to enable us to manu- 
facture 1847 ROGERS BROS. STERLING. We find it necessary, there- 
fore, to postpone its launching until we are assured of sufficient 


silver to make enough flatware for equitable distribution. 


We hope that the silver situation will improve in the future so 
that 1847 ROGERS BROS. will be available in Sterling Silver during 


this period when it cannot be made in Silverplate. 


INTERNATIONAL STLVER CO. 


MERIDEN, CONNECTICUT 
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RI ER RINGS 
by Aneriian beady 


nother “find” of fashion — interpreted with the creative 












agination of a dressmaker stylist, and unerringly exe- 
suted by AMERICAN Beauty craftsmen. Chic, ultra-femi- 
nine in appeal, designed to complement and harmonize 
with the costumes women are wearing. These superbly : 
styled 14 K gold rings with their glowing, genuine stones, —__ 
are already being proudly displayed by women who go 


places and do things these double-duty days. 






* * UTMOST UURf reciasiiry 
SINCE 1865 
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We want to plan and work for better days 


ahead—to plan next summer’s garden, to plan 





the kid’s schooling, to plan vacations, to visit, 
to laugh, to play, to buy cars, to wear the 
jeweler’s creations in gold and silver, to keep 
our ears free from the demagogue’s screech- 
ings, to scan the skies for sunsets, to keep step 


with the freeman’s tread. 





We shall yet have what we are fighting for. 





At the cost of blood and treasure, to be sure. 
But whatever the price, we shall pay it, for 


the last time, to bring an enduring peace based 





on the decency and the freedom of man. 


Shinar ii of newaRKy 


SHIMAN MANUFACTURING COMPANY, IN NRCE STREET, NEWARK, N 
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OUR FIRST DUTY 


WE ARE in a war and 

in it to win. Job No. 1 

71 at the Hamilton Watch 

Company—and it’s a 

man sized assignment—is the man- 

ufacture of watches and precision 

instruments for the armed forces. 

That job must...should...and 
does come first at Hamilton. 

But Hamilton also knows—and 

constantly advocates—that accu- 

rate timepieces are necessary for 

the waging of successful war on 


ts Iwofold 


and the government with these 


the home front. Production and 
transportation personnel, doctors, 
nurses, and many other civilians 
engaged in war work—all require 
the kind of timing which only a 
fine watch can give. You retail 
jewelers will continue to serve the 
nation as distribution channels for 
as many watches as the govern- 
ment will permit us to manufacture 
for essential civilian use. 
Hamilton’s current advertising 
is designed to impress the public 


facts. By word of mouth and in 
print, Hamilton serves America 
and you with this constant re- 
minder: “‘Let there be no forgotten 
front!” Hamilton Watch Com- 


pany, Lancaster, Penna. 


AMERICA’S FINE WATCH 


FOR YOUR OWN GOOD ...SUPPORT THE JEWELRY INDUSTRY PUBLICITY BOARD 


od 
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Product of craftsmanship, 
“Minuette” strikes a new note in 
expansion bracelet design . . . 
-Exceedingly beautiful in its slim 
gracefulness, this new ladies’ at- 
tachment has inbuilt features that 
are highly practical . . . Smooth, 
3 way flexibility permits easy 
stretching; special construction 
assures unsurpassed comfort. Char- 
acteristic workmanship and 
quality mean extra long wear. . . 
Fashioned of all precious metals 
—Gold on Sterling . . . Distributed 
through leading wholesalers on 


. 





















WATCH BANDS KEEP COMPANY WITH THE WORLD'S FINES: 


ORY: BRIDGEPORT, CONN. « N. Y. SALES OFFIC 
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EDWARD L. STERN 
Zee serets lO 


A Revolutionary NEW IDEA‘ in Packaging 


DEFENDER WATCHES 


WATERPROOF * SHOCKPROOF 





THE COVER, in subtle color, sells 
the idea of Defender Waterproofness 


DEFENDER takes another : 
big STEP FORWARD.. [| StgailEPi, I ities 


reveals the watch dra- 


the satin-cushioned top 


READY NOW ... A brand new, il, ” matically set between 


grand new gift presentation box 
for DEFENDER WATERPROOF 
SHOCKPROOF Timepieces that 
introduces entirely new methods 
of fine watch packaging . . . This 
new presentation is not only a dis- 
tinguished, luxurious box but it 
also provides all the elements of 
effective window display. . . . . 


Se 


* Pat. Applied For 


and the soft velvet base. 


REMOVABLE BASE PAD 


slips out of the box to 
become an_ individual 
display unit . . . Backed 
with a cut-out card, this 
is an effective, space- 
saving display for your 
windows. 


EDWARD 1. STERN & COMPANY X 


INCORPORATED 
0610 FIFTH AVENUE Roekefeller Center, New York 


© 1942 Copyright Edward L. Stern & Co., N. Y. 
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This endless 27 inch chain 
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When it comes to 
Snake Chains 
it’s FORSTNER 

of course 


We will gladly refer 
you to the manufactur- 
ers franchised to use our 
14 Karat Gold and 
Platinum Snake Chain. 


FOR MEN, WOMEN 


AND CHILDREN | 


E 4/167... $4.00¢a 


(24 inch} 
F 6/163. . ..$3.00ea 
(18 inch) 


G 8/164... $1.500e0 


{16 inch) 
H 70/4... $1.2560 
(16 inch) 
t 19/201 .. $4.50e0 
J 19/314... $1.75ea 
K 19/335 .. $3.00ea 
Ak 19/334. . $2.50 ec 
Prices indicated are 
to the consumer 
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A MAN’S WORD 


A Monthly Comment by Jacques Kreisler 





g It is a matter of history 
iy Sa that this Company was 
conceived for the jeweler 
and dedicated to the jeweler. 
It is a matter of history 
that we prospered, only when 
the jeweler prospered. 

It is a matter of history 
that we were 

the first manufacturer 

to declare war 

against those 

who had encroached 

on the jeweler's territory. 
Today our Country 

has called for men, 





materials, and machines. 





.~ > 
— 


In our factory, 
men responded to the call ... 
precious metals 
were substituted 
£ for vital ones ... 
ay and machines were. examined 
for war service. 





We invited war work. 
Our invitation was accepted. 


Yet, all our craftsmen, 


all our materials, 





and all our machines 


not required 


for the Victory effort 
are in the service 


of the jeweler. 

Our allegiance 

to our country 

is not at the expense 
of the jeweler 

but to his 

enduring benefit. 


a Ke 


JACQUES KREISLER MFG. CORP. 


*tho /ewelel NORTH BERGEN + NEW JERSEY 





Jaci 





yy tnowallow only 


A war is going on. Yet there is still a proper place for the finer things in life. Among 
these superlatives is the superb, limited line of Rolex chronometers, featuring the 
Rolex Oyster and the Rolex Oyster Perpetual wrist watches for men. Only America’s 
leading jewelers will be personally invited to present Rolex to their clienteles. Those 


jewelers will receive further details which we are sure will prove unusually interesting. 


ROLEX 


Lhe Mus derfivece of Wateh Craflimanshifi 
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YOU SHOULD OWN..... 


Z. this...» 
“PERFECT” 


All-Purpose Gauce 


FOR EVERY MAN IN THE SHOP 


Are You a 
DIAMOND IMPORTER 
STONE DEALER 
WATCH MERCHANT 
MECHANIC 
METAL BUYER 


? 





OU should not be without this indis- 

| pensable “All-Purpose Gauge.” It 
places an accurate answer at your finger 
tips to your daily problems. 








Look at the illustration—study it very care- 
fully and you will observe this valuable in- 


formation . . . millimeter and inch measure- 
eeute.-Karat and millimeter ose sinée, Above Illustration Shows Both Sides of Gauge Which Will 


weight and length equivalents, etc. FIT IN YOUR VEST POCKET 


In other words, if you are in the Jewelry Size 71/4 x 21/4 Inches 
Trade, you need this valuable “Perfect” 


Uni lJ lers’ G . Don’t be with- 
- Henson rs aes eain = P RICE $1.85 EACH 
ALSO SOLD BY LEADING SUPPLY HOUSES 
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TOMORROW AS WELL AS TODAY— 


~D eltah Pe arl 


Business! 


it's easy to sell pearls... and DetraH Pearis are the 
easiest of all to sell . . . because they're lovelier . . . 
because they're styled-right, packaged-right, priced-right, 
and nationally advertised. Because their new sterling silver jewelry 
““backgrounds’’ are inimitably achieved by a fashion expert. Matching 
CONSULT YOUR WHOLESALER : : j 
necklaces and bracelets, brooches, pins, earrings, etc. . . . a complete DetraH 


selection that captures a woman's fancy and quickens her buying urge . . . 


411 FIFTH AVENUE, NEW YORK 


NATIONALLY ADVERTISED DELTAH PEARLS—SOLD BY JEWELERS ONLY 
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DIAMOND RINGS 


RCL Jualitiy 


There is a scintillating beauty, a classic qual- 
ity to each Lovelight Diamond Ring that 
distinguishes it from all others. Presented 


in a wide variety of sets and solitaires Love- 





light Ring selections are unsurpassed for 
styling, for craftsmanship and all around 
value in the popular price ranges.» Investi- 
gate their sales appeal, their high promise of 


generous retail profit .. . 


Write for details. 





A, EDWARD FISHER & CO,, INC. 


FIFTH AVENUE NEW YORK 
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It’s time all of us in the jewelry trade turned from 
fear-inspired fiction, straight back to fundamentals. 


Two of those fundamentals you will find in the 
dictionary: 

JEW-EL-ER (j00/él-ér), ». one who makes 

or deals in valuable ornaments, gems, watches, 

etc. 


MER-CHANT (mir/chant), ”. one who buys 
and sells goods for profit; especially, one who 
carries on trade. 


Note carefully those words in the second defini- 
tion: ‘‘one who buys and sells goods for profit’’. 


of the Jewelry Business? 


For the trouble—the big trouble—is we've re- 
garded ourselves too much as jewelers, too little 
as merchants. 


As jewelers, we are craftsmen, so secluded, so 
(once) secure, as to warrant the description pro- 
fession. But as merchants, we've gone along too 
smugly, too serene, too satisfied. 


And now, it’s as merchants that every one of us 
in the trade must pitch into the battle. Are we 
going to survive—or are we going to close our 
doors? A realistic appraisal is in order. 


WHAT’S AHEAD IN THE NEXT 100 DAYS? 


Authorities tell us there are four fields in which shortages, 
if not already sharp, may become acute: 


1. PLATED SILVER 


Production has already stopped. That's understandable. Nickel 
silver is the base metal. 18% nickel is worth its weight in gold 
in putting the axe on the Axis. 


CLOCKS AND WATCHES 


American manufacturers are courageously converting to war work. 
Night and day, they are working in the forefront of our Victory 
Drive, supplying vital mechanisms and devices for our Army and 
Navy. We may well be proud of our watch manufacturers. 


3. LOW PRICED COSTUME JEWELRY 


Metal jewelry is out for the duration. But accomplishment must take 
precedence over adornment. Critical materials—brass, chromium, 
copper, nickel, aluminum—must go to fill critical needs. 


RADIOS, CAMERAS AND ALLIED LINES 


Radios and cameras are of greater need to Uncle Sam than to his 
civilian nephews and nieces. Victory is an all-out effort—for 
all of us. 


There you have the facts. Let’s not forget them. But 
let's not cry over them. 


IN THIS SITUATION, WHAT SHOULD A JEWELER MERCHANT DO? 


Exactly what any good merchant in any field would do: 
re-determine, from a fresh start, what your customers want 
—and how you can satisfy these wants with the goods 
available. 


The jewelry business is basically a gift business. There- 
fore, sell GIFTS. That’s what your customers want to buy. 
Not necessarily plated silverware. Not necessarily metal 
costume jewelry. Not necessarily this, that or anything 
that's unavailable. 


Your regular sources of supply will have more wood and 
plastic costume jewelry. Crystal and other types of decora- 


tive gift pieces. Merchandise, in short, that’s equally 


salable at a profit in the lower price ranges. Sell those— 


JACOBY- BENDER, INC. 





Chicago: 29 East Madison Street 





not excuses or complaints or tears. No matter what the 
Government requisitions, substitutes will be found. 


And speaking of price: don’t forget how many more 
people have more money for the higher priced goods. 
Keep your eye on those newly rich who want sterling, who 
want gold, who want diamonds, who want the higher 
priced merchandise that hasn't been hit by shortages. 


For the first time, these people have the money to buy 
what they want, even after they've dug down deep for 
War Stamps and Bonds. And théy will buy, if you make 
the suggestion. 


No, gentlemen—we've no real reason to be discour- 
aged. The future belongs to the jeweler who's also a 
merchant—and that's you. Yes, you. 


New York: 


161 Sixth Avenue 





Los Angeles: 220 West 5th Street 


WATCH BANDS 


Distributed by Jewelry Wholesalers 








with Naval or Any 
Other Emblem 


Women’s Model 
Suitable for 


with Army or Any Initialing. 


FEATU RES eee Salles 


e CONCEALED PICTURE Orders and #eorders come piling in from all over the country 





LOCKET for these handsome, substantially- made 10 kt. yellow gold 
“Remembrance” rings. We have them in assorted designs for 


e CONCEALED MIRACULOUS men and women, suitable for initialing or with military and fra- 
MEDAL PANEL ternal emblems. All with cleverly concealed picture lockets or 








miraculous medals. They’re different with a capital ‘‘D'’ — and 


e MILITARY OR they sell on sight. Write today for particulars. 








FRATERNAL EMBLEM NEWSPAPER AD-MATS AND DISPLAYS AVAILABLE WITHOUT CHARGE 


RING COMPANY 


WEST 47th STREET 2Us MEW YORK Carty, 


eo 
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die Kraft 


PROSPECTS 


Kiddie Kraft is the only children’s 
jewelry nationally advertised to 
over 25,000,000 readers. 
Marathon will pay one-half the cost 
of all Kiddie Kraft advertising in 
your own newspapers. 

A splendid Opportunity to increase 
your sales and build a children’s 
jewelry department. 


Newspaper mats furnished free. 


Be Sure It’s Kiddie Kraft 
and You're Sure It's Best 


wie COMPANY 


a Througll The Wholesale Jeweler 
23 


FOR JUNE, 1942 





SEND YOUR SCRAP 


TO 
FOR GREATER RETURNS! 


TWO CONVENIENT PLANTS — Attleboro Refining Co. maintains two 
strategically located plants — one in Attleboro, Mass., the other in Jersey 


City, N. J. Use the one nearest you for quicker returns. 


CAREFUL ANALYSIS— Attleboro employs the utmost scientific care in its 
assaying operations. As a result, you get an absolutely accurate payment on 


any scrap you send, regardless of the size of your shipment. 


MASS PRODUCTION — Attleboro’s mass production, electrolytic refining 
methods cut our production costs to a minimum. The resultant savings are 


passed on to you! 


AN HONORED NAME — Recently, we celebrated our 43rd birthday. Our 
Attleboro’s low cost, large- age together with our growth are the assets of which we are most proud: 
scale production gives our cus- 


‘ they indicate the faith our customers have in our ability and integrity. 
tomers highest net returns on: 


Sef: Geld Serap IF CONVENIENCE, SERVICE, SPEED, AND FAIR RETURNS 
Filled and Plated Gold 


Serap MEAN ANYTHING TO YOU, WHY NOT SEND YOUR NEXT 


Plating Wires and Racks SHIPMENT TO 
Dental Serap ) 


Filings — Sweepings 


Cuttings — Clippings 

Bench Waste e 

Polishings 

Obsolete Stock 0; 


* 
Main Office & Plant _ Branch Office & Plant 


36 UNION STREET = yh 300 COMMUNIPAW AVE. 
ATTLEBORO, MASS. a JERSEY CITY, N. Jj. 
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Superior in quality and styling... of neat yet 
S} ib bus himoce) elit ae lois lose MMMM J ol -M ob vole LPloi Me) MCodl-vel (rel 
designers, skilled craftsmen and deft assem- 
blers. Those are the characteristics which 
have won preference for the Gemex line. In 
fo} bb mb el-hi' abe) (ose Mb eles lo Mole) olive) Moh 4-)m-h4-) a 1age) ele t1— 
of manufacturing is facilitated, thus assuring 
continuance of the Gemex reputation for 
Ze tcol eo tice col ebool- Sol (mo) Mmm ob (of ol-1-) MEN-> <o1-30(-delol-m 
GEMEX COMPANY, Union, N. J. 
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This ADVERTISEMENT 





This is not a Swan Song.... 
It’s the EAGLE’S CALL!! 


6 ery Jewelry Industry is going _ finest craftsmanship, you can be 
on and forward. At just this equally sure. 

moment it is pausing, taking stock 

of its powers and possibilities,and Bear with us through this period 
mapping its course for the imme- _—_ of readjustment. We realize that 
diate future. your friendship has built our suc- 
cess in the past, so we shall do all 
in Our power in the present, and 
for the future, to repay that 
friendship. 


The section of LeStage equip- 
ment that can be devoted to direct 
production for Victory will be 
so devoted. That part in which 
LeStage Jewelry Creations can 
still be made will be active, too. 


Business cannot be “as usual,” but 
we can all pull together to do busi- 
ness “as UN-usual”... for the 
deep-down foundation of ultimate 
At this time we can only say that _- Victory is the survival of business 
there will be a LeStage Line for and its ability to “pay the piper.” 
you to sell . . . and sell profitably 

On what materials it will be “Only the strong can win, and 
mainly based cannot yet be stated. | only the productive are strong.” 
That they will be the finest mate- 

rials obtainable for the purpose So this pause for readjustment is 
you can be sure. That into this no swan song. It is the call of 
new LeStage Jewelry will go the the aroused and conquering eagle. 


Donald LeStage 
Donald LeStage, Jr. 


North Attleboro, 
Massachusetts 
U, Ss. A. 
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LeSTAGE MFG. CO. 








E are highly gratified to learn that this 

group of wide awake business publica- 
tions has noted and approved the principle 
and the thought behind our recent advertise- 
ment. The action brings us the opportunity to 
reaffirm our statement of policy and, in greet- 
ing the Wholesale Jewelers in Convention in 
Chicago, to say that the new LeStage Line 


brought forth 
this comment 


by the 


ASSOCIATED 
BUSINESS 
PAPERS 


“PORES another manufacturer who doesn’t leave 

his dealers squirming on the anxious seat... 
he doesn’t wait ’til he has all the answers. He frankly 
states that ‘At this time we can only say that there will 
be a LeStage Line for you to sell and sell profitably.’ : 
He admits that he doesn’t know on what materials the 
line will be mainly based. But he certainly makes it 
clear that he isn’t letting the situation lick him. 


“And believe us, dealers want to know how their sup- 


pliers feel about these things.” 


based on sterling silver, accenting beauty, 
utility, style and superb craftsmanship, is 
nearing completion. It will offer you the 
greatest value possible at the price. It will 
offer you a real opportunity for profitable 
merchandising. We will soon be giving you 


specific information about it. 


CHAINS - KNIVES - BRACELETS - LOCKETS - IDENTIFICATION BRACELETS - BABY JEWELRY 


LeSTAGE Ghains 


Le STAGE MFG. CO.., 


NORTH ATTLEBORO, MASSACHUSETTS 


and JEWELRY 


NEW YORK e@ 9% MAIDEN LANE, A. H. BETZ 
CHICAGO e@ 29 E. MADISON, ALLEN B. PINERO 
SAN FRANCISCO @ 57 POST ST., MAX J. NEWMAN 


EST. 1916 





THE JEWELERS’ CIRCULAR-KEYSTONE 





WYLER 
WATCH AGENCY 


takes pleasure 
in announcing its appointment as 


SOLE 
AMERICAN DISTRIBUTOR 


for 


Wyler * Wyco 


A COMPLETE LINE OF FINE WATCHES 


WATERPROOF MILITARY 
SHOCKPROOF NOVELTY 


featuring WYLER INCAFLEX 
Only Shockproof Watch with a Flexible Balance Wheel 
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KESTENMADE PEERLESS SENTINEL 
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ing jewelers lovéryuhare look for the I. D. trademark on. 
an American-made Waterproof Watch Case. They know | 
_ that it signifies.o product that is unsurpassed for ‘quality .. 
a product that can be bought—and sldwith confidence, 


I. D. Watch Cases sold only through leadiag = 
Watch Manufacturers, Importers and Wholesalers. _ 


LD. WATCH CASE CO., Inc. 


Factory and Offices: 121 VARICK ST., New York City 


Manufacturers of FIRST American Thin Waterproof Watch Cases . cee _ FIRST 
Ladies hasan Watch Cases . . . FIRST American Sq 
IRST Line of , 




















NORMA has enlisted 
for VICTORY 


In full and hearty cooperation with our Government’s 
all out effort to win this war . .. and win we must 
..- Norma is now devoting its entire personnel 
and plant to the production of precision 
tools for the making of equipment for 

our armed forces. 


Of our many dealer friends and 
customers we ask that they 
bear with us during this 
all out war and we can 
assure them that 
Norma Multikolor 
pencils will be 
made at the 
earliest 
oppor- 
tunity. 


There still are available As ever ... we stand in 
some of our Rolled Gold \ /, back of our guaranty... 
Plate, Sterling Silver } 7 our Service Department 
and Gold Filled numbers. will continue to function for 


Please write us regarding your repairs on all our pencils. 
Leads, as well as erasers, are 


available for all numbers. 


NORMA MULTIKOLOR 


39 WEST 32ND STREET, NEW YORK 


requirements. 


x BUY WAR BONDS AND STAMPS xX 
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etal priorities force us all to get down to cases regarding 





7 on old straps replaced by new. Where 


ARISTOCRAT OF 
WATCH STRAPS 
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CARL-ART 
Presents a new line of gold 
filled jewelry on silver. Ster- 


ling silver jewelry. Identification 


bracelets in S/S and in gold filled 


on silver. Sterling silver medals — 
with space for engraving — for men 
in service. 
Also expansion bracelets, lockets and 
crosses in gold filled on silver base. 


SOLD THROUGH THE 
WHOLESALE TRADE 





SOLD THROUGH WHOLESALERS ONLY 
Daye: 

er and Jewelry CA be L- A H T, — 
" ee baa nti PeeetceET - PROVIDENCE, 


NEW YORK CHICAGO |e} ens 
NIE LEVINE 1 W. 34th ST HOWARD SEEBECK 10 SO. WABASH AVI HARRY SAUNDERS 220 W. Sth ST 
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AQUAMATIC 


AQUAMATIC (Sweep) 


MOST LIKELY 


AQUAMEDICO 


WARDEN 





TO SUCCEED 


Because They ARE What They’re SUPPOSED TO BE! 


HEN you sell CROTON waterproof, shockproof 

watches, you can sit back and say to yourself, 
“There are watches whose movements, I am swre, are 
proofed against shock, and whose cases are proofed against 
water and dust. Besides, I know they have passed rigid 
tests for timekeeping accuracy.” 

And you'll be telling yourself the plain, unvarnished 
truth, for here at CROTON we are not only sticklers for 
quality, but are thoroughly familiar with the fine points 
and detailed specifications necessary to make a watch water- 
proof and shockproof. 


Before we accept a waterproof case, it has to prove to 
our satisfaction that it is everything it is supposed to be. 
We've tested, checked, double-checked and eliminated 
enough so-called waterproof cases to know what we're 
talking about. 

The shockproof device with which CROTON movements 
are equipped has been found to be the best available after 
years of research. It will absorb all shocks while the watch 
is worn in a normal manner. Nothing else will do for we 
do not go in for half-way measures: CROTON waterproof, 





shockproof watches are, in fact, proofed against water 
entering the cases, and shocks to the movements. 

That's why you're safe in selling CROTON watches. They 
are exactly what we say they are, and if past records and 
successes are any criterion, every CROTON waterproof, 
shockproof watch is ‘most likely to succeed.” 





CROTON 


- 
fa 


FOR ALL TIME % SINCE 1878 


7 


CROTON WATCH CO. « 48 W. 48th St. « NEW YORK 








IF IT’S A CROTON, IT’S REALLY PROOFED AGAINST WATER AND SHOCKS 
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| limited quantity available, so order 
SEAL from your wholesaler — TODAY! - 


LOUIS STERN 
Cc o> MP A. NY. 
PROVIDENCE, R. I. 


NEW YORK 
PHILADELPHIA 
- CHICAGO 


© 


* A TRADE MARK OF THE B. F. GOODRICH Co. 
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THE NEWEST— MOST PRACTICAL 
IDENTIFICATION PLATES 





Easily engraved with customer’s 
name, address, blood type, 

social securily number or 
any other means of 

identification. 


Sap Riess Ginasens Midents cemein twockens = a natural if ever there was one—the new Simmons Slident 
—5/8” and 9/16”—to fit all.watch straps. (Patent No. 112,683)—the most practical and attractive means of 
identification we’ve seen yet—a plate that anyone would gladly wear. 
It has a triple appeal. First, it’s necessary—identification is a must these 
days. Second, it’s practical—men can slip it on their watch straps; women, 
on their watch cords. No extra bracelets or attachments necessary. 
And third, it is quality merchandise at low cost —made in either Simmons 
All-Precious Gold Filled (12K Gold on Sterling) or Sterling Silver. 
Think of the market for these new Slidents—every man, woman and 
child should wear one. And think of the sales possibilities—you sell the 
Slidents (one for each member of every family), you make your engrav- 
ing profits, and you can sell new Simmons Watch Straps 
and Cords with each Slident. 
Act now. Every jeweler will be selling Slidents fast. 
Send coupon below for complete information on styles 
and prices. 

Free Attractive Displays— Order twelve Slidents for men and we'll 


send them to you mounted on a colorful, illustrative display card which you 
can stand on your 3 or wind: Order yours now. Don’t delay. 



















For Women — Simmons Slident—in 3/16” 
size—fits perfectly on woman’s watch cord. 











R. F. SIMMONS COMPANY 
Attleboro, Mass. , 


Send me complete information on the new Simmons Slidents. 





For Children—Special Slident, complete with gs 6 ach i ik On hak ee eh ed ka a es ee 
water-repellent woven fabric strap, for per- « :* 
manent wear. Very suitable also for adults. mi icv ous cid evenings eben ees 
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WYLER WATCH 


CORPORATION 
9 Rockefeller Plaza, N. Y. 


ANNOUNCES 
IT IS NOT ASSOCIATED 
WITH ANY OTHER 





Phe Right ra ime ¢ Sor a L; he time 


WATERPROOF SHOCK PROOF 
RUST PROOF DUST PROOF 


Fine precision WATERPROOF watches 
in EXTRA THIN steel cases. - An ideal watch 
for those in military and naval service. 


Call on us 
for the unusual 


Fine diamond mounted jewelry... 
newest designs ... obtained by 
fortunate purchases...Now avail- 
able to responsible accounts on 
consignment ... To supply your 
requirements on special calls. 
ee ee 

Bracelets...Clips...Rings...Brooches 
..Watches...Charms... Necklaces 
..- Tiaras... Precious Stones, Loose 
or Mounted... 


PHONE...WRITE... 
WIRE. 


FIRM 


EMANUEL (MANNY) ABRAHAMS 
SECTY. 


RAYMOND ABRAHAMS 
TREAS. 


TIARA 


74 CARAT 
BLUE STAR SAPPHIRE 


BRACELET 
B 788 


BASKET BROOCH 
J 2098 


RAYMOND ABRAHAMS 
551 FIFTH AVENUE 
PHONES: VANDERBILT 3-0457-8 NEW YORK CITY 
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} ears of looki ng and 
keeping ahead . 


N this period of world conflict and national crisis, the announcement of Handy & Harman's 75th 
anniversary carries with it a message of reassurance, a reminder that there have been other grave 
periods, bravely weathered. With America, Handy & Harman has endured difficult conditions, 
has grown and prospered in times of great business expansion. With America, Handy & Harman looks 
forward to the successful termination of the present conflict, and to the time when all our efforts can once 


more be devoted to work of lasting value. 


Starting from a modest beginning in 1867, Handy & Harman has risen to a position of national promi- 
nence in the Arts and Industries. Its products are now rendering vitally important service in America's 


war production. 


HANDY & HARMAN IN THE ARTS 


At the turn of the century we foresaw the 
need for segregating and improving the fab- 
hg rication of gold, silver and their alloys. 
) Methods and machines were perfected, which 
raised the mass production of these metals 
to an exact science and assured uniform quality, gauge and 
working properties. Through the years, we have been sup- 
plying the bulk of the sterling silver and much of the karat 
gold needed by jewelry manufacturers and silversmiths. 


Likewise, we developed silver solders and also advanced 
plating by providing silver anodes of exceptional fineness 
and purity. 


Another contribution was the institution of a 
refining service for recovering precious met- 
als from scrap, sweeps and waste and its 
elevation to the highest plane of accuracy 
and reliability — a service that soon became 
nation-wide. 





For 60 years Handy & Harman has set the daily market price 
of silver which is accepted as the basis for buying and sell- 
ing — a trust we zealously guard. 


In the present crisis we are doing everything possible to 
provide users with the silver they need on a fair basis. There 
is a shortage and we have to ration our supply. 





Our many customers, of course, have been a vital force in Handy & Harman's 
progress and achievements and to them we extend our deep appreciation. 


HANDY & HARMAN IN INDUSTRY. 


About 15 years ago fabrication of equipment and parts 
from thin gauge metal began to come into the industrial 
picture. We recognized the suitability of silver brazing alloys 
for this work because of their comparatively low flow points, 
free-flowing properties and the strength, duc- 
tility and corrosion-resistance of joints made 
with them. Extensive research resulted in the 
production and standardization of a range of 
compositions that met various requirements. 





Seeking further, we developed the low temperature brazing 
alloys Sil-Fos and Easy-Flo which, with Handy Flux, have 
revolutionized metal joining in speed, reliability and econ- 
omy. With amazing rapidity the use of these alloys spread 
through industry. Now they are doing thou- 
sands of jobs which are helping to speed up 
the making of planes, ships, tanks, guns, 
shells and other war equipment and their 
production is 100% for war work. 





We have taken a leading part in developing other inaustrial 
uses of silver which are contributing, directly or indirectly, 
to further our war effort. 


Today, as always, one of our most important contributions 
is the aid we give to users in applying our products and 
especially in solving brazing problems. 





As we go forward, keeping alert to changing trends and yet holding fast 
to sound traditions, our consistent aim will always be to satisfy and hold 


the esteem of those we serve. 

















Shilled Hands for War Wirk 


The skilled hands of Gruen craftsmen, trained in traditional 


standards of precise workmanship, are engaged in the manu- 
facture of War instruments that meet vital needs of every branch 
of the armed forces. 
Full speed in the production of these War instruments is the 
order of the day... to this end Gruen resources, plant 
facilities, and trained personnel are all pledged ... and maximum 
cooperation in this War effort is consideredia high privilege 
by Gruen. 
Consistent with this full cooperation in War instrument pro- 
duction, Gruen will continue to manufacture only guch quantities 
of watches as will not interfere with Gruen’s aid to the 
government in the War program. 
* ¥ * 
I want to assure you that such production as is possible, 


and is consistent with our War effort, will be supplied to each of 
our Gruen dealers on a fair and equitable proportionate basis. 


President 
THE GRUEN WATCH COMPANY, TIME HILL, CINCINNATI, OHIO, U. S. A. 
IN CANADA TORONTO, ONT. 


SELL GRUEN WATCHES 
BUT SELL WAR BONDS FIRST 


*ReGisTERED TRADE MARK COPYRIGHT 1942, THE GRUEN WATCH CO. 
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SPEAKING OF 


“RR EMEMBER the Alamo” was 
the battle cry of the Mexi- 
can War, “Remember the Maine”’ of 
the Spanish-American War, and now 
“Remember Pearl Harbor” calls for 
vengeance against Japan. 

and watchmakers can 
help America “Remember Pearl 
Harbor” if they set the hands of all 
clocks in their 


Jewelers 


the thousands of 
stocks to 7:55, the hour and minute 
when Jap planes, without declara- 
tion of war and during the continu- 
ance of diplomatic negotiations at 
Washington, launched their sneak 
attack upon Hawaii. A _ resolution 
to this effect was passed by the 
United Horological Association of 
America at the Chicago convention 
last month. 

If non-operating clocks are set at 
7:55, this position of thé hands for 
the first time will have a purpose 
and meaning. 
to the contrary, the customary set- 
ting of 8:18 was only to place the 
hands iv a balanced position with 


The Lincoln legend 


maximum visibility for whatever 
lettering appears on the dial. To 
lay the ghost of this Lincoln legend, 
once and for all, be it remembered 
that Lincoln neither was shot nor 
died at 8:18; the shot was fired a 
few minutes after 10 o’clock at night 
and he passed away at 7:22 the 
next morning. 

So let’s forget the balanced posi- 
tion of 8:18, together with its myth, 
and “Remember Pearl Harbor” by 
setting the hands of every clock in 
stock at 7:55! 


© > 


AR_~ developments in_ the 

Southwestern Pacific area 
have involved several gem-producing 
regions of major importance. 
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THE 


JEWELRY TRADE 


When the 
French Indo-China they seized the 
principal 


Japanese occupied 


source of zircon, and 
Thailand, which they shortly after- 
yard took over, had been the prin- 
cipal cutting center for zircon. The 
ruby fields at Mogok, a few miles 
Mandalay, fell to the 
Japanese with 


north of 
their conquest of 
Burma. 

Now that the north 


Australia is in the news as a theater 


coast of 


of war, interest is attached to Dar- 


win, a center of the Australian 
pearl-fishing trade. 


“The 


Northwestern 


stretch of the 
Australia 


isolated 
coast of 
would be still untenanted, probably, 
but for the 


vessels 


pioneer pearl-seeking 


whose activities gradually 
put on the map the three major 
settlements of Darwin, Wyndham 
and Derby,’ comments the British 
Gemmological News. 

‘The Japanese had their own ves- 
sels on these seas, which they were 
free to sail as long as they kept out- 
side the 


learnt the coast-line thus, and their 


territorial limit. Many 


presence gave rise to periodical 


clashes between the rival fleets.” 
© © 
NDOVER, Mass., 


out one night last month during 


ras blacked 


a surprise drill—but not John H. 
Grecoe’s watch repair bench. 

Grecoe was working on a watch 
that had to be ready the next morn- 
ing when, without warning, Air 
Wardens began tooting their whistles. 
Out went lights all over town and, 
obediently, Grecoe doused his illu- 
mination, too. 

Mindful of the need to finish his 


Jewelers 
ircular: 
ey stone 
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job, Grecoe got out one of the black- 
out canes he sells—ingenious plastic 
rods mounting a little flashlight— 
and, focusing the watch in the glow 
that emanates from the tip of the 
cane, carefully completed the rush 
repair. 


© © 


TRIKINGLY sincere patriotism 

dominated a large-space adver- 
tisement placed in the Seattle news- 
papers last month by Ben Tipp, 
credit jewelry merchant. 

Below a picture of a cross hung 
with a laurel wreath was this head- 
line: “Will brave men die because 
we fail?” 

This text followed: “ “Thousands 
of gallant men died in the fight for 
freedom because the Democracies 
were too slow in responding to the 
call for arms production and the 
Thus will 


historians record the early phases of 


money to produce them.’ 


this war. 

“Too little, and too late! 

“France, England, Norway, Den- 
mark, Holland . . . just a partial list 
of nations whose heroes died waiting 
for weapons. . . waiting for free 
men to make a free choice. 

“Hitler and Hirohito counted on 
that! 

“When the Minute-Man calls at 
your home, sign the pledge—at once 
—to save a part of your income in 
War Bonds! This is a free country, 
thank God. And it shall remain so 
because the wrath of peaceful men 
is being expressed in more planes, 





more ships, more bombs . . . more 
Bonds—now! 
“Let us make sure that no more 


brave men die because we fail!” 
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This powerful argument to buy 
War Bonds was signed simply with 
the script signature, Ben Tipp. No 
street address. No identification as 
a merchant. 


o 


HAT has happened to low- 

priced costume jewelry, to 
tires and to ladies’ girdles in the 
United States of America, year 1942, 
was foretold several thousand years 
ago by the Prophet Isaiah. 
Management magazine tells how a 
traveler in Chicago happened to pick 
up a Gideon Bible, in a hotel room, 
and chanced upon the third chapter 
of Isaiah, verses 18 to 23, which al- 
most seem to be written about the 
many War Production Board curtail- 
ment and freezing orders: 


18. In that day the Lord will take 
away the bravery of their tinkling 
ornaments about their feet, and their 
cauls, and their round tires like the 
moon, 


Sales 


19. The chains, and the bracelets, 
and the mufflers, 

20. The bonnets, and the orna- 
ments of the legs, and the headbands, 
and the tablets, and the earrings, 

21. The rings, and nose jewels, 

22. The changeable suits of ap- 
parel, and the mantles, and the wim- 
ples, and the crisping pins. 


23. The glasses, and the fine linen, 
and the hoods, and the veils .. . 


o 


HE Nazi masters of Europe 

are planning to export cut dia- 
monds from the Netherlands, though 
who will be able to buy them in 
Europe or how they can be sent out 
of Europe remain obscure. 

“According to the European 
press,” says the current issue of 
Mineral Trade Notes, published by 
the U. S. Bureau of Mines, “prepa- 
rations are being made in the dia- 
mond industry of Amsterdam with 
the approval of the authorities in 
charge to resume the exportation of 
cut stones, which for some time has 
been suspended almost entirely. 

“Exports can be made only at a 
gradual pace, since the cut diamonds 
can be exported only to those coun- 
tries that will exchange raw dia- 
monds for the cut, or for such 
currency as may bé used to purchase 
raw stones. 

“It is probable that this require- 
ment cannot be modified or eased in 
any way, in view of the shrinkage 
of raw materials in the last few 
months and the fact that cutting 
must continue over a long period as 
stocks are replaced. Stocks on 
hand still constitute a broad enough 
basis to allow a limited exchange, 
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“Now the next thing is to decide who's going to give it to me for my wedding." 


into which could also be drawn the 
privately-owned cut stones and set 
stones that have appeared in the 
market recently to a greater extent 
than ever before.” 


o 


ANGING from the rafters in 

the basement of Wolf’s Jewel- 
ers, in Topeka, Kans., a bull snake— 
yellowish brown with black blotches 
—surprised a couple of employees. 
They killed the snake, and that 
started a chain of curious develop- 
ments. 

A few days later when a china 
salesman called at the store, the em- 
ployees accused him of shipping a 
“diamond-backed rattler” along with 
the china from his company. Before 
he got on to the joke, the salesman 
was red with embarrassment. 

But the china company man had 
the last laugh. He sent an invoice 
to Mrs. C. A. Wolf, owner of the 
store, billing her $200 for “one- 
twelfth dozen diamond-backed rat- 
tler,” explaining that the snake was 
a pet at the china factory and accus- 
ing the Wolf people of inhumanly 
destroying it. 

The snake-killers had a few mo- 
ments of worry until they realized 
that the letter, too, -was a gag. 

P.S. Nobody ever did find out how 
the snake got into the jewelry store. 


Pi © 


SPECIALLY during days of 

watch scarcity, A. G. MacFar- 
lane, of Epping, N. H., has found 
that if people know something about 
the “why” of a watch they take bet- 
ter care of it. 

Accordingly, he not only tells facts 
worth knowing about the construc- 
tion of time-pieces to people who buy 
watches from him, but he takes news- 
paper space to invite anybody to call 
upon him for suggestions on how to 
get the most from a watch they now 
own or plan to own. 

“Many people receive far better 
service from a watch after a watch- 
maker explains to them the impor- 
tant phases of a time-piece,” he ad- 
vertises. “Drop in any time—there 
is no charge for this service.” 

The headline of the small, single- 
column advertisement is an interest- 
catcher. It is “Take Time to Save 
Money.” 
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For the winners 


Hardy & Hayes supported 
Pittsburgh schools’ plane- 
building program with this 
window display and do- 
nated a silver trophy for 
the best school production. 






Final display showed planes plus patriotic jewelry 


Model Planes Zoom V-Pin Sales 


OULD you tell a Jap Zero fighter from a U. S. 
Grumann? Or a Messerschmitt 119 from a Flying 
Fortress ? 

You could if you'd seen last month’s windows of 
Hardy & Hayes Co. in Pittsburgh, where dozens of 
model airplanes—long-range bombers, medium bombers, 
interceptors, dive bombers and trainers, accurately con- 
structed out of wood in the scale of 1 to 72—were dis- 
played, together with a timely collection of patriotic 
jewelry. 

The planes were from a fleet of 7500 turned out this 
semester by Pittsburgh high school boys, as part of a 
nation-wide program to produce model airships for the 
Army, the Navy and Civilian Defense Corps, so that 
pilots, gunners and plane-spotters can learn to distin- 
guish the shapes and contours of friendly and enemy 
aircraft. 

With the war program needing thousands of accurate, 
small-scale models of Allied and Axis planes, the Navy's 
Bureau of Aeronautics furnished manual training classes 
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by JAMES M. YOUNG, JR. 


all over the country with plans and technical information 
on American, British, Russian, German, Italian - and 
Japanese planes, and, with knives, saws, sandpaper, glue, 
paint and white pine the youngsters have been filling 
quotas for as many as 50 different types of planes. 

In Pittsburgh, where boys in 42 schools were jigsaw- 
ing and assembling planes, the Hardy & Hayes Co. 
offered a silver cup to the school doing the best work 
on the project. ‘With that cup in some school’s front 
hall, kids 10 years from now will know what their school 
did in this war,” enthused Michael J. Thomas, of 
Latimer Junior High School, who is supervising Pitts- 
burgh’s model plane-making. 

In all, Hardy & Hayes Co. devoted three weeks to 
showing civilians what planes to fear or cheer. During 
the first two weeks were displayed a series of planes, 
pictures of the boys making them, and copies of a book- 
let, “Our Armed Forces,” which contain information 
about U. S. troops and were distributed in large quanti- 

(Please turn to page 75) 


43 


























July I Deadline” for Price Lists 


OPA requires all retailers to prepare, by July I, a statement 


of the maximum prices they charged in their stores during March: 


--cost-of-living’’ commodity prices must be filed with OPA 


“ES my customer paying more for his purchase than 
he could have bought the same thing for in my 
store during March, assuming that during March I had 
the article in stock?” 

If you can answer an unqualified ‘““No’’ to this ques- 
tion, you are conducting your business within the spirit 
of the Office of Price Administration’s ‘General Maxi- 
mum Price Regulation,” which since May 18 has placed 
an absolute ceiling over substantially all commodities 
sold at retail, since May 11 has extended over the prices 
charged by wholesalers, manufacturers and producers, 
and on and after July 1 will place ceiling levels over the 
price of repairs and services at retail. 

Maximum prices permitted by the regulation are the 
highest prices charged by each individual seller during 
March, 1942. 

No social experiment, the “General Maximum Price 
Regulation” will apply only for the duration of the war 
and parallels similar wartime control in Canada and 
Great Britain. Every retailer, every manufacturer, 
every wholesaler, every importer, every repairer now 
becomes a soldier for the United Nations in the Battle 
Against Inflation—the battle to keep living costs from 
rising above their level in March. Ninety-nine per cent 
and more of American business men will scrupulously 
do their part in preventing any puncture in the March 
price level, and OPA’s power to suspend the cheat’s 
very license to do business may be expected to protect 
public and industry against violators. 

Besides, now and hereafter, selling at no higher prices 
than he individually charged during March, every jeweler 
and other retail merchant must be prepared to do two 
things on or before July 1— 

First: File with the nearest OPA War and Price 
Rationing Board a statement showing his maximum 
prices-for all cost-of-living commodities offered for sale 
in his store. (Such cost-of-living commodities com- 
monly sold in jewelry stores include radios, phono- 
graphs, vacuum cleaners, refrigerators, washing ma- 
chines, irons, toasters, glass coffee makers, mixers, floor 
lamps, bridge lamps, light bulbs and china and pottery 


44 








To Help Learn Your Way with OPA 


Everybody in the jewelry business—and in every other busi- 
ness—must comply with the OPA regulations. You want to 
do what is expected of you. Customers will be on the look- 
out for evasions. Provide yourself with a copy of "The Gen- 
eral Maximum Price Regulation Bulletin No. |'' and also 
with a copy of "What Every Retailer Should Know about the 
General Maximum Price Regulation,” O?A's Bulletin No. 2. 
The latter explains in detati how to opercite under the regu- 
lation and lists regional, state and di.trict offices of OPA 
where retailers can obtain additionai information. 

Read and re-read these two bulletins. Don't read. any- 
thing into them; and don't read out anything you don't like 
or don't understand. Copies of both bulletins are being 
mailed by OPA to a wide list of retailers. If you haven't a 
copy of each, write for your copy of Bulletins Nos. | and 2 
to either your nearest OPA office or THE JEWELERS’ 
CIRCULAR-KEYSTONE, 100 E. 42nd St., New York, N. Y. 








tableware in sets.) Ceiling prices for these cost-of- 
living commodities must be posted at point of sale. 

Second: Complete a statement, to be kept in his 
store for examination by any person, showing his “‘ceil- 
ing” price for every item carried for sale in his store, 
except precious stones. 


HOW TO POST "COST-OF-LIVING" PRICES 

Ceiling prices may be shown by signs or a price list 
near the goods, or, if preferred, may be marked on the 
price ticket, tag or sticker attached to the article itself. 
If the ceiling price and the selling price are the same, 
the price need only be shown once and labeled as either 
-‘Ceiling Price” or “Our Ceiling.” If they differ, the 
ceiling price must be shown and the actual selling price 
may also be shown, as, for example, “Ceiling Price, 
$45,” “Sale Price, $39.75.” 

In filing on or before July 1 the required statement 
of ceiling prices for “cost-of-living” commodities, re- 
tailers are asked to use standard letter size paper, with 
their name and address at the top of the first page, 
and to typewrite or write in ink the following informa- 
tion for each group of identical cost-of-living commodi- 
ties: The name of the commodity, the name or code 
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number of its manufacturer, other identification and its 
maximum price. Any customary discounts, allowances 
or price differentials allowed during March to different 
classes of customers must also be shown, on a separate 
sheet if desired. 

On the first day of each month thereafter, ie. Aug. 1, 
Sept. 1, ete., retailers must report similar information 
about new brands or new styles of “cost-of-living” goods 
which they have added to their stock since their last 
report. 

The following form suggests how a jeweler might 
prepare his “cost-of-living” commodity statement: 
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in this column the highest price at which each item 
was delivered or, if not delivered, offered for delivery, 
during March. Others may find it convenient to incor- 
porate pages from manufacturers’ or wholesalers’ price 
lists in their “‘base period price list,’ writing in their 
particular ceiling price. 

Still other jewelers may wish to compile a “Base 
Period Price Book” or “Base Period Price List,” either 
for the store as a whole or by departments, which can 
be prepared in the same manner as the statement of 
cost-of-living commodities, a form for which was sug- 
gested above for filing with OPA. 


JOHN DOE JEWELER, INC. 
100 Main St., Middle City, la. 
Maximum Price List of Cost-of-Living Commodities 





Name of Commodity Manufacturer, name or code 


| number, and style number 





Monith, or (No. 22) Model 

_ No. C-1582 

Monith, or (No. 22) Model 
No. D-247 

Vale Potteries or (No. 111) 

Old. London 


EDVIOM ci. cveecace | 


CHINAWARE.... 


Marchand Co. (or No. 112) 
| Chinese Mandarin 


THE "BASE PERIOD PRICE LIST" 

Every retailer (or service establishment, including 
watch, clock and jewelry repair shops) must complete 
by July 1 a statement showing the highest price at which 
he delivered or offered to deliver during March, 1942, 
every item of merchandise in his store covered by the 
regulation (i.e., except items classified for regulation 
purposes as “‘precious stones” and the highest price 
charged for repairs and other services during March, 
1942. 

In addition, he must show his customary discounts, 
allowances or price differentials to different purchasers 
or classes of purchasers. This may be prepared on a 
separate sheet of paper, if preferred. 

This statement, which covers both cost-of-living com- 
modities and all other goods as well, except unmounted 
precious stones and certain jewelry manufactured as 
special order or one-of-a-kind pieces where the value 
is predominantly in the gems must be kept in the store 
and made available for examination by any person dur- 
ing the store’s regular business hours. It does not have 
to be filed with OPA except on request, and should not 
be confused with the statement of maximum prices for 
cost-of-living commodities. 

OPA does not require this statement to be prepared 
in any particular form, so long as each article in stock 
can be easily traceable to an entry in the statement. 
Thus, the merchandise might be identified by the manu- 
facturer’s name or a code symbol for it, by the manu- 
facturer’s or retailer's lot number or style number, by 
a brand or style name or by an adequate description. 
For instance, if a customer points to a specific ring, the 
jeweler should be able to show him a specific entry in 
the statement and certainly not a vague listing such as 
merely “ring, $75.” 

If the jeweler has a perpetual inventory, he can easily 
tule off a column and label it “Ceiling Price,” writing 
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Other Identification Maximum Price 





Portable AC-DC and battery, | $27.75 
airplane luggage type | 
Console, 12 tube 65.00 


Floral design, maroon border: | 
| 


53 piece dinner set 30.00 

92 piece dinner set 47.50 
Wicker shape 

53 piece dinner set 52.25 

92 piece dinner set 98.75 

23 piece tea set 24.75 


Though this statement of *base period prices dies not 
have to be ready until July 1, retailers have been re- 
quired since May 18 to show the basis by which they 
arrived at the maximum price of any article in their 
stores. Thus, if they have not already done so, they 
should begin at once to prepare their statement of base- 
period prices. : 

Most retailers will have retail price lists reflecting 
prices charged or quoted during March, sales books or 
charge books in which individual sales are recorded, 
code lists indicating retail prices charged, and duplicate 
sales slips, customer invoices or bills, and charge slips 
—all of these, together with other records relating to 
prices charged for goods delivered or offered for de- 
livery during March, must be preserved for inspection 
by OPA and will help in the establishment of ceiling 
prices and in the preparation of the “base period price 
list.” 

If a retailer does not have complete records of prices 
charged in March for all items, he must make the best 
use he can of what records he has, plus any additional 
information. Customers, for instance, may recall the 
correct prices they paid. In no case, can a current 
price be used as the correct base-period price if the 
retailer has the slightest reason to believe that the 
price was raised after March. 

Every retailer must continue to keep records regard- 
ing prices charged for all goods offered for sale after 
May 18 and must show how he determined maximum 
prices for all goods not identical to merchandise offered 
during March and described in the “base period price 
list.” The listing of maximum prices for goods newly 
offered for sale after March may be shown in the same 
“maximum price list” used for base-period prices, but 
if this is done care must be taken to separate the base- 

(Please turn to page 82) 
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Ann Sheridan 


Irene Dunne 


Hollywood Directors 
Demand Keal Gems 


eameras invariably reveal imitation gems, 
so stars are told to buy or borrow 


precious jewelry for their leading roles 


by HARRY R. TERHUNE 








WAY with junk jewelry! “Realism” is sweeping 
Hollywood. Directors admit their cameras have 
been revealing too much glass fakery—but that’s all in 
| the past, for now this is the order that goes out to every 
star: “Wear real diamonds. Real colored gemstones.” 

We turn our lens on these pages to a few hundred 
thousand dollars’ worth of real jewels that will be seen 
by millions of movie-goers. Some of these gems are the 
stars’ personal property, others were borrowed through 
the good offices of Margaret Ettinger. 

For instance, Ann Sheridan, pictured on the opposite 
page, wears a waterfall clip of diamonds and sapphires 
set in gold and a heavy diamond and gold bracelet. 

A canary diamond leaf-clip accented the charm of 
Irene Dunne, pictured below on the opposite page, in her 
recent movie, “Unfinished Business.” 

Joan Bennett, shown upper right, starring in the cur- 
rent “The Wife Takes a Flyer,’ wore four clips in a 
most unconventional manner, all on the same side of the 
V neckline of her dinner gown. A gold beetle clip is 
studded with diamonds, the gold hand with the seven 
diamond stars represents the seven virtues, and the up- 
permost clip is a mermaid fashioned of coral and 
mother-of-pearl. The large heart is decorated with “I 
love you” in diamonds and with 11 jeweled charms that 
once hung on a charm bracelet. 

Exotic Lupe Velez, pictured immediately at the right, 
wears the $15,000 sunburst pin of diamonds and rubies, 





Jane Wyman 



























Joan Bennett 
























Lupe Velez 


the $6,000 square-cut diamond ring and the exquisite 
bracelets and ear clips she displayed in her latest suc- 
cess, “Mexican Spitfire and the Ghost.” 

Featured in “The Body Disappears,’ Jane Wyman, 
shown at the lower left of this page, used a bracelet 
and clip ensemble of amethysts, diamonds and yellow 
gold. ' 

These random Hollywood photographs, some of them 
specially posed for THe Jeweiers’ Circutar-Keystone, 
illustrate the movie capital’s swing toward real jewelry. 
Jewelers can obtain these and other photos for window 
and counter use through arrangements with a local movie 
exhibitor. 
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This Baton Rouge store now seeks industrial workers’ patronage 


War Searcities 
Spur the Selling 
Of -New” Lines 


Te replace staple line shortages. 
Rider Jewelry Co. redoubles activity 
with china, glass. leather goods. 


and selection of religious medals 


by ROBERT LATIMER 


FACT that is becoming increasingly evident to 

those jewelers who recognize that the war is sub- 
stantially altering their former market, is that it will 
be necessary to alter a few prejudices against certain 
lines of merchandise, according to S. G. Goldberg, presi- 
dent of Rider Jewelry Co., Baton Rouge, La. 

Stores which in the past have refused to handle gift- 
wares and other allied lines, for example, are now find- 
ing that their sale helps to compensate for shortages in 
former staple lines, and along with changes in merchan- 
dise lines, are discovering that they must sell to an en- 
tirely new bracket of customers—the low-income worker 
of the past, who today holds more purchasing power 
than higher-income patrons of two years ago. 

The Rider Jewelry Co., which has in eight years built 
to big-city size in the relatively small Louisiana capital, 
is typical of “class stores” which have dropped many 
austere pretensions for the length of the war, and sub- 
stituted merchandise which Mr. Goldberg formerly 
thought had no place in the store. Prior to 1942, the 
store had shown a 10 per cent increase in volume year 
after year. Now, with shortages in watches, plated sil- 
ver flatware, cigarette lighters, and various staple metal 
items, the store has frankly gone into promotion of sub- 
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stitutes which have become unexpectedly profitable. 

First thing Mr. Goldberg has done is to boost the im- 
portance of his large china and glasswares department. 
The increase in sales of these goods which has been 
brought about by the multiplication of weddings in this 
area has been so tremendous, and kept the store so busy 
that the percentage of gain has not been figured. Im- 
ported chinas are still coming in without interruption, 
and the merchandise is in good condition. A fact which 
has surprised the store considerably is that the deliveries 
of English ware are keeping up better than domestically- 
manufactured fine china, and since the large part of the 
china and glassware patronage is built on open-stock 
dinner sets of imported types, this has been a real asset. 

Small leather goods have developed as a most profit- 
able sideline. Formerly, Rider Jewelry Co. carried bill- 
folds only, but now has gone into complete leather goods, 
including kits for soldiers, and unfitted cases from 
$17.50 to $35. Both the military-gift field and the in- 
creased travel on the part of business men creates a 
wide open market for these, he says, and therefore win- 
dows, newspapers, and a radio program have been de- 
voted to the leathergoods department. In the past, this 
merchandise was an auxiliary item; now it is one of the 
biggest sidelines on the books. “Small leathergoods 
reach a broader market than we can touch with straight 
jewelry lines,” Mr. Goldberg said, “and we have found 
also that it can increase sterling, china and glass turn- 
over.” 

Since January Rider’s has consistently carried a 
$2,000 stock in leathergoods, selling with an average 
gross margin of 40 to 50 per cent. Unfitted cases around 
$27.50 have been the biggest seller. Fitted cases at 
$12.50 to $50, with a $22.50 number the most popular 
model, come next. 
$3.50 to $12.50, containing nail files, scissors, and acces- 
sories. All three of these items were stocked initially to 


Close behind are manicure sets at 


China and glass rate center stage" in the show windows 
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sell as gifts for draftees going into the army, but. ac- 
cording to Mr. Goldberg, they sell as well to civilians 
for their own use. Turnover has been rapid, and sales 
come easily with the display in the windows and in the 
store, backed up with advertising. Mr. Goldberg has 
instructed all store salespeople to push the leathergoods 
to older customers, those likely to have a son in service, 
whenever the latter come into the store. Radio “spot 
advertising” incorporated in the store’s time announce- 
ments every day always mention the leathergoods stock, 
and have brought it into real prominence within a few 
months. 

Next most important sideline, according to Mr. Gold- 
berg, has been religious medals, scapulars, and St. Chris- 
topher medals for service men. At from $1 to $5, the 
store has sold a tremendous volume of these to Catholic 
families who have sons or relatives going into the service, 
and this sale is usually accompanied by one of small 
leathergoods. Scapulars are displayed almost every- 
where in the store, in the windows, on top the main dis- 
play cases, and even in the china department. 

Two front tables just inside the store display a small 
amount of costume jewelry and patriotic novelties, in- 
creasingly of silver or with a silver base. Mr. Goldberg 
warns that it is a mistake for the jeweler to seem to 
“merchandise patriotism” by attempting to capitalize too 
heavily upon flag-waving costume jewelry which irri- 
tates many people. So only a few of the items on his 
display table are of a “patriotic” nature, and they are 
carefully selected to avoid offending good taste. Items 
indicating a relative or sweetheart in the armed services 
are, of course. acceptable. Other costume jewelry in- 
cludes decorative clips, brooches, lockets, bracelets, 
rings, etc., ranging in price from $1 to $10, and all dis- 
played immediately inside the front door. Like other 
Goldberg formerly believed 


jewelers, Mr. costume 


(Please turn to page 74) 
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A breezy blue-and-white setting for summer jewelry 





Il Ways to ‘Cool Off? Your Windows 


Using the ideas on these pages will transiorm your displays 


into welcome oases of coolness during the torrid days; 


hot weather ealls for extra pull to get people into the store 


by VIRGINIA DIXON 


OT today? 

What would look good to you as you hustled 
home from a dusty shopping trip or hurried back to the 
store after lunch? 

Let’s take a walk out front and look at your window. 
I know the sidewalk’s steaming and the sun is beating 
down quite without mercy, but now’s the time to see 
what your windows offer in the way of refreshing ideas 
to the warm and weary people who take, on the average, 
only six or seven seconds to pass your window. 

Does your window offer an inviting oasis in the 
sweltering canon of your street . . . a spot that it is a 
pleasure to gaze upon on a hot day . . . a suggestion for 
transferring this atmosphere to one’s own life? 

We offer here some few suggestions for creating such 
displays in the warm summer days to come. 

—Use cool colors—greens and blues—for your back- 
grounds with incidental spots of bright reds and vellows. 
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—Cover your plate glass for a week with green cello- 
phane. 

—Make giant “ice cubes” out of transparent cello- 
phane boxes, or fill ice buckets with ice cubes made of 
cellophane crumpled over chicken wire. 

—Suggest on window cards cooling summer menus 
and show their serving dishes—relish dishes, pitchers, 
salad bowls, fruit bowls filled with real or artificial fruit, 


ete. 


—Avoid crowded groupings of merchandise. Some 
bare areas as “breathing space” make a window look 
cooler. 

—-If you show glasses or pitchers in a window, “frost” 
them with a sponge soaked in a strong epsom salt solu- 
tion. 

—Mirror plaques on floor or background give an illu- 
sion of coolness and space. 

—Appearances count more than ever at this time of 
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year. Good housekeeping is vital. Dust smudges that 
might go unnoticed in fall or winter become offensive in 
the heat of summer. 

—Feature frequently such seasonal items as the water- 
proof watch. 

—Work out for yourself a program for the season. 
List all possible tie-ups between your merchandise and 
the summer activities of the people who will be passing 
your windows. Give all your merchandise a “break” in 
this program and plan a series of displays that will make 
your windows noticed. Plan to change them frequently. 
' —-In this war year, the stress will be on different 
themes than usual. Vacations and visiting will be cur- 
tailed, especially in the east. It will be more of an “at 
home” summer than ever before, so emphasize the items 
that make home pleasanter and more comfortable. 

Above all, don’t let down on your display efforts dur- 
ing the summer months. Remember it takes a little extra 
“push” to get things done yourself these days and by the 
same token, it takes an extra promotional “push” to get 
customers in your store. You must make the invitation 
into your store strong enough to overcome summer in- 
dolence. 

Large cut-outs of simple but striking outline supply 
the decorative interest in the accompanying jewelry dis- 
play suggestion. The sailor is cut from heavy dark blue 


board. The ship’s wheel can be blue or white. A very 
large sail-shaped card carries the window copy—‘Steer- 
ing for Style with Smart Jewelry Accents.” Flat discs 
in blue and white display jewelry pieces on the floor of 
the window. Other pieces are hung or clipped on the 
ship’s wheel cutout. 

A giant thermometer occupies the center of the back- 
ground in the display of beverage goods in the second 
sketch. The thermometer is, of course, painted on a 
large cut-out. Green paper cut to simulate palm leaves 
is attached to the sides of the background. The floor of 
the window should also be green. Ribbons extend from 
the thermometer to groups of merchandise in the win- 
dow. Copy appears on a “cloud” cut out on the back- 
ground—“Keep the Temperature Down!—Service for 
Summer Coolers.” 

Silver flatware is featured in the third display sketch. 
Colored paper fans are attached to the background with 
one larger fan carrying the copy—‘‘Count your Spoons 
for Summer Entertaining. You'll need a complete spoon 
service to serve with ease.” Other fans on the floor of 
the window are used as backgrounds for groupings of 
various types of spoons—tea spoons, iced tea spoons, 
bouillon spoons, dessert spoons, etc. A rope of artificial 
flowers carries out the summer atmosphere and adds a 
softening touch. 





Right — Beverage 
goods "to keep the 
temperature down" 
can be displayed 
effectively in this 
unusual and easy-to- 
make arrangement. 









FOR JUNE, 1942 








Left—Colored paper 
fans attached to the 
background accent 
this flatware show- 
ing. Spoon patterns 
are grouped upon 
fans on the floor. 

















Regulation W Controls Selling 


New Federal Reserve regulations. covering open-charge and instalment 
credit sales. weleomed by most ~‘cash”’ and “eredit”’ jewelers: 


June billings inform charge customers of July 10 payment deadline 


ee ASY credit” is gone for the duration—and, the 
majority of jewelers hope, gone for good! 

Even the great bulk of out-and-out instalment credit 
jewelers consider the provisions of Regulation W, as 
revised and enlarged by the Federal Reserve Board on 
May 6, generally desirable both now during the prose- 
cution of the War and likewise in the future, after 
victory. 

Here are sample comments derived from a survey con- 
ducted last month by Tue Jewerers’ Circutar-Key- 
STONE among representative, better-rated credit jewelry 
stores: 

“The jewelry business was approaching the ‘run- 
away’ phase, due to the keen advertising competition of 
some of the large credit jewelry operators. With these 
restrictions will come a return to a more stabilized and 
ethical conduct of the entire jewelry business, with a 
great deal of the cut-throat competition eliminated.”— 
Ralph R. Siegel, of Siegel’s, Pittsburgh. 

“Regulation W will strengthen the economic structure 
of the manufacturer, wholesaler, jobber, retailer and 
consumer and will prevent unnecessary bankruptcy. We 
hope it will be permanent. The instalment period 
should be reduced to six months maximum and no add-on 
sales permitted to instalment accounts that are 30 days 
in arrears.”—Fred H. Gottfrucht, Lord’s Jewelers, 
Detroit. 

“Think Regulation W is the best thing that could hap- 
pen, because credit regulations were too lenient when 
stores advertised no payments for 60 days, with no 
down payment and then a year to pay at terms as low 
as 50 cents a week.’”—Elmer Jansen, of C. Jansen, 
Davenport, Ia. 

“The new set-up eliminates a lot of poor credit risks 
and restores the dignity of the jeweler.”—L. LeRoy 
Silverstein, LeRoy Jewelry Co., Charleston, S. C. 

These attitudes and the phrase “we welcome this op- 
portunity to sell merchandise and service, instead of 
terms,” which occurred in a number of replies, suggests 
that competition had forced a large proportion of in- 
stalment credit jewelers into a ruinous fight to sell 
watches and diamonds to any Tom, Dick or Harry for 
nothing down and umteen weeks to pay. 

Now firms that have been issuing liberal credit will 
have to adopt a policy of “Is a person able and willing 
to pay?” instead of “Has he a job and can I catch him 
and make him pay?” The alternatives will be two: Con- 
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You Need Your Own Copy of Regulation W 


Every jeweler needs a copy’ of Regulation W as revised 
effective May 6, 1942. It's the chart by which all open 
charge or instalment credit selling must be guided from now 
on. If you haven't one, write for your copy from either the 
nearest branch of the Federal Reserve Bank or The Jewelers’ 
Circular-Keystone, 100 E. 42nd St., New York. Read and 
reread the regulation: it will answer most of your questions. 
If you still need help with an answer send it to us, we'll an- 
swer it if we can, and if we can't we'll submit it to the Fed- 
eral Reserve Bank for official ruling. 





duct a conservative business, within the law and within 
the spirit of the law, or close up. 

Since Regulation W tightens the extension of open- 
charge as well as instalment sale credit and applies to 
so-called cash stores as well as instalment stores, retail 
jewelers will henceforth have the cash to pay bills 
promptly. Thus the credit structure of the whole in- 
dustry will stiffen. 

The gulf that used to differentiate so-called ‘“‘cash” 
stores from “credit” stores has already partly disap- 
peared, and will be further lessened by Regulation W. 
Between 50 and 60 per cent of the old-line “cash” 
jewelry merchants have developed budget, divided pay- 
ment and credit plans, and under Regulation W all 
stores whose customers become in arrears in charge ac- 
counts will be issuing instalment contracts after July 
10 to “cure” the delinquent accounts. Thus introduced 
by the Government for the first time to instalment 
operations, many “cash” stores which till now have sold 
only for cash or on open-account intend to offer instal- 
ment credit facilities. 

Tending, from the other side, to eliminate differences 
in selling methods is the effort since May 6 by erstwhile 
purely instalment credit jewelers for “cash” and “open 
charge” business. “Three ways to pay” was immediately 
advertised by instalment credit jewelers in dozens of 
different cities; combining the best features of several 
different advertisements, J.C.-K. suggests this wording, 
which fully complies with Regulation W: 

“Three ways to pay: (1) Pay cash; (2) Open a 30 
to 70-day charge account with no down-payment; (3) 
Pay 1/3 down and as little as $1.25 a week.” 

As revised May 7, 1942, Regulation W makes effec- 

(Please turn to page 67) 
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RUNS 
ON 
AIR 


The Perpetual Motion Clock 


ATMOS, the Perpetual Motion Clock, is one of the 
wonders of this scientific age. It is the practical and 
commercial realization of the watchmaker’s dream of 
all time ... a perpetual motion clock! Without wind- 
ing either by hand or eleciricity, the Atmos Clock 
runs indefinitely. 


Power for the Atmos Clock comes from variations 
in air temperature. A change of 1 degree gives hours 
of driving energy to the motor. The Atmos move- 
ment, with its balance wheel that oscillates once a 
minute, requires vastly less power than the conven- 
tional clock, and needs no oiling, ever. The Atmos 
not only runs without human intervention but keeps 


time with remarkable accuracy. Atmos is a product 
of the famous LeCoultre factory and is a masterpiece 
of precision workmanship. 


The Atmos Clock attracts continuous attention in 
the jeweler’s window and shop. It is both a scien- 
tific curiosity and fine, useful timepiece. It pays its 
way as a display item alone, but hundreds have 
been sold to consumers. A limited number of Atmos 
Clocks are now available for immediate delivery. 
If you are interested, place your order today. It 
retails at $192.50 each, Federal tax included. (Price 
$200. subject to Keystone discount.) 


VACHERON & CONSTANTIN AND ALLIED WATCHES INC, 580 Fifth Avenue, New York 
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WO things—growing mass purchasing power and 

the virtual elimination of base metals from the 
jewelry picture—combine to make this an era of fine 
jewelry. 

One idea that it would seem profitable for all con- 
cerned to carry over into the fine jewelry field from the 
mass market is “ensemble selling.’”’ What woman today 
wears a karat gold brooch, for instance, with earrings 
to match—earrings that were actually made to sell with 
the brooch? 

These suggestions, created by Sol Kaufman, of Kaye- 
Jordan Co., jewelry style coordinators of New York and 
Providence, sound the call for “made-for-each-other” 
brooches and earrings. Of course, necklaces, bracelets 
and finger rings could likewise form parts of such a 
precious ensemble. 

In these matching sets, the popular yellow gold still 
predominates, trimmed chiefly with calibre rubies and 
accented with diamond melee. Continued also is the 
basic style that suggests a flowing ribbon of gold, grace- 
fully tied and intertwined. 
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Is Diamond Pure Carbon? 


‘Diamonds burned at the extreme heat of 6500 degrees reveal the presence 


of 13 minor elements; sensitive spectrographic methods identify them: 


certain of these elements may influence diamends’ color and fluorescence 


by FRANK @. CHESLEY 
Massachusetts Institute of Technology 
N the year 1815 Sir Humphry Davy, with the aid 
of the great burning-glass in the Accademia del 
Cimento, Florence, Italy, effected the combustion of 
diamond in oxygen. He decided that “beyond contain- 
ing a little hydrogen, it consisted of pure carbon.” 

The popular notion that diamond consists of pure car- 
bon, or rather only of carbon, has persisted since these 
early experiments. From a chemical standpoint, diamond 
is considered to be composed solely of carbon. 

However, with the sensitive methods of analysis now 
used, it is found that as many as 13 minor elements are 
detectable in diamond, probably ranging from very 
small traces up to as much as one-tenth of 1 per cent. 
These minor elements are not present as inclusions, but 
are in some way distributed throughout the crystal 
structure, either reposing interstitially or replacing car- 
bon atoms. 

It is surprising that so little analytical work has been 
done on as important a substance as diamond. Previous 
work has been scant and incomprehensive in scope. This 
lack of information is partially due to the high expense 
of obtaining good specimens for research purposes, 
especially when they are to be destroyed to secure cer- 


Photograph of model showing the crystal structure of dia- 
mond. Each ball represents a carbon atom. (Magnification 
about 5,000,000.) 


tain data. Chemical analysis of diamond is impractical 
because of the large quantity of sample required for a 
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single analysis. If the sample were a single crystal, 
this method would result in the complete destruction 
of a fine specimen and of a sizable financial investment. 
Naturally, therefore, there is great reluctance to de- 
stroy diamonds in order to obtain information. 

Absorption .spectrophotometry work, a non-destructive 
method of analysis, has been applied to diamond but is 
not suited to obtain information concerning minor ele- 
ment content. Within the last few years some English 
scientists have used this method along with other physi- 
cal tests to distinguish between two types of diamond. 
The difference between the two types is of purely tech- 
nical interest and is partially explained by various 
vibration modes of the carbon atoms in the crystal struc- 
ture. The objectives of this research were to correlate 
the information found by emission spectrophotometry 
with these two types, with geographic location, form, 
color, X-ray pattern and fluorescence. 


33 DIAMONDS VAPORIZED IN TEST 


A lot of 188 diamonds was obtained from J. K. Smit 
& Sons, New York, who vouched for the validity of 
their geographic origin from 15 famous diamond-bearing 
localities in Africa and South America. For this investi- 
gation 33 diamonds were chosen from the lot, each of 
which averaged 50 milligrams (14 carat) in weight. 
These selected samples are considered to be quite a 
representative group as they range from colored to color- 
less and from those perfect in form to those quite im- 
perfect. 

To establish the presence or absence of minor ele- 
ments, the emission spectra of these samples were re- 
corded. A spectrograph is used to determine which kind 
of atoms are present in a given sample of material. An 
electric arc is struck between two pieces of graphite rod, 
the lower one of which is hollowed out to hold the pow- 
dered sample. Blank tests conducted before the experi- 
ment show the rod to be entirely free from contamina- 
tion. The sample is subjected to such extreme heat 
(about 6500° F.) and electronic bombardment in the 
electric arc that it vaporizes and literally boils away. 
The diamond in this case is converted to carbon dioxide 
gas and passes up the flue. 

Such an excitation causes each kind of atom in the 
sample to emit its characteristic light. This light is 
collected by a lens and focused onto a very narrow 
slit. From here it passes to the diffraction grating, 4 
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from your diamond advertising 


@ Tell your own prospects in local newspapers about your engagement diamonds. War romances 


provide your best diamond market and these advertisements use well the basic truism that emotions 


make sales. Nine complete advertisements ready to run —hard-selling retail copy set off in an 


aura of romance and preciousness befitting the diamond — in a variety of sizes from 8 inches 


to 30 inches. Specific rings may be displayed and priced in space provided. The complete set, $5. 


NEW WINDOW DISPLAY—“The Betrothal 
Tree,” beautifully sculptured, in full col- 
ors, fabric accents. No gadgets. No extra 
lights required. Displays your engage- 
ment rings in the velvet-flocked tree top 
(where slots are provided) and on the 
base. Size 15 inches high, 18 inches wide, 
12 inches deep. Completely ready to use, 
f.o.b. New York, $15. 





© De Beers Consolidated Mines, Ltd. For promotion material, The Reuben H. Donnelley Corp., 305 E. 45th Street, New York 





RADIO ANNOUNCEMENTS— Make your 
store headquarters for engagement 
rings via radio’s persuasive technique. 
These ten 1-minute announcements are 
prepared by an outstanding radio 
agency; allow time at the end for your 
store signature; give you expert talent, 
music and writing at far below cost. 
$10, prepaid. 
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mirror upon which has been ruled about 180,000 sharp 
parallel grooves. These narrow grooves are evenly 
spaced about 30,000 to the inch. Here the light is sep- 
arated into its constituent wavelengths and focused onto 
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Diagram showing light path from electric arc to photographic 
plate. Focusing conditions are fulfilled when grating, slit 
and plate all lie on the same circle. 


the photographic plate. The lines which appear on the 
photographic plate, then, are images of the slit in light 
of a single wavelength. 


METALLIC ELEMENTS PHOTOGRAPHED 


By accurately measuring the positions of these lines 
and comparing them with standard spectra, it is possi- 
ble to positively identify the elements in the sample. 
Usually two carefully measured lines will indicate the 
presence of the atom which emitted them. The great 
power of this method of analysis lies in the fact that all 
the metallic elements in a single sample are registered 
simultaneously upon one photographic plate. By mov- 
ing the plate up to new positions it is possible to record 
the spectra of one sample after another. 

Each of the 33 diamonds was in turn put through 
this procedure. In order to obtain the emission spectra 
of diamond, it is necessary that it be in the powdered 
form. Only a fraction of each stone (about 7 mg. of 
powder) was necessary for the spectrum analysis. Con- 
sequently every diamond was photographed for record 
purposes and then cleaved in half. One half of each 
stone was powdered for spectroscopic examination be- 
cause a single fragment would not stay in the arc long 
enough for satisfactory excitation. The powdering proc- 
ess consisted in shattering each stone by percussion in 
a specially designed mortar. Although diamond is the 
hardest known substance, a sharp blow causes it to 
break into many small pieces due to its extreme brittle- 
ness. The powder was subjected to a thorough cleaning 
treatment in strong acids before it was burned in the 
electric arc of the spectrograph. 

With only one sample of each diamond available, it 
was not possible to determine the absolute quantities 
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of the minor elements present. But it is possible by 
studying the relative line blackenings to make a visual — 
estimation of the relative quantity present. 


THREE LESSER ELEMENTS IN ALL DIAMONDS TESTED 


Thirteen elements were identified by their emission — 
spectra. They are, in their relative order of abundance, 
aluminum, silicon, calcium, magnesium, copper, barium, — 
iron, strontium, sodium, silver, titanium, chromium, and 
lead. It was found that the elements aluminum, silicon, 
and calcium constitute a persistent group which appears — 
in each of the 33 specimens. Magnesium might well be 
included in this group as it was detected in all but two — 
of the diamonds. These common rock-forming elements ~ 
are abundant in nature and are also sensitive to detec- — 
tion by the spectrograph. Aluminum and silicon appear 7 


——Si 3905.52 
_7—Ca 3933.67 
~ \—Ca 3968.47 

Fe 4045.82 
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A portion of one of the spectrographic plates showing how 
the elements—silicon, aluminum, calcium and iron—made 
their appearance in half of the samples. 


to act as a pair of elements which exhibit “sympathetic 
variation” in each diamond, that is, when the content 
of aluminum is large, then the content of silicon tends to 
be large, and when aluminum is small, silicon tends to 
be small. 

In some cases an association can be drawn relating 
the minor element content and geographical location. 
Definite parallelisms existed between pairs of diamonds 
from the same locality. In some cases, however, they 
differed widely. The reason for striking differences may 
be that they came from different mines or diggings in 
that particular locality. 


IRON AND TITANIUM CAUSE COLOR 
The only correlation which could be observed between 
color and minor element content concerns the two ele- 
ments iron and titanium. Examination reveals a ten- 
dency for the diamond to be colored when these elements 
appear individually or simultaneously. However, the 
(Please turn to page 73) 
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SINE CERA 


In ancient days inexpert sculptors, whose work was marred 
by accidental nicks, often filled in the imperfections with wax 
and marble dust. Honest artists, to distinguish their work from 
that of these unscrupulous craftsmen, labeled their statues 
“Sine Cera” (literally “without wax ) from which our word 
“Sincerity” was derived. “J Just as Sine Cera became a symbol 
of honest, reliable sculpture to the ancient Romans, the name 


Arnstein Bros. & Co. has come to mean honestly represented, 


dependable diamonds to the modern jeweler. ® 
ee Bros. & Ca. 


608 Fifth Avenue, New York 
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half-quarter repeater. A watch that 
strikes the hours, and periods of 
seven and one-half minutes each, 
between hours. 

half-round file. A file whose cross- 
section has one flat and one convex 
face, gradually larger from point 
to tang. . 


half shell. The portion of a cylinder , 


in cylinder escapement that forms 
the lips which act as pallets. See 
CYLINDER ESCAPEMENT. 

half-timing. Running a lever escape- 
ment watch without the hairspring 
in place. Reversal of balance mo- 
tion is effected by rebound of the 
roller jewel from outside the fork- 
horn; the long are of balance mo- 
tion required to do this is taken 
as indication of good adjustment of 
escapement. 

hall clock. A clock with seconds’ pen- 
dulum, its case about seven feet 
high or more, designed to stand on 
floor; a long-case clock. 

hall mark. A mark, or set of marks, 
used in Britain since about 1300 to 
indicate the fineness and the maker 
of gold and silver articles. The 
Goldsmiths Company of London 
and the Guardians of the Standard 
of Wrought Plate of Birmingham 
and other guilds are empowered to 
test and stamp gold and silver 
wares with four or more marks, 
including a quality mark, a town 
mark, a date letter (changed each 
year), and a maker’s mark. The 
date mark affords a means of as- 
certaining the age of a piece of 
work. Hall marks are not used in 
the United States, where manufac- 
turers, subject to laws and Com- 
mercial Standards, are permitted 
to stamp precious metal wares 
with quality marks and_ trade 
marks; American manufacturers 
do not use a date mark. Some 
European nations use hall marks 
for metal quality, but not date 
marks as in Britain. 

halves facets. The 32 small triangu- 
lar facets of a brilliant 


cut stone. Sixteen are “ 
in the crown between 
the bezel and the top 
corner or quoin facets, 


and the girdle. In the 
pavilion, are 16 in cor- 
responding positions, 
between the pavilion 
and bottom corner or quoin facets, 
and the girdle. They are variously 


Halves Facets 
shown black 


ack, 
indicated by 
arrows) 


known as cross, or skew, and skill 
facets, or top and bottom break 
facets. 

Haliotis pearls. See ABALONE PEARL. 

hambergite. A rare beryllium borate 
found in colorless gemmy crystals 
in Madagascar. It is interesting 
only to collectors of rare gems, but 
has a very strong birefringence, 
which is exceeded among the gems 
only by sphene and cassiterite. The 
refractive index ranges from 1.553 
to 1.631, but the dispersion is low 
and a cut gem resembles rock crys- 
tal. 

ham bone holder. These were made 
in both silver and fusion metal for 
holding the bone of a ham when 
carving. The “grip” on the ham- 
bone was secured by a screw with 
a flat end. 

Hamilton metal. A brass alloy made 
of equal parts of copper and zinc, 
long used as an imitation of gold. 

hammer crank. Lever on _ arbor 
through which power is_ trans- 
mitted from striking train of a 
clock to raise hammer from bell or 
gong. 

hammered. A form of metallic dec- 
oration obtained by repeated taps 
on the surface with a small ham- 
mer. 

hammer-hardening. Horology. Opera- 


tion for making brass springs, in | 


clock work, stiffer and more re- 
silient, by hammering on anvil to 
condense the grain of the metal. 
Hammermen. Corporate name of early 
Seottish guilds of smiths, in which 
clockmakers were members; their 
records are a source of data on 
early clockmakers. See GUILDS. 


‘hammer-pallet. In a repeater watch 


mechanism, the tooth that raises 





A GLOSSARY OF TRADE TERMS 


This is the 19th installment of a 
comprehensive dictionary of trade 
and technical terms used in the 
jewelry industry. Succeeding sec- 
tions will be published every month 
in these pages. It will be useful to 
preserve a file of the numbers con- 
taining the various installments. 
Readers who may discover the 
omission of words and terms used 
in the jewelry and related indus- 
tries are invited to send them in. 
An addendum will be published to- 
assemble such omissions. 








the hammer by pressing on the 
hammer-tail. 

hammer pearls. Baroque-shaped like 
the head of a hammer. 

hanap. A large covered drinking cup, 
standing on a foot. German gold- 
smiths of the fifteenth and six- 
teenth centuries excelled in their 
manufacture. 

hand buff. A stick covered with emery 
paper, or felt or leather charged 
with abrasive powder, or a solid 
abrasive slip, for light grinding 
and polishing operations in jewelry 
work and horology. 

hand chased. See CHASING. 

hand drill. One of a class of drills 
used in jewelry work and horology, 
including a drill-point in a spindle 
driven by a bow, a torsion cord, 
gearing, or a helical thread on a 
spindle engaging a sliding nut for 
rotating the drill. 

hand-feed sliderest. A sliderest for a 
watchmakers’ lathe, to hold and 
operate a cutting tool, operated by 
a hand-crank instead of by a shaft 
geared to the lathe spindle. See 
SCREW-CUTTING SLIDEREST. 

handless watch. Watch with dial on 
which time is shown by numerals 
appearing in openings in the dial- 
plate; the numerals are on rotating 
discs under the dial. 

hand-made tweezers. A trade term 
meaning tweezers of fine steel and 
workmanship, especially sensitive 
and firm-gripping, used for hair- 
spring work instead of for ordinary 
handling of watch parts. It is char- 
acteristic of hand-made tweezers 
that they are not electroplated, but 
show the natural surface of the 

« hardened and tempered steel. 

hand-remover. Tools for taking hands 
off watches, of vari- 
ous forms but all 
working on the prin- 
ciple of a pair of 
wedges to exert 
force without dam- 
aging dials or hands. 

hand-rest. On a watch- 
maker’s lathe, an ad- 
justable rest to sup- 
port a cutting tool 
for hand - turning, 
distinguished from 
the sliderest with its mechanically 
operated cutting tool. See SLIDE- 
REST. 

hands. The pointers that turn around 
the dials of timepieces, indicating 


Hand 
Remover 
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EFFECTIVE IMMEDIATELY 
THE FIRM NAME WILLIAM ANSEN. INC. 


IS CHANGED TO 


Louis Aasenstein & Bros, Inc 


DISTRIBUTORS OF WATCHES AND DIAMONDS 


Rockefeller Center - 630 Fifth Avenue 
New York 
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ELGIN WATCHES (in allotted territories) 


MIDO MULTIFORT SUPER-AUTOMATIC 
WATERPROOF WATCHES 


EMPIRE WATCHES +» RALEIGH WATCHES 
HALLMARK WATCHES 
KEYSTONE WATCH CASES (base metal pocket watch cases) 
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A JEWELERS’ DICTIONARY 
(From page 60) 


hours, minutes and seconds. Early 
clocks and watches had only an 
hour hand; the concentric minute 


American Watch ~ 

Hands: Spade, 

Railroad, Moon, 
Louis XIV, 
Luminous 


eee Seal 
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hand was introduced shortly after 
1650; and the seconds hand about 
1700. 

hand-setter. An item of clock mate- 
rial; a split tube with a knob on 
one end, placed permanently on the 
time and alarm hand arbors of 
alarm clocks for setting the hands. 

hand spring. A spring on the minute 
hand arbor of English and Colonial 
American clocks, bearing against 
the under side of the minute wheel; 
overcoming its tension permits set- 
ting of the clock hand to time. 

hand tongs. Special form of pliers, 


with jaws with graduated holes, 
for holding watch hands while fil- 
ing or broaching holes larger. 

English term for dial 


hand-train. 
train. 

handwheel. On _ the 
watchmakers’ lathe, a wheel on the 
draw-in spindle for tightening 
chuck on work. 

hand wrought. A term used to indi- 
cate that an article often of silver, 
so stamped, is made and decorated 
from a flat sheet of metal entirely 
by hand tools without the aid of 
any machinery. 

hanging. English term, used for the 
“nendant-up” position in adjusting 
watches. 

hanging barrel. The type of main- 
spring barrel invented by J. A. 
Lepine, Paris, about 1760, still used 
in extremely thin Swiss watches, 
in which the arbor is supported at 
the upper end only, by a solid 
ratchet wheel embraced between 
plates on the barrel bridge. See 
LEPINE, JEAN ANTOINE. 

hard enameling. A class of enamel- 
work used decoratively on jewelry, 
watch cases, etc., and for numerals 
on timepiece dials, in work of the 
finer grades. Characteristic of hard 
enameling is that the work and the 
pulverized applied enamel must be 
brought to a high heat for flow and 
adherence. The enamel is a species 
of glass, usually colored; after it 
is melted on the work, the surface 
of the enamel is usually ground 
and polished. See ENAMELING. 

hard mass. An unusually hard glass 
used in imitation gems. Erroneous- 
ly applied to synthetic spinel. 

hardness. In reference to gems and 
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American-type 


minerals, this is defined as the re- 
sistance offered to abrasion or 
scratching. It is of great impor- 
tance in gems, for their durability 
depends in large measure upon 
their hardness. See MOH’S SCALE. 

hardness pencil. A pointed instrument 
containing one of the minerals of 
the Moh scale, used in testing for 
hardness by scratching. 

hardness scale. See MOH’S SCALE. 

hardness wheel. An instrument for 
testing hardness, 
like the pencils, but 
with the points set 
like spokes in a 
wheel, a form in 
which the hardness 
pencils are frequent- 
ly used by jewelers. 

hard platinum. Alloy a 
usually of pure plat- Wheel 
inum and 10 per 
cent iridium, used for jewelry, etc., 
as being more wear-resistant than 
soft pure platinum. Since World 
War II, 5 per cent ruthenium has 
been used as a hardening agent. 
Other hardeners have been sug- 
gested such as osmium. 

hard soldering. Classification of solder- 
ing operations in which parts to 
be joined must be heated red-hot 
to fuse hard metal used as solder, 
making a stronger union than with 
softer solders fused at lower heat. 
See SOFT-SOLDERING. 

hare and snail. On some early watches, 
instead of F and S (English), or 
A and R (French), a hare was en- 
graved on regulator scale for “fast” 
and a snail for “slow” so as to be 
understood regardless of language 
of user of a watch. 

harlequin opal. A precious opal in 
which the fire is in small, close-set 
angular mosaics of color. Also 
known as pin fire opal. See CAT’s 
EYE OPAL. 

harp handle. A type of handle used on 
presentation cups of Irish origin. 
The handle resembled a harp. 

Harrison, John. English horologist 
(1693-1776), inventor of the marine 
timepiece that in 1765 won a prize 
offered by Parliament for the first 
timepiece accurate enough for de- 
termining longitude in navigating 
ships; also inventor of gridiron 
compensating pendulum for clocks. 
See CHRONOMETER; COMPENSATION ; 
GRIDIRON PENDULUM. 

hatchet stone. Nephrite. See AXE 
STONE. 

hat pin. A long metal pin with an or- 
namental head, sometimes set with 
gems, for women’s use in fasten- 
ing a hat by passing the pin 
through the hair. 

hatiynite or hatyne (ha’win-ite). An 
isometric sodium aluminum silicate, 
containing some sulphur; lapis 
lazuli can be regarded as a variety 
of this mineral. Named for the 
Abbé René Just Haiiy, a famous 
French mineralogist of the later 


18th and early 19th Century. See 


LAPIS LAZULI. 


hawaiite. A pale green chrysolite or 
peridot found in . Hawaii. See 
CHRYSOLITE; PERIDOT. Its use is 
highly undesirable, for not only is 
it a word of no significance in this 
relation, but it also tends to be 
confused with a particular type of 
basalt which has been named 
hawaiite by petrographers. 

hawkbill. Heavy, curved-nose pliers 
used by silversmiths to hold work 


Hawkbill Pliers 


being beaten to form on_ bench 
block, ete.; also lighter pliers used 
in jewelry work. 

hawk-eye. A variety of quartz con- 
taining parallel bluish-green nee- 
dles of amphibole. When cabachon- 
cut, the gem exhibits chatoyancy, 
See TIGER EYE. 

haystack. An American name for a 
high-domed button pearl. 

header. Punches in a staking set, for 
making rivets on turned counter- 
sunk shoulders, or on end of fitted 
rivet blanks. 

headstock. On a watchmakers’ lathe, 
the attachment to the bed that con- 
tains the bearings for the spindle 
that carries the work. See TAIL- 
STOCK. 

heart-piece. The steel cam used in 
chronograph watches to cause the 
return of a center-seconds hand to 
zero, after a reading has _ been 
taken, to make ready for the next 
use of the “start-stop-and-flyback” 
mechanism. See CAM; CHRONO- 
GRAPH. 

heart-shaped brilliant. A variation of 
the brilliant related 
to the pendant-cut 
brilliant, with the 
round end flattened, 
and the girdle broad- 
ened until its length 
about equals its 
breadth. Cullinan 5 
was cut in this way. 

heat-and-cold adjustment. In watches, 
the exact distribution of weight 
around the balance rim, to effect 
compensation for changes in the 
timing rate that are caused in the 
hairspring by changes in atmos- 
pheric temperature. 

heated stone. A stone which has been 
artificially treated by heat to 
change its color. Amethyst be- 
comes yellow, some aquamarines 
bluer, some tourmalines lighter 
green, some zircons blue, and 
brown Brazilian topaz pink with 
this treatment. It is extensively 
practiced and, while not objection- 
able, the stones so treated and the 
nature of the change should be bet- 
ter understood. 

(To be continued next month) 
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Rhode Island Sehool 
Student Designs Win 
N.E.M.J.8.A. Awards 


Below—In the silversmithing division, first prize 
was awarded to James K. McDonald for the 
pitcher, right. First mention for the tray, cen- 
ter, went to Rosaline Braga. Second mention, 
for the spun bowl, was won by Frederick Gant- 
nier. 


First prize in the jewelry-making division at the 
Rhode Island School of Design was awarded to 
George Armstrong for the bracelet, ring and 
two clips, left. First mention went to Dorothy 
Nichols for the bracelet, right, the hub and die 
for which are shown. 


Left—The pendant, top, received first 
mention for Leona Arute in the jewelry 
designing division. Below, second men- 
tion, awarded to Ida Paoli. 


Top—An original design by Ida Paoli, 
second mention winner. Below, original 
clip designed by Leona Arute, winner 

First prize for jewelry designing wae first mention. 

awarded to Marjorie Tabor. Left, red 

gold and moonstone clip. Above, clip 

made of red and green gold set with 

moonstones, pearls and emerald. 
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War-Time Regulations for Jewelers 


. -- Revised and Corrected to May 31, 1942 


OR months, such a flood of orders, regulations, in- 

terpretations and amendments governing the opera- 
tions of American business has been flowing out of 
Washington that it is small wonder if many business 
men are puzzled and confused as to just what they may 
or may not do. Nor is it surprising, since the admin- 
istration of these orders is divided among so many Gov- 
ernment agencies, that there is a great deal of misunder- 
standing as to just what office or bureau is in charge of 
each, which in turn has led to further confusion. 

To clear up these misunderstandings and to give 
jewelers one clear and comprehensive picture of the 
various governmental regulations and restrictions which 
now govern their business, Tuz Jewe ters’ CrrcuLar- 
Keystone has made a complete compilation of all these 
orders which affect the retail jeweler, and presents here- 
with a digest of them with all amendments and revi- 
sions to May 81, 1942. 

While all this information has been published pre- 
viously, and can be found in the back numbers of this 
magazine, it has of course been scattered over many 
months, as the orders and revisions have been issued. 
Consequently, it is not in. convenient form for reference 
and therefore it is felt that this compilation in which 
the gist of all this material is brought together in one 
place for the first time will prove distinctly useful. 
This presentation by Tue Jewe ters’ Crrcutar-Key- 


stoNE is the only such, digest that has been issued by 
anyone anywhere. 

The regulations fall into four main classifications, each 
of which is under the supervision of a different agency. 

These classifications, with the office responsible for 
them are: 

1. Prohibitions and restrictions on materials and mer- 
chandise. These activities are under the jurisdiction of 
the War Production Board (WPB), headed by Donald 
Nelson. 

2. Price regulations and ceilings. These are decided 
and handled by the Office of Price Administration 
(OPA), the director of which is Leon Henderson. 

3. Regulation of credit selling. This responsibility 
has been delegated to the Federal Reserve System, whose 
chairman is Marriner Eccles. 

4. Taxes. Enacted by Congress and administered by 
the Internal Revenue Bureau of the U. S. Treasury 
Department. 

Each agency has its own separate field of activity, and 
which one to consult when occasion arises depends upon 
the particular matter being considered. Do not, for 
example, confuse the activities of WPB with price fixing, 
nor take up with OPA questions having to do with credit 
and instalment selling. 

Here are the essential points of the regulations cov- 
ering all four groups, as revised and amended to May 
31, 1942. 


|—Restrictions on Merchandise and Materials 


A.tuminum—No more of this metal is available for 
giftwares, novelties, jewelry, etc. The entire supply 
was restricted for war purposes on Jan. 26, 1942, with 
conservation order M-l-e. The Government announced 
plans on Feb. 23. to buy idle metal in the hands of 
fabricators. 

Curomium—No jewelry store merchandise can be 
made with chromium or chromium-plating. This metal 
was placed under complete allocation control on Feb. 4, 
1942, by an amendment to order M-18-a. 

Corrrr—aA long series of restrictions on the use of 
copper, brass and bronze imposed by order M-9-c and its 
various amendments culminated with an order on May 7 
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1942, prohibiting any use of these metals after June 15, 
1942, except for high-priority orders for Army, Navy 
and civilian needs. 

Besides listing several hundred products in which 
the use of these metals is now completely stopped, the 
May 7 order halted use of copper, brass or bronze after 
June 15, 1942 for any article or part, including repair 
parts, except to fill orders with high pricrity rating or 
unless its manufacturer has been able to obtain special 
permission under form PD 426. 

Watches and clocks—Their movements chiefly 
made out of brass—will thus not be produced for civil- 
ian use after June 15, except as WPB may grant in- 
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dividual applications for relief on a temporary basis 
while the watch and clock factories proceed with their 
complete conversion to production of such goods as 
chronometers, elapsed time indicators, fuses, etc. 

One clock manufacturer is said to be experimenting 
with a clock cased in waste materials and its move- 
ment made of fiber instead of metal. 

May 15 was the last day when jewelry manufacturers 
could make any brass-base jewelry, under supplemen- 
tary order M-9-e-2, dated April 4, 1942, which per- 
mitted until May 15 the manufacture of jewelry,.mesh 
bags, vanity cases, compacts, cigarette cases, lighters, 
jewelry findings, jewelry chains and rolled gold plate 
from “contaminated inventory,” defined as copper which 
was plated or alloyed with gold or silver prior to April 
1, 1942. This order did not prohibit the use of up to 
50 per cent copper for precious metal alloys. 

Except for such temporary relief, production of brass 
and brass-base jewelry ended March 31, 1942. So did 
most silver-plated hollowware and flatware because it 
used a nickel silver base (ordinarly 65 per cent copper, 
5 to 25 per cent nickel and 10 to 30 per cent zinc). 
Simultaneously halted were such articles as buckles, 
buttons, dress ornaments, handbag fittings, gifts and 
novelties using any copper, brass or bronze. 

Halted May 31 from the use of these metals was a 
jong additional list including badges, except military in- 
‘signia, clock and watch cases, fountain pens, manicure 
implements, mechanical pencils and electric razors. 

Diamonps—Order M-109 dated March 27, required 
all persons who on March 81 had title to ten carats or 
more of rough diamonds to report their holdings by 
April 80, 1942, to WPB. The order did not apply to 
cut or polished gem diamonds or to rough diamonds 
embodied in tools now in use. Sales, transfers and im- 
ports of rough diamonds must also be reported. ' 

EvectrroPLtatine EquirpmMent—WPB general limita- 
tion order L-110 on May 11, 1942, restricted the sale of 
electroplating and anodizing equipment to persons 
possessing preference ratings of A-1-j or higher. 

Inmrum—Essential for airplane contact points, ir- 
idium and its alloys were banned in jewelry manufac- 
ture by order M-49 effective Dec. 12, 1941. This metal 
had been used as a hardening agent with platinum (10 
per cent iridium and 90 per cent platinum). A substitute 
“hard platinum” now combines 5 per cent ruthenium 
with 95 per cent platinum for jewelry use. 

Jewrt Bearines—Jewel bearings and jewel bear- 
ing materials were placed under complete allocations 
by order M-50, dated March 1, 1942. Large ring jewel 
bearings or vee jewel bearings may not be used except 
on A-9 rating orders or better. This has the effect of 
prohibiting the manufacture of men’s pocket watches 
of certain sizes and types. 

Lrap—This metal, which is combined with tin to 
make “white metal” can no longer be used for jewelry, 
buttons, novelties, trophies and a long list of other 
civilian goods. Production of white metal costume 
jewelry was suspended in April, 1942. 

Nicxext—Order M-6-b, prohibiting the use of nickel 
after March 81, 1942, for jewelry, toilet articles, novel- 
ties and other articles, had the effect of banning the 
production of white gold for the duration. Jewelry 
manufacturers, however, have been granted individual 
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permission in a number of cases to use up gold alloys 
“contaminated” with nickel. Palladium gold, 19 parts 
gold and 5 parts palladium—nearly as white as plat- 
inum, easy to work, completely non-tarnishing—is now 
“substituting.” 

Nickel silver, a predominantly copper alloy, was 
denied to the jewelry and silverware industries by 
copper order M-9-c, 

Priastics—Bans on metals (except gold and silver) 
have caused widespread use of plastics in jewelry 
making. Most commonly used plastic is lumarith, a 
cellulose acetate thermoplastic, others being lucite 
and catalin. Use of plastics for jewelry is somewhat 
hampered by scarcity of raw materials and Government 
priorities. 

Ruopium—Needed for coating reflectors of anti-air- 
craft searchlights, the use of this platinum-family metal 
is not permitted in the jewelry industry. Order, M-95 
banned its use for plating after March 12, 1942, except 
for inventories in stock, and an amendment on April 17 
banned its use in the manufacture of jewelry, includ- 
ing silver deposit glassware. 

Sreet—General Conservation Order M-125, dated 
May 5, 1942, prohibited the use of iron or steel in the 
manufacture of 400 common civilian products. Limited 
production was permitted for 90 days but after that 
manufacture must stop, even for many items customa- 
rily used for the armed forces. Manufacturers who have 
been making items on the list out of iron or steel may 
not turn to any other metal except gold or silver to 
make the article. 

Included on the list are jewelry, jewelry cases, mani- 
cure implements, automatic pencils, identification, key 
and name tags, frames for bags, purses and pocket- 
books, cigarette lighters, clock cases except for record- 
ing and controlling industrial instruments, compacts, 
fountain pens and novelties. 

Trn—April 30 was the last day when any tin might 
be used in jewelry, under order M-43-a as amended 
March 17, 1942. The Bureau of Industry Operations 
expected to recover 1,000,000 to 1,500,000 pounds of 
tin from the jewelry industry, which combined tin with 
lead to make “white metal.” 


Specific Merchandise 


Exvecrrica, Appiiancss—Manufacture of virtually 
all electrical appliances is now stopped. Appliances 
using nichrome wire were stopped March 31, all others, 
under General Limitation Order L-65 and an amend- 
ment, stopped May 381. 

Lamps anp SHapes—Production of lamps is now lim- 
ited to 60 per cent of 1940 production, An amendment 
to Order L-33 permits the use of metal in inventory 
until June 9, after that date the use of metal is restricted. 
Length of cords is limited to 844 feet for floor lamps, 
7 feet for table models. After June 9 no silk may be 
used in lamp shades. Under an order issued May 15, 
shades may be repaired, retrimmed or relined if no new 
metal is used in the frame. 

Rapios anp Rapio PHonocrapHs—WPB Order 
L-44-a stopped production of civilian radios and radio 
phonographs as of April 22. Supplementary order 
permitted completion of sets begun prior to March 7. 
Rerricrrators—Mechanical refrigerators not part of 
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inventory prior to 10 A. M., Feb. 14, were frozen in 
March by WPB order L-5-b. An amendment permitted 
those wishing to withdraw from business to sell his 
frozen stock back to the manufacturer. Other sales 
may be made only on priority ratings of A-10 or higher. 

Typewriters—Stocks in the hands of both retailers 
and wholesalers were frozen March 5, and production 
for civilian use was halted on March 17 by conversion 
order L-54-a. Deliveries after April 20 were confined 
to buyers who were engaged 70 per cent or more in war 
work. Future output of manufacturers is entirely ear- 





marked for Army, Navy and other Government use. 
Vacuum Cieaners—Production ceased April 30. 


Merchants’ Inventories 


Inventory Limrration—The War Production Board 
on May 22, 1942, announced its intent to limit whole- 
sale and retail inventories to a “practical working min- 
imum.” The method by which this will be done is not 
yet known, since Donald Nelson has stated that the 
order would not be issued for several weeks and would 
not become operative until several months thereafter. 


ll—Price Ceilings 


The General Maximum Price Regulation was issued 
by OPA on April 28, 1942, and went into effect May 
18 on retail sales. Sales by manufacturers and whole- 
salers were made subject to the order a week earlier 
on May 11. 

The purpose of this regulation is to prevent an infla- 
tionary spiral of prices. The method which it uses to 
accomplish that aim is to freeze prices at the level which 
was in effect during March 1942. 

Under the provisions of this order, no seller will 
hereafter be permitted to charge a higher price for any 
article or service than the highest price which that 
same seller charged for the same or equivalent articles 
or services during the month of March 1942. A very 
few items are exempted for special reasons, such as 
the fact that lack of uniformity of the articles makes a 
uniform price ceiling impossible. Falling within this 
category are such things as precious stones, art objects 
and antiques. These are the only exempt items which 
the jeweler handles, the other exemptions being such 
things as agricultural products, securities, and sales of 
second-hand household or personal goods by the owner. 

Note that each store has its own set of price ceil- 
ings, according to what that particular store charged 
in March. Thus it is possible to have several different 
ceilings in different stores on the same identical article. 

Each store is required by July 1 to make up a written 
list of its ceiling prices on every article in the store, 
and to make it available on request to any customer— 
and of course to the Office of Price Administration. 

Except in the case of “cost of living commodities”, 
which the regulation lists, it is not necessary to file the 
price list with OPA unless and until it is called for, but 
it must be available at all times, must be shown to any 
customer on demand, and must be kept up to date. 

On “cost of living commodities” the list of ceiling 
prices must be publicly displayed at the place in the 
store where those goods are sold, and a copy of the 
list must be filed with OPA. Articles handled by the 
jeweler which are classed as “cost of living” items are 


electric appliances, including refrigerators, vacuum 
cleaners, and washing machines; radios and phono- 
graphs; floor lamps, and china and pottery tableware 
sets. 

All customary discounts, allowances, etc., must be 
continued but merchants are permitted to compensate 
for their narrowed margins by the elimination of non- 
essential free services, elaborate packaging and similar 
“frills”. However, the elimination of any feature that 
adds to the value of the goods can be made only if the 
selling price is reduced correspondingly. 

If, even with these expedients, a store still finds itself 
suffering severe hardship it may apply to OPA for 
relief which will be granted when necessary by “rolling 
back” the price which the retailer pays for goods to an 
earlier date than March 1942. Or if some individual 
retailer’s ceiling price is abnormally low because of 
special circumstances, he may be permitted to adjust 
his ceiling to a level consistent with that of comparable 
stores. 

Machinery is provided for determining the ceiling for 
new articles and new lines which a store did not handle 
during March 1942. 

Charges for services, such as watch and jewelry re- 
pairs, are frozen on the same basis of March prices, but 
the ceiling on service charges does not take effect 
till July 1, 1942. By then a list of the ceiling prices 
for each kind of repair job must be prepared and kept 
available for inspection by the customer on request, 


just as in the case of commodity prices. 


Every retailer and wholesaler is required to register 
on forms provided by OPA each establishment owned 
or operated and is granted a license for doing business. 
Severe penalties, including suspension of license, and 
suits for triple damages, are provided for by the reg- 
ulation in case of violations of the order. 

For further details, see pages 64-A and 64-B of 
Tue Jeweters’ Cirncutar-Keysrone for May and pages 
44 and 45 of this issue. 


lii—Credit Selling 


Regulation W of the Federal Reserve Board was 
originally issued on Aug. 21, 1941, taking effect Sept. 1. 
It has since been amended four times, each amendment 
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increasing the scope of the order or making its provi- 


sions more severe. 


As now in effect with Amendment 4, which was 
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issued May 6, 1942, it applies to practically everything 
customarily sold in jewelry stores, including jewelry, 
watches and clocks, silverware, electric appliances, op- 
tical goods (except eyeglasses and spectacles), lamps, 
radios, luggage, photographic equipment, musica] in- 
struments, sporting goods, china, glassware, pottery, 
and cutlery. . 

On all sales of any of these articles on the instalment 
plan where the purchase amounts to more than $6 
the transaction must comply with the following 
conditions : 

1. There must be a written or printed contract. 


2. The seller must collect a down payment of at 
least one-third of the net purchase price, after the 
trade-in allowance, if one is given. 

3. The balance must be paid in regular and equal 
instalments of not less than $1.25 a week or $5 a 
month. 

4. The credit terms must not run more than one 
year. If instalments of $5 a month are not sufficient 
to pay the account in full within 12 months, the 


amount of the monthly or weekly payments must be 

increased accordingly. 

Sales on open charge accounts must be paid in ful] — 
by the 10th of the second month following the one in 
which the purchase was made. If payment is not made 
by that time the merchant is not permitted to make any 
further sales on credit to that customer until the 
account is either paid or transferred to an instalment 
account which complies with the requirements stated 
above except that it requires no down payment and must 
not run for more than six months. 

Every merchant who makes any instalment sales must 
apply for and obtain a license from the nearest Federal 
Reserve Bank or branch. Storekeepers whose only 
credit sales are on 80-day open account need not do this 
as they are automatically covered by the general license, 

Evasive devices to escape the requirements of the reg- 
ulation are strictly prohibited, and severe penalties in- 
cluding suspension of the merchant’s license are pro- 
vided for violations. 

For further details see article starting on page 52 
of this issue. 


1V—Taxes 


The jewelry excise tax, which imposed a levy of 
10 per cent on the retail selling price of all jewelry, 
silverware, watches and clocks is a part of the general 
Revenue Act of 1941. It was enacted by Congress and is 
administered and collected by the Bureau of Internal 
Revenue. It went into effect on Oct. 1, 1941, and by 
this time its provisions are probably familiar to most 
if not all jewelers, but for the sake of completeness in 
presenting the picture of war-time requirements imposed 
on the jeweler, its essential points are included here. 

The tax is laid upon the retail merchant, who may 
however, and generally does, add it to the price of the 
merchandise or collect it from the customer as a 
separate item. 

The tax applies to all articles commonly or commer- 


cially known as jewelry, regardless of its material or, 


value; to all precious and semi-precious stones and gems 
whether natural, synthetic or imitation; silverware both 
sterling and plated; watches and clocks; and to all 
articles made of, ornamented or fitted with precious 
metals or imitations of precious metals (meaning a plat- 
ing of gold, silver, etc.) 


Labor charges for repairs and services are exempt, 
but the tax must be paid on any articles of a taxable 
nature used in making such repairs—for instance 4 
new gold or gold-plated crown on a watch. The retailer 
must keep his records in such a manner as to show these 
taxable items separately from his other repair charges, 
or he may be held liable for the tax on his entire repair 
charges. 


The retailer must report the amount of his taxable 
sales and the net tax at the end of each month for the 
business done in the preceding month, and remit the 
amount of the tax to the collector for his district. . 


Articles not listed above are exempt from the retail 
jewelry tax, but some items handled by many jewelers, 
such as radios, electric appliances, cameras, and sport- 
ing goods are subject to a manufacturer’s excise tax, 
which is included in the cost of the goods to the retailer. 


It is possible that the foregoing tax may be changed 
in the new revenue bill being considered by the Ways 
and Means Committee of the House of Representatives. 


N addition to the foregoing regulations covering daily store operations, the following restrictions 


have been applied to store modernization: 


Construction: Conservation Order L-41 issued April 9 to conserve critical iron and steel supplies, 
banned commercial construction amounting to $5,000 or more without express WPB permission. The 
order does not affect ordinary maintenance and repair work to return a structure to sound working 


condition without a change of design. 


Fluorescent lighting: WPB order L-78 issued April 2 put an immediate stop to the production 
of fluorescent lighting fixtures except for essential uses. On June 2 the sale or delivery of fixtures 
and parts was prohibited except on orders of A-2 or better priority. Repair and maintenance parts 


were excepted. 
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REGULATION CONTROLS CREDIT 
(From page 52) 


tive the seventh point of President Roosevelt’s address 
of April 27, namely: “To keep the cost of living from 
spiraling upwatd we must discourage credit and instal- 
ment buying, and encourage the payment of debts, mort- 
gages, and other obligations, for this promotes savings, 
retards excessive buying and adds to the amount avail- 
able to the creditors for the purchase of war bonds.” 

To this end, Regulation W, among other things, has: 

(1) Broadened the list of consumer’s goods to the 
instalment credit sale of which the regulation applies. 
“Listed goods’’ now include the following commonly sold 
in jewelry stores: Jewelry (including precious stones 
and costume jewelry); pottery, porcelain, chinaware, 
glassware and cutlery for household use; luggage, purses, 
handbags, toilet cases and umbrellas; binoculars, field 
glasses, opera glasses and hand telescopes; lighting fix- 
tures designed for household use; and electric appli- 
ances, not elsewhere listed, designed for household or 
personal use. “Listed” before May 7 and still listed are 
these additional jewelers’ wares: Clocks, electric or 
other, for household or personal use; lamps, designed for 
household use; cameras, projectors and equipment; 
radios and phonographs; refrigerators; silverware; 
washing machines; watches. 

(2) Required a minimum down payment of 33 1/3 per 
cent for all listed articles, except for a 20 per cent down 
payment on furniture and pianos, when listed articles 
are purchased for instalment credit. Maximum instal- 
ment credit terms have been reduced from 15 months to 
12 months. 

(3) Broadened its scope to cover open charge accounts 
in addition to instalment accounts. The regulation pro- 
vides with respect to charge accounts that unless pay- 
ment is made by the 10th day of the second calendar 
month following the purchase of any article (whether 
listed or unlisted), no further open-charge or instalment 
credit may be extended to purchase any listed article 
from the same store until the items in default have been 
paid for in full or have been placed on an instalment 
basis for payment within six months. No down payment 
is required for purchases in open charge accounts. 

(4) Raised the minimum instalment payment to $5 a 
month or $1.25 a week, and repealed the exemption from 
down payment requirements of instalment sales matur- 
ing within three months. 

(5) Exempted from the down payment provision the 
instalment sale of any article whose cash price, includ- 
ing charges for accessories and any applicable sales 
taxes, is $6 or less. 

Retail sellers who have already registered with the 
Federal Reserve Bank are not required to file another 
Registration Statement because they are already licensed 
by virtue ef their original filing. A general license is 
automatically granted all retail sellers who are newly 
subject to the regulation, sellers who are required to 
be licensed solely because they make open-charge sales 
of listed articles will continue under the general license 
until the Federal Reserve may require such sellers to 
register. Other sellers now subject to the regulation 
must file a registration statement before July 31, 1942, 
the expiration date of their general license, by filling out 
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Form F.R. 563-2 and filing it with the nearest Federal 
Reserve Bank. (See J. C.-K.’s April issue, page 51, 
for a list of Federal Reserve branches. ) 

The following questions and answers will help retail 
jewelers with their procedure under Regulation W: 

Q. 1. Must a store which sells only on open-charge 
but may wish to convert defaulted accounts into six- 
payment instalment accounts file a registration state- 
ment? 

A. Yes. 

Q. 2. Is a store required to notify its customers of 
the new Regulation W? " 

A. No. This is not required under the regulation, 
but if you expect your customers to pay their open 
charge accounts when due it will be best to tell them 
what is required. The Credit Bureau of Greater New 
York has recommended the following notice to be 
enclosed in customer billings: 

What the Government charge account regulations mean to you 

If you are in the hakit of paying your bills during the month in 
which they are rendered, Regulation W of the Federal Reserve 
Board will not apply to you. 

But should you let your charge account remain unpaid after the 
10th of the second month following the month of purchase, then 
these Government regulations will apply to you. In other words, 
if on July 10th there are any items unpaid which were charged to 
your account prior to June |, then further purchases may not be 
charged until all such items charged prior to June | have been 
paid in full. 

Q. 3. Suppose an article charged say on June 28 
must be altered or engraved and cannot be delivered 
until after July 1, would this be considered a June sale 
and thus be in default if not paid by Aug. 10? 


A. No. For the purposes of the regulation, the credit 


would be considered extended from the date of delivery, 
and thus this account would not be in default if paid 
in full before Sept. 10. 


Q. 4. Can stores continue their practice of billing 
charge accounts on the 28tli day of the month and bill 
items of the remaining days of the month on the follow- 
ing month’s bill? 

A. Technically yes, but in such a case the customer 
would receive his bill for end-of-the-month purchases 
only approximately 10 days prior to the expiration of 
the maximum maturity of the charge account; i.e., the 
date of default. 


Q. 5. When a charge account is in default and sub- 
sequently converted to the six-month payment plan, must 
the customer sign the agreement? 


A. Yes. Unless the customer pays in full, the de- 
faulted charge account is not cured and the customer 
cannot obtain further credit from your store unless he 
signs a written agreement on the conversion. 

The Credit Bureau of Greater New York has sug- 
gested the following conversion form: 


| acknowledge my indebtedness to (name of your firm) in the 
amount of $.......... | agree to pay $ upon the sign- 
ing of this agreement and the balance plus a service charge of 
% in (number of months) equal monthly payments, the first 
monthly payment being due 30 days from the above date. 
| agree that the whole amount remaining unpaid shall imme- 
diately become due and payable if any payment be not made 
when due. 


Note—You save the entire service charge by paying this account 
within 60 days after the date of this agreement. 
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Q. 5. What are the terms allowed for a converted 
charge-account ? ; 

A. The maximum term of payment is six months, 
unless your customer signs a statement of necessity on 
a form prescribed by the Board. The minimum amount 
is $5 per month or $1.25 per week. 

Q. 6. If. a customer has both an instalment account 
and a charge account and if his instalment account is 
delinquent, can further credit be extended on the charge 
account ? 

A. Yes, but whether that would be prudent business 
is a question. But if a customer has a defaulted charge 
account “which has not been “cured,” the store cannot 
open a new or add to an old instalment account for the 
same customer. 

Q. 7. When converting a defaulted charge account to 
a six-month instalment payment basis, is a down pay- 
ment required? Is the store required to charge a ser- 
vice charge? 

A. The answer is No to both questions. Regulation 
W makes no mention of securing a one-third down pay- 
ment or a carrying charge. An OPA ruling which still 
remains to be clarified, may prevent you from charging 
an interest, service or carrying charge unless you had 
the practice of doing so, during March, in refinancing 
delinquent accounts. 

Q. 8. Shouldn’t the name of a customer whose charge 
account is in default at one store be posted somewhere 
publicly so that he would find it difficult to obtain charge 
credit at any other store? 

A. This would not be practical, but membership in 
your local credit bureau will provide you with informa- 
tion about delinquent accounts in other stores. Now, 
more than ever, it is important for merchants to belong 
to, and co-operate with, a credit bureau. If you dis- 
cover that a would-be purchaser is in default at another 
store, telephone the credit manager of that store and 
ask him whether he would give credit to the customer 
except for the requirements of Regulation W. 


* 


INSTALMENT CREDIT SALES 


Q. 9. What statement of transaction must be made to 
evidence an instalment sale? 

A. If the cash price (including charges for acces- 
sories, delivery, instalation and service—but not in- 
terest, finance or insurance charges—and any applicable 
sales taxes) is more than $6, the instalment sale of a 
listed article must be accompanied by a written record, 
of which a copy is given the purchaser. A suggested 
statement of transaction was printed on page 77 of 
J. C.-K. for April, 1942. 

The statement must contain: (1) a brief description 
of the article purchased; (2), its cash price; (3), the 
amount of the down payment in cash and in goods ac- 
cepted in trade, together with a description of such 
goods and a statement of the monetary value assigned 
to them in good faith; (4), the deferred balance, which 
is the difference between items 2 and 3; (5), the amount 
of any finance charges or interest; (6), the time balance 
owed by the purchaser, which is the sum or items 4 
and 5; and (7), the terms of payment. 

Q. 10. Can the sale of six teaspoons at $1.25 each 
be considered six separate sales and thus exempt from 
the down payment? 
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A. No. Regulation W deems the word “article” to 
include any set, group or assembly commonly consid- 
ered, sold or used as a single unit. Thus, if the com- 
ponent parts of a set are sold or delivered at substap- 
tially the same time, their instalment sale would require 
a down payment. 


Q. 11. Where the Federal Excise Tax or a city or 
state sales tax brings the cash purchase price to $6.0] 
or more, is a down payment required? 

A. Yes, except when local or state law may permit 
the seller to absorb the state or local sales tax. 

Q. 12. Can a charge account be converted into instal- 
ment credit prior to default? 

A. Yes with an agreement in writing that the instal- 
ment credit be paid within six months from the date of 
the agreement by substantially equal payments of not 
less than $5 per month or $1.25 per week, but there 
must have been no evasive side agreement or under- 
standing at the time of the open charge account sale 
providing for such conversion. 

If a jeweler’s conversions from open charge accounts 
to instalment credits exceed a normal proportion he 
risks suspension of his license. 


Q. 13. Is the purchase of an article from the buyer 
of listed goods considered the same thing as a trade-in. 


A. Yes, anything that the seller of a listed article 
buys from the purchaser at or about the time of the 
purchase of a listed article is considered a trade-in for 
the purposes of the regulation. 


LAY-AWAY PURCHASES 

Q. 14. Is a down payment required for a lay-away 
sale? 

A. Not unless the customer takes possession of the 
lay-away article before he completes payments on it. 
When the purchaser makes one or more payments on an 
article before taking possession of it, the extension of 
credit dates from the delivery of the article to the 
customer. 


Q. 15. Can a seller impose stricter requirements than 
Regulation W sets forth? 


A. The Regulation permits any registrant to refuse 
to extend credit, to extend less credit than the amount 
permitted by the regulation, or to require that payment 
be made within a shorter time than the maximum per- 
mitted by the regulation. 

Q. 16. What would be a safe “rule-of-thumb” for 
credit jewelers to follow in selling? 

A. First, ask for one-third down payment. If your 
customer says he is unable to pay and you satisfy your- 
self that he is a good risk, suggest a lay-away purchase. 
If that fails, suggest a charge account and explain that 
he will have 40 to 70 days to make payment (many ac- 
counts can pay that way and you have the right to ask 
a down payment and security, such as a conditional 
sales contract, chattel mortgage or assignment of wages, 
though there can be no scheduled payments). If your 
customer cannot pay one-third down on an instalment 
sale, will not pay on a lay-away plan or is not a good 
enough risk for a charge account, you'd better tell him 
good-bye and keep your merchandise. 
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GETS MAILING LIST FROM FIRST DAY VISITORS 


F a jeweler wants the full value that he should get 

from the investment he has made in modernizing his 
establishment, it isn’t enough to merely open the doors 
of the new store and sit back in the hope that it will 
attract customers. Rather, he must use to the fullest the 
opportunity which such an occasion as a store opening 
gives him for cementing old friendships, making new 
ones, and impressing the community with the service he 
is prepared to render. 

A fine example of the way in which the alert jeweler 
can capitalize upon the event of modernizing his estab- 
lishment was the program followed by the Lewis Jewelry 
Co., Gainesville, Fla., when they moved on March 28 to 
attractive new quarters across the street at 300 W. 
University Ave. 

lor several days beforehand the forthcoming opening 
was publicized in newspaper advertising and direct mail, 
with an invitation to the public to attend, receive a 
souvenir, and enter the free contest in which the first 
three prizes were a diamond ring, a chest of plated flat- 
ware, and a 17-jewel watch of a well-known make. 

All day long the store was thronged with visitors who 
received a lasting impression of an attractive modern 
store with a complete, well-rounded stock of every kind 
of jewelry merchandise, and offering friendly service. 
Every lady was presented with an attractive little 
corsage and cigars were distributed to the men. More 
than 2000 callers registered for the prize drawing which 
took place in the evening. The registration blank re- 
quired the furnishing of not only the name and address, 
but the birthday and wedding anniversary dates, from 





The new home of the Lewis Jewelry Co., in Gainesville, Fla. 


which the management has been able to compile an inval- 
uable list for following up these occasions and develop- 
ing sales of birthday and anniversary gifts. As Mr. 
Lewis puts it, “This mailing list alone has made the cost 
of the prizes a profitable investment.” 

The store itself, as the accompanying picture shows, 
is one of the most: handsome and modern in that section 
of Florida and has already brought much favorable com- 
ment to the firm in the short time since its opening. 


Ir your REPAIR department hits the doldrums during 
warm weather, run a corner card in your advertising 
or in your windows offering ‘First Aid for Ailing Jew- 
elry.” If possible, show “before and after” sketches or 
samples of pieces you have successfully doctored. 














_A Half Century of Service 
90th Anniversary of 


SON & PRINS COMPANY 


IMPORTERS OF DIAMONDS 


55 EAST WASHINGTON ST., CHICAGO—630 Fifth Ave.. New York 


1892—Founded by S. J. (Sollie) Son 
1912-—Henri J. Prins joined S. J. Son in partnership 
1921—D. J. B. (Jack) Prins succeeded his father, and 


the name became Son & Prins 
1933—Incorporated as Son & Prins Company 


1942—Marks our 50th year of continuous Diamond service 


We are pleased to announce that MR. EDGAR HUME has rejoined our organization. 
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Genuine “Trublak” 


OO 2.0°s 2. Fae. 


BLACK 
ONYX 


RINGSTONES 


ANY SIZE + ANY SHAPE 
ANY QUANTITY’ 


Flat Top, Buff Top 
Single or Double Bevel 


PLAIN, DRILLED, SLOTTED 


Made to Order 


Solid all through Black honey-dyed color, su- 

perb finish, accurate uniform size, unqualifiedly 

and permanently guaranteed. None finer made 
anywhere. 


Adolf Meller 
Company 


Operating 
America's First Complete 
Cutting Plant for 
Black Onyx & Synthetic Ringstones 


400 Charles St., PROVIDENCE, R. I. 


Vinimum quantity required per size 


and shape ... 300 pieces. 


MiP PORBING ... NO RECUITING 





PUBLIC SCHOOL TO TEACH DIAMOND-CUTTING 


Another important step towards insuring New York’s 
continued ability to cut small diamonds, even when the 
Low Countries resume full operations, will come next 
fall when a New York City public school starts a class 
in diamond-cutting. 

It is intended to teach students the elementary prin- 
ciples of handling stones, tools and instruments, and 
the theory of cleaving, dividing and polishing diamonds, 
Since much of the art of diamond-cutting consists of 
skill gained from long practice, the major aim of the 
course will be to interest students in the subject, teach 
certain fundamentals and prepare them for advanced 
apprenticeship. 

In late 1940, the New York Department of Com- 
merce requested the Superintendent of Schools to set 
up a course in diamond-cutting, stating that European 
conditions, cutting down on imports of small stones, 
created an opportunity for such work to be done in this 
country. At a meeting called by a representative of the 
Advisory Board on Education attended by representa- 
tives of management and labor, suggestions as to a 
curriculum, equipment, qualifications for a teacher and 
types of students were discussed. 

Manufacturers declared their willingness to provide 
rough stones for the classes with the understanding that 
the labor added to them would compensate for losses, 
spoiled work and the like. As one of the underlying 
tenets of the proposal, it was stated that the intention 
was not to compete with “sweated’’ European labor but, 
rather, to compete on the basis of skill. 

The course will be given at the New York School of 
Industrial Arts, and will be similar in scope to one now . 
being given in jewelry making. It is expected to start 
in September, providing a suitable instructor is found 
in time for licensing. Those interested in applying 
should communicate with John B. Kenny, the principal, 
at the School of Industrial Arts, 211 E. 79th St., 
New York. 

Qualifications for those seeking the position have been 
outlined as a maximum age of 40 years, at least one 
year of high school and at least nine years of trade 
experience, preferably some as foreman, supervisor or 
boss. Each applicant will be required to pass an exam- 
ination testing his familiarity with his subject and 
demonstrating his ability to read and speak English with 
reasonable facility. The personality of the applicant 
will also be taken into consideration. Appointment the 
first year will be made on a substitute basis at the rate 
of $9 per day. Thereafter, the regular teacher's salary 
will prevail which, with maximum yearly increments, 
rises to $4500 per year with such privileges as tenure 
of office, vacations with pay and, in addition, pension 
rights. 


BANKS, STOCK EXCHANGES, business firms, factories— 
all are using more and more women and either encour- 
aging them to wear slacks or else providing a uniform 
of jackets and slacks. Time now, then, to set up a spe- 
cial section, called, perhaps, “slacks ‘cessories” and sell- 
ing earrings, necklaces and bracelets, appropriate hand- 
bags, jeweled hair ornaments, leather belts, wooden or 
leather compacts, etc. 
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IS DIAMOND PURE CARBON? 
(From page 58) 
intensity of various colors exhibited by the diamonds 
is not necessarily related to the quantities of the ele- 
ments iron and titanium present. 

A study of the association between minor element 
content and morphology reveals that diamonds of per- 
fect form, such as the So. W. African alluvials illus- 
trated, contain as much minor element content as many 
of the less perfectly formed diamonds examined. The 
correlation of crystal habit with impurity content con- 
cerns only cubes and octahedra. The octahedra show an 
absence of silver and titanium, while the cubes show 
these two elements to be present. 

It is unfortunate that approximately 20 elements are 
not easily detected by the spectrograph. Among those 
elements whose presence or absence would be of great 
interest are boron, oxygen, nitrogen, phosphorus, sul- 
phur, the halogens, etc. 

The absorption of ultra-violet light by six of the speci- 
mens was measured, as this was one of the criteria used 


Eight of the diamonds used in this investigation. Upper left, 

So. W. African alluvials; upper right, Congo cubes; lower 

left, dark brown Premiers, and lower right, Congo octa- 
hedrons. (Magnification 3.) 


by the English scientists to differentiate bétween the 
two types of diamonds. The reason for examining the 
absorption spectra of only six specimens from this lot 
is that it is necessary to have at least two parallel faces 
or surfaces on the specimen. Otherwise the specimen 
acts as an imperfect lens and disrupts the: optic axis of 


the instrument. In this method the spectroscopic pro- | 


cedure is reversed. Instead of causing the sample under 
investigation to emit light, a suitable source sends light 
through the specimen and the resulting transmitted light 


is collected and photograped. The specimens for this | 


analysis were mounted on the slit of the spectrograph so 
that the only light the grating received was that which 
had come through the diamond being analyzed. One 
of these diamonds proved to be a type 2 diamond, the 
rarer of the two types. This type transmits light fur- 
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FOR DISTINCTION AND QUALITY 
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Pearls Are Permanently Guaranteed 
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All Graduations 
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ther into the ultra-violet region than the common or | 


type 1 diamond. This particular diamond also proved 
to be the purest of the 33 analyzed. It contains only 
minute amounts of the persistent group aluminum, sili- 
con, calcium, and magnesium. 


FLUORESCENCE LINK SUGGESTED 


All of the diamonds in this analysis were examined for 
fluorescence. It was found that 17 of the 33 diamonds 
Huoresced to some degree under the strong ultra-violet 
light of a mercury vapor lamp using a 586 A red-purple 
Corex filter. One of the most striking observations 
made in this test was the evidence for the existence of 
“zoning” or zonal growth in seven specimens. These 
zones were observed as a distinct band of one fluorescent 
color completely surrounding a central area of quite 
different fluorescent color. The effect was best noted 
on the octahedral faces which resulted from cleaving the 
diamonds, as mentioned earlier in the article. The éffect 
might not have been observed had it not been for these 
fresh cleavage surfaces. There does not seem to be any 
correlation between the fluorescent effect and the im- 
purity content of the diamonds exhibiting this property. 
Diamonds which do not fluoresce seem to contain as 
great a minor element content as diamonds which do 
exhibit this phenomenon. On the basis of the data from 
the emission spectra this might suggest that fluorescence 
in diamond could be partially attributed to the members 
of the persistent group aluminum, silicon, calcium, and 
magnesium, 


NO MINERAL OCCURS 100 PER CENT PURE 


Mineralogical substances never occur in the 100 per 
cent chemically pure state. Indeed, many minerals are 
literally “‘wastebaskets” of foreign or intruding ele- 
ments. The fact that the carbon in diamond is proved 
to be accompanied by certain minor elements regardless 
of its apparent state of perfection should not affect its 
preciousness as a gem. The factors which determine 
the gem quality are of a physical nature. The high dis- 
persion of light gives to diamond its so-called “play of 
fire.”’ Its high refractive index causes it to reflect almost 
all the rays of light that strike its surface and give it 
the characteristic lustre known as adamantine. These 
optical properties plus its extreme hardness, perfection 
of crystalligation, rarity, and permanence, are a few 
of the criteria which establish diamond as a precious 
gem material. 


"NEW" LINES SPURRED BY SHORTAGES 
(From page 49) 
jewelry “below the reputation of the store,” but now 
has agreeably surprised himself with the swift turnover 
and profit accomplished. 

These popular items have gone a long way toward 
making up for the loss of the former many customers 
who have gone intg military service. Another loss of 
volume which has had to be made up results from the 
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down payment requirements of the new instalment regu- 
lations. This naturally has cut down sales to people 
whose net income has gone down under war conditions 
and taxes, “but the increase in cash business more than 
compensates for this,” Mr. Goldberg said. “There has 
been a real change in the type of customer we are sell- 
ing,” he continued. “A roughly dressed man with stained, 
dirty hands, now is likely to spend as much money, as 
the well dressed business man in 1935. And most of 
these customers pay cash.” 

The serious problem of maintaining a staff of efticient 
store salespeople has hit Mr. Goldberg hard as it has 
many jewelers. Four new salesmen, and one girl have 
had to be taken on since Jan. 1, and the store is still 
running short-handed, particularly in the watchmaking, 
and diamond departments. Mr. Goldberg is patiently 
training the new people to run the store the way he 
specifies it, spending extra hours for the purpose. 
Salaries and commissions of all salespeople have had to 
be increased materially to keep them from leaving the 
store for war industry jobs, but by selecting its person- 
nel carefully from entirely exempt applicants, making 
their jobs attractive to them, and above all, by the re- 
adjustment of its merchandising methods, Mr. Goldberg 
believes that the store will come through the war with 
flying colors. 


MODEL PLANES ZOOM V-PIN SALES 
(From page 43) 
ties inside the store. 

The third week, planes made by one talented model- 
builder shared attention with the silver trophy and a 
collection of Victory jewelry, priced from $1.10 to $50 
and including military-type wrist watches, cigarette 
cases, lighters, military rings, identification bracelets 
and neck chains, picture frames and V-for-victory pins. 

Since the names of the boys and the schools they rep- 
resent were labeled on all. the models and pictures used 
in the window, the showing was of direct interest to the 
parents, friends, relations and teachers of many of Pitts- 
hurgh’s 32,000 school children. s 

Naturally, publicity was enormous. Pictures of the 
cup and the window displays were shown in all the 
schools and mentioned from the auditorium platforms. 
The Chamber of Commerce magazine ran a story on the 
windows, a local news magazine devoted a quarter page 
to the activity, one of the newspapers wrote a lengthy 
feature about it—yards of publicity, and more than pub- 
licity, because the thing was constructive and educa- 
tional. . 

Hardy & Hayes have run some very popular and 
profitable promotion stunts in the past, but Floyd 
Eggers, the store’s advertising manager, says this idea 
has produced more favorable comment than most of the 
ones they have ever used. And don’t think Mr. Eggers 
is prejudiced from the fact that by this time he’s an 
officer in the Air Corps. 

Jewelers elsewhere can arrange to show model planes, 
friend and foe, through their local Board of Education, 
providing, of course, that one or more local schools are 
taking part in the Government’s extensive plane-building 
program. 
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Wadsworth Cases 


And he instinctively selected the watch with 
the Wadsworth Watch Case... 

Yes. the sheer beauty and smart styling of 
Wadsworth Watch Cases create a definite de- 
sire for possession. 


Offices 
New York: 630 Fifth Ave. 
Chicago: 35 East Wacker Drive 





THE WADSWORTH WATCH CASE CO., INC., DAYTON, KENTUCKY 
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KUSHNER & PINES, Inc 
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SL 
IDEAS... 


ECAUSE pastels are the most patriotic colors— 
they use less chemically developed dyes than 
heavier colors—look for a démand for jewelry both to 
complement and contrast with light shades this summer, 
Even women’s uniforms may take to “patriotic pastels.” 
It would be appropriate, therefore, to usher in summer 
—beginning June 21—with a series of windows devoted 
each, in turn, to a particular pastel. The window trim? 
Easy! Inexpensive! Frame the window with any sheer, 
three-or-four-inch-wide banding or ruffles you find at 
your local five and ten in the shade of the stone you are 
promoting. 
* * * 


Now ruat those who were going to move this spring, 
by and large, are re-located, it will take only a small 
window card to notify them that you will replace at 
small cost the now out-dated address on their identifica- 
tion disk in their identification bracelet. necklace or pin 
with the new facts at a particular fee. It means extra 


business for you. 
* * * 


Ir you've been having difficulty getting sufticient 
help, remember that Mrs. Customer has, too, and check 
up on your delivery individual because, what with the 
shortage of maids, madam herself is likely to be receiv- 
ing the package. At that contact, you have an oppor- 
tunity to re-impress your customer with the quality of 
your service, if vour delivery person is well-groomed, 
courteous and efficient. 

* * * 


Nosopy kNows just what’s going to happen to travel 
business this year. The only definite clue is that whether 
or not vacations are spent close to home or away they 
probably will be staggered over a wider season than ever 
before. This means that the jeweler may use his travel 
theme now and again from May through October. Why 
not assemble sun glasses and snow glasses and show the 
various styles with some such sign as, “Wherever You 
Go, Whenever You Go, Take Care of Your Eyes,” and 
spread about leaflets of far and nearby resort spots as 
well as pages of the calendar from June through Octo- 


ber? 
* * * 


Tuis Jury 4 it will be appropriate to urge your 
patrons to “Remember Those Defending Our Inde- 
pendence.” Include in your promotion some of the 
newer items recommended for men in the service: neck 
chains with metal loops for identification tags, heavy 
chain bracelets with wide plaques for identification, 
sterling silver religious medals. Saks 5th Ave., by con- 
sulting morale officers in all branches, found the boys 
want: wrist watches; stationery kits imprinted with the 
name of their outfit but no location; books of stamps; 
small leather zipper cases for short furloughs; small, 
roll-up sewing kits; small military hair brushes and . 
combs; waterproof tobacco pouches. Pilots have special 
needs, polarized glasses and fountain pens with expan- 
sion compartment for changes of altitude. 
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Each of the six windows 
featured two tea ser- 
vices and a dozen flat- 
ware patterns by an 
outstanding American 
silversmith. Here are 
two of the displays. 








Sterling Promotion 
Now Can Aim 
At Wider Market 


Hudson’s recent -*Silvertime”’ appealed 
to industrial workers with cash to spend: 


used six windows and inside displays 
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ECAUSE of the vast thousands of industrial work- 


ers who now have more money to spend than they 
can find things to buy—income this year- will exceed 
commodity values by $17,000,000,000—and because of 
the fact that sterling silverware is a notable commodity 
not using critical materials, this is the time and your 
store is the place for an impressive sterling promotion. 

In Minneapolis, J. B. Hudson Co. for many years 
have sponsored a store-wide “Springtime Is Silvertime” 
series of window displays and inside-store exhibits, 
which have helped make Minneapolis among the most 
sterling-conscious cities in the United States. 

This year’s “Silvertime” purposely tried to interest, 
besides the regular customers, what in other years had 
been known as the so-called cheap trade. “This is the 
fine store’s opportunity to build higher living standards 
throughout the community,” declared F. A. Berner, Hud- 
son’s assistant manager, “because the man-with-new- 
money is about to enjoy the privilege of purchasing a 
gift from Mr. Leading Jeweler—and that gift is in the 
price class he so long felt was beyond his ability to pay. 
If this trade is handled intelligently, these well-paid in- 
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TWO NEW DISPLAYS 


» & 
or The New Foxrhall Bride's Display. Specially designed for 
4  Foxhall. though with a slight change it can be used for any Watson 
7 4 d 
Ye pattern. A bride’s bouquet and a piece of rose-white damask form 


| a perfect setting for the silver. In the background, engraved to look 
| like a wedding invitation, a card invites your customers to attend a 


) showing of Foxhall. 


| The New Fan Display. \t’s original — colorful — distinctive! 
© The cast metal base is in the form of the old, elaborately carved teak- 
wood stands used by the Chinese to display their beautiful cere- 
q monial fans. The background setting for the silvér is in the shape of 
' afan, covered with burgundy velveteen corded in red. 
Pr. 


| AT 


THE BIGGEST 
ADVERTISING CAMPAIGN 
__IN WATSON HISTORY 


Five big advertisements in LIFE Magazine — backed by more adver- 
: tisements in BRIDE’S MAGAZINE, TOWN & COUNTRY, and the 
"CHRISTIAN SCIENCE MONITOR. Total circulation: over three 
j and one-half million — reached again and again through the peak 
: months of the Sterling season — to make it easier than ever before 


: for you to sell Watson Sterling in 1942 — and sell more of it. 





dustrial and office workers will be among your best cus- 


tomers.” 

Catalog houses and house-to-house canvassers, of 
course, have been active sellers of silverware and some 
jewelers view with alarm the silver selling competition 
by these agencies. However, Mr. Berner takes issue 
with this fear. “Alert, progressive jewelers will find 
that catalog houses and canvassers have acted as ‘ad- 
vance agents’,” in Mr. Berner’s opinion. “Housewives 
want their silver to come from the ‘Leading Jewelers’, 
whose name, service and counsel are part of the conver- 
sation during the dinner hour and during any discussion 
of the finer appointments for the home.” 

While Hudson’s tenth annual silver parade this year, 
as in other years, was held during the spring and was 
captioned, “‘Springtime Is Silvertime,” a similarly ef- 
fective and beneficial silverware promotion might be 
staged at any time of the vear. 

Hudson’s latest ‘“‘Silvertime’ again used six windows 
and dominated the interior of the store. Hollowware 
and flatware made by six different manufacturers were 
attractively displayed, each manufacturer’s products be- 
ing given an entire window. 

Similar drapes hung at the rear of the windows and 
an easel-mounted sign lettered “Springtime Is Silvertime 
at Hudson’s” gave an impressive unity to the whole 
series of windows, as did artificial spring flowers deco- 
rating the signs, and a small card in each window which 
said, ““Hudson’s, Your Counselors on Silver.” 

As the photographs show, most of the displays ex- 
hibited two tea services and a dozen different flatware 
patterns. In addition, a place setting, complete with 
china and glass, was arranged at the extreme ends of 
each window, backed with a striking arrangement of 
nine candles set in special holders. Trays, platters, com- 
potes and candlesticks were also fitted into each of the 
showings, so that sidewalk shoppers obtained a compre- 
hensive idea of contemporary American silverware. 

Inside the store, 32 place settings mounted on special 
display units on top of the center aisle showcases car- 
ried out the same theme, eaeh counter showing being 
decorated with flowers and backed by two tall candles. 
On the mezzanine, an entire table setting was arranged, 
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Two more of the six window 
displays illustrate how similar 
fabric backgrounds and flower- 
decorated signs made a uni- 
fied exhibit out of the showing. 


32 place settings shown on counter tops 


using a $3,000 table cloth loaned by one of the manu- 
facturers. 

Summarizing the success of “‘Silvertime,’ Mr. Berner 
firmly believes that special exhibits of fine sterling al- 
ways pay immediate dividends, but that the most grati- 
fying result of this year’s was the interest manifested 
by the man-in-the-street in the finer appointments of the 
dining room and the art of good living. 

“These exhibits involve a tremendous amount of 
planning, but we are convinced that they are worthwhile 
steps in the right direction, particularly in making the 
community silver-conscious and upholding the reputa- 
tion of the better jewelry stores as specialists of the 
finest character.” 
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In times of peace, NEW HAVEN Timepieces 
GAVE THE DEALER: 


(1) A value-advantage so 
great he was always able 
to get and hold a firm 
grip on his medium-priced 
business. 


(2) New designs and improve- 
ments that kept his watch 
and clock showings con- 
stantly attractive. 


(3) A varied deal and display 
service that moved his 
goods and upped his 
profits. 


(4) A complete line with 
every piece so uniformly 
RIGHT its Quality Guar- 
antee was rarely used! 


Right now, the “New Haven” plant is on 
war production. That must come first 
till Victory is won. BUT AFTER THAT. 
“New Haven” will emerge from its war 
experience enriched in methods, ready 
to serve you as never befcre. 





THE NEW HAVEN CLOCK COMPANY, NEW HAVEN, CONN. 
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BAcINE uaore WATCH 





Says Champion 
Diver Desjardins: 
“I find my Racine Watch 


very satisfactory even in 
salt water... | wear it 
constantly — during my 
daily exhibitions at the 
pool’ : 






ACTIVE MEN and WOMEN need 
RACINE Waterproof WATCHES 


@ Timepieces of Tested Per- 
formance 


@ 15 Jewel Gallet Movements 
@ Sta-brite Steel Cases 


@ Equipped with Glacidur 
Metal Balances and Niva- 
rox Hair Springs .. . Anti- 
magnetic 


@ in smart models for Men 
and Women. Also for Doc- 
tors, Nurses and Technai- 
cians 


WRITE FOR DATA TODAY 





i 


JULES RACINE & CO. 
20 West 47th Street, N. Y. C. 


Please send me data on your Waterproof Watches 





STORE NAME 
ADDRESS 












YOUR OPA "PRICE CEILINGS" 
(From page 45) 


period prices from the maximum prices established for 
new items not stocked during the base period. 


HOW TO DETERMINE CEILING PRICES 

The price regulation provides a progressive pricing 
formula for the determination of maximum prices. Each 
retailer should apply these tests in the order set forth. 
If his maximum price can be established by the first 
test, he need look no further; only if the article cannot 
be priced under the first test can he go on to the second 
test, and only if the second test will not apply can he 
proceed to the third test, and so on. 

First Test—Same Article Delivered in March. This 
is the basic test. The retailer must take as his maximum 
price for sales of an article the highest price at which 
he delivered the same article during March. Each store 
in a chain is considered a separate retailer and must de- 
termine its own ceiling prices. If the same article has 
been sold under different brand names at different 
prices, the lower-priced brand cannot be sold at the 
same price level as the higher-priced brand because dif- 
ferent brands are different articles. Examples: 

—A silver pin was sold and delivered during March at 
$1.75. Later in the month the price was raised to $2, 
and the same pin was delivered during March at the 
higher price. The maximum price for the pin is $2. 

—A costume bracelet was sold and delivered all dur- 
ing March at $3. On April 1 a new price of $3.50 
became effective. The maximum price is $3. 


—A watch was marked at $35 during March, but all 
sales and deliveries of this particular model were ac- 
tually made at $27.50. The maximum price is $27.50, 

—A set of silverware was sold and delivered on 
March 1 for $80. The only other sale of the same 
silverware was on March 27 when the retailer sold it 
for $85. However, delivery was not made until April 3. 
The maximum price is $80, since delivery at a price of 
$85 was not made until after March. 

—A bangle bracelet was delivered all during March 
at 50 cents each, three for $1.25. The maximum price 
is 50 cents each, three for $1.25, since the retailer must 
continue to allow his customary discount for quantity 
purchases. 

—A silver service was sold by a retailer on Feb. 26 
for $100, but was not delivered until March 4. No 
other delivery of the service was made during March, 
but on March 28 it was sold for $105 and delivered on 
April 2. The maximum price is $100 as this was the 
highest price at which it was delivered during March. 

—A jeweler sold five different style number vases at 
$9.95 apiece. During March he raised the price on 
three of the most popular numbers to $10.95, but sold 
and delivered only two of these three style numbers 
at the higher price of $10.95. Only those two style 
numbers may how be sold at $10.95; the maximum price 
of the other three style numbers is $9.95. 

—During March a jeweler sold a group of costume 
necklaces, costing $4.50 each, in two different price 
lines. The more attractive style numbers sold at $10 
and the less attractive style numbers at $8.50. Ten 














1947— 


others whose names we cannot disclose. 


WRITE! WIRE! 


munications confidential. 





Ave you Considering 


GOING OUT OF BUSINESS 


A definite decision? or a half-formulated plan in your mind? 
In either case, consult Gordon Brothers for a sound basis on 
which to act. We are the largest jewelry stock buyers in the 
country, and because of our specialization usually make the 
highest bid. For further facts about us, consult the Jeweler’s 
Board of Trade or your local bank. And to give you some 
idea of the calibre of stocks we have purchased, here are 


The jewelry stores purchased by us in 


Udall & Ballou, New York City, $890,000. J. Brock, Elberton, 
Ga., $10,000. Henry Gordon, Lynn, Mass., $5,500. John 
Watty, Miami Beach, Fla., $22,000. J. B. Frontis, Clinton, 
S. C., $15,000. M. Levi, Jacksonville, Fla., $32,000, and 


PHONE! 


We'll call on you at our expense. 
and of course keep your com- 





OR SELLING 
SURPLUS STOCK 
that should be convert- 
ed into cash? Ship it 
to us. Within 24 hours, 
our check goes out to 
you as an offer, your 
stock held intact await- 
ing your acceptance. I} 
unsatisfactory, your 
merchandise shipped 

back to you at once! 











ordon 


Brothers 


Cash Buyers of Jewelry Stocks and Fixtures 
18 PROVINCE ST. BOSTON, MASS. 














—— 





THE JEWELERS’ CIRCULAR-KEYSTONE 


























The new 


VICTORY SPOON 


by 
MANCHESTER 


An appropriate gift to re- 
mind you of the man in the 
service, or as a souvenir of 
Camp, Company or Corps. 
With plain bowl 

List $15.00 doz. 


Gilt bowl with view engraved 
in bowl 






Now... O LO 
in Wedding Rings 


r is the keynote in jewelry today! Each 
ieee MASTERPIECE Wedding Ring is — 
in an artful blend of yellow gold, green gold, 
pink gold and platinum. Many oe - 
enhanced with small genuine rubies. yore 
_ wherever they are shown, they SELL! 


















List $28.00 doz. 


Gilt bowl with name of city, 
camp or branch of service en- 
graved in bowl 

List $20.00 doz. 
Trade discount same as 
Souvenir Spoons listed in 
1942 Hollowware Catalog. 
If you have no copy send 
a card to:— 


MANCHESTER SILVER 
COMPANY 


Providence, R. |. 







the a a 






prices . 






Ask your wholesaler! 






t available 
TORS: Excellent territories are 
oe to well-rated wholesalers. 


Sherman & Co. 


Refiners—Metallurgists—Man ufacturers 


197 Canal Street New York 












































Mustration Full Size 








LOVE RINGS 














CHMOUS SERVICE WIT | 


(Yom | CASH PAID 
| FOR WATCHES 


And nationally 
"THE Bacchante Cock- 


tail Lounge at the k ' 
Providence - Biltmore is n Oo wn I t em Ss 
justly famous for its 
unique service as well as 
for the excellence of its 
food and beverages. Three 
other equally famous res- 











If you have surplus stocks of desirable new 


watches or other nationally known items 








taurants and bars offer communicate with me. Submit quantities 
their own distinctive hos- : ‘ 

pitality. We hope you and prices. Only new merchandise will be - 
will enjoy visiting the ; : 

Biltmore next time you considered. Immediate cash payment. 

are in Providence. 






HEADQUARTERS 
FOR JEWELERS 










4 MAX JELLINEK 
3 36 West 47th St. New York, N. Y. 
The Vie Z onc B | LTMO RE TELEPHONE LOngacre 3-6059 


FOR JUNE, 1942 


















of Church’s atest 


CHURCH « COMPANY 


MANUFACTURING JEWELERS 


336 WULBERRY ST. vag NEWARK, V. J. 


Bs 





dollars is not the ceiling price for all the styles; each 
style number is a separate article and must be priced 
at its own highest March price. 

Second Test—Same Article Offered for Delivery in 
March. This test is to be applied only to an article 
offered for sale after May 18 which was not actually 
delivered by the retailer during March, but which was 
offered for sale by him for delivery during March, 1942, 
In this..case, the retailer’s maximum price is his highest 
“offering price” for delivery of the same article during 
March—that is, the price marked on the article itself 
or in price lists available for examination by customers 
in the store. However, if the offering price was meant 
to withhold the article from sale, or was offered merely 
as a bargaining price by a retailer who usually sells 
lower than his asking price, it cannot be taken as the 
maximum price. Examples: 

—A camera was marked at $10 all during March. No 
delivery was made that month. The maximum price 
is $10. 

—A fountain pen was delivered during March at 
$2.25. With later replacements, the pen was marked at 
$2.50, but no delivery was made during March at the 
higher price. The maximum price is $2.25, the highest 
price at which it was actually delivered during March. 

— A watch was purchased and placed on sale March 28 
and was marked $50. It could not be delivered for a 
week. The maximum price is not $50 because the 
marked or offering price was not for delivery during 
March. Another test will determine the maximum price. 

—A radio was in the store marked at $20 during the 
carly part of March; later the radio was marked at 
$22.50. No delivery was made during March at either 
price. The maximum price is $22.50. 

Third Test—Using the Price of a Similar Article 
Delivered in March. This test is to be applied by the 
retailer in determining his ceiling price for an article 
“similar” to, but not the same as an article which he 
delivered during March. Most articles that the jeweler 
adds to his stock will be the same as articles delivered 
during March and the maximum price for such articles 
can be found by tests 1 or 2. But a retailer will also 
sell some articles which are “similar’’ to—but not the 
same as—articles that he delivered during March. Such 
articles cannot be priced higher than the maximum price 
of “the similar article most nearly like it’’ delivered or 
offered for delivery during March. 

An article is termed “similar” if it (1) has the same 
use; i.e., performs the same general function and satis- 
fies the same general need, in the sense that all rings 
or all radios or all crystal ware have the same use; (2) 
gives the consumer fairly equivalent serviceability and 
is made of substantially equal quality, workmanship and 
construction; and (3) belongs to a type that would or- 
dinarily sell in the same price line as the article deliv- 
ered in March. 

Though the similar article carried in March may have 
been purchased by the retailer in January at a cost 
lower than that paid for the article being priced, the 
latter cannot be sold at a higher price than the ceiling 
price of the similar article even though costs have in- 
creased. The application of the third test may result 
in a smaller margin, because the regulation does not 
recognize the principle of adding customary mark-ups to 
the replacement cost of similar merchandise. Examples: 

—The highest price at which a jeweler delivered 4 
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B-brand man’s yellow gold filled wrist watch during 
March was $33.75. During April the jeweler bought 
B-brand men’s gold-filled wrist watches at a cost higher 
than the cost of the watch delivered by him in March. 
Except for differences in color of the gold and design, 
the watches bought in March and the watches bought in 
April are the same. The maximum price at which these 
watches may be sold is $33.75. 

—The highest price at which a jeweler delivered a 
man’s 14 K yellow gold cameo ring during March was 
$20. Later he bought some 14 K yellow gold cameo 
rings with different carving on the shank. The material 
and standard of manufacture was the same, but the 
rings with different carving cost him 75 cents a ring 
more. The highest price at which the ring with dif- 
ferent carving may be sold by the retailer is $20. 

—A retailer bought compacts at $4.75 in January 
and sold them for $9.50 during March. In April the 
manufacturer raised his price for the same type and 
quality of compacts to $5. In determining in what price- 
line he would have sold these compacts in March, the 
jeweler should consider the fact that if he had sold 
them in March they would have cost him only $4.75 and 
he would then have priced them at $9.50. 

Fourth Test—Using the Highest Offering Price for 
Delivery in March of Similar Goods. This test is used 
in determining the ceiling price for an article which is 
similar, but not the same, as an article which the retailer 
offered for delivery during March. 

Fifth Test—Using the Highest Delivered Price in 
March for the Same Goods, Charged by the Nearest 
Competing Retailer of the Same Class. This test is to 
be applied by the retailer only if he did not make any 
delivery of the same or similar article during March 
and he had no offering price for delivery of the same 
or similar article during March. Under these circum- 
stances, the price at which a retailer may sell that article 
may not be higher than the highest March price of the 
most closely competitive retailer of the same class for 
the same article. A retailer is regarded of the same 
class as another retailer if his store is of the same 
type, deals in the same type of articles and sells to the 
same kind of customers in the same type of shopping 
neighborhood. Thus, chain stores selling the same kind 
of merchandise in about the same price ranges may be 
in the same class. Other examples of retailers which 
may be in the same class as competitive sellers of the 
same type are credit and installment stores and de- 
partment stores. OPA says that a retailer should have 
no difficulty in determining his nearest competitor of 
the same class; in most instances it would be the retailer 
who has customarily been his principal competitor in 
selling most lines of merchandise. 

Every retailer is expected to inform any other retailer 
on request what his maximum price is for any article. 

This test and tests 6, 7 and 8 will be applicable for 
the most part to situations in which an established store 
introduces a new article or a new line of merchandise 
that cannot be produced on the basis of its existing 
stock, but can be priced on the basis of stock carried 
by a competing retailer. It will also apply to stores 
starting business after March 31, 1942, which will have 
as their ceiling prices the ceiling prices already establish- 
ed by the nearest competitive retailer of the same class. 
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PLATINUM 


RUTHENIUM 
PALLADIUM 


* 


PLATINUM 
ALLOYS 


In all degrees of hardness for the 
requirements of the Jewelry Trade 
and other industries 


The Quality of All Our Metals and Products 


Fully Guaranteed 


PLATINUM WEDDING 
RINGS 


CHANNELED—PLAIN—ENGRAVED 


* 


JOHNSON, MATTHEY & CO. 


INC. 


Oldest Established and World-Renowned Refiners 


608 FIFTH AVENUE 


(CORNER 49TH STREET) 


NEW YORK CITY 


TELEPHONE: BRYANT 9-4645 
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“DANECRAFT” Presents 


Reg. U. S. Pat. Off 


The ““IN SERVICE” PIN 


Sterling Silver 
Design Patented 


Sold direct to retailers 


RETAILS at $2.00 


Available with the following insignia: 
Army, Navy, Air Corps, Marines 


FELCH & CO. rrovivence, 1. 








)OREADY CASH! 


2 S//VER DIAMONDS 
AND JEWELRY ~ 


—" a way to get faster inventory 
turn-over. Send us all your odds and 
ends in silver, diamonds and jewelry. We 
have a ready market for practically every 
one of these items. Being one of the larg- 
est dealers of used silver in the world we 
can pay you high prices for solid silver, 
flat and hollow ware, active and obsolete, 
new and used. We will mail you our check 
same day shipment is received. Your goods 
are held intact, awaiting your decision. 
Should you want shipment returned, we 
insure it and pay transportation charges. 
You may be certain of our prompt atten- 
tion always. 





“ JULIUS GOODMAN JOSEPH A. GOODMAN 


Julius GOODMAN s son 


77 MADISON AVE. @ MEMPHIS, TENN. 


We have been established 78 years. We cooperate 
with jewelers wishing obsolete and inactive patterns. 








FOR HONEST RETURNS 
IN 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 
JOSEPH B. COOPER & SON 


Refiners & 


Smelters 


PRECIOUS 
METALS 


OFFICE: 


26 JOHN STREET, 
NEW YORK CITY 


FACTORY: 
BROOKLYN, N. Y. 








Just Published 


FIRE IN THE EARTH 


THE STORY OF THE DIAMOND 


By 
James Remington McCarthy 


An excellently written, easily read, 
full length book on the fascinating 
subject of the Diamond. ... Recom- 
mended to the reader who wants a 
general, non-technical treatise of 
broad scope... sure to prove valu- 
able and enjoyable to the jeweler 
and layman alike. 


PRICE $2.50 
Postage Prepaid 


THE JEWELERS’ CIRCULAR-KEYSTONE 


Chestnut & 56th Sts. 100 East 42nd St. 
Philadelphia, Pa. New York, N. Y. 





THE JEWELERS’ CIRCULAR-KEYSTONE 























However, if a business is transferred and carried on in 
the same location or where it is begun with the stock of 
another store at a new location, the price ceiling goes 
with the merchandise. 

Sixth Test—Using the Nearest Competing Retailer’s 
Highest Offering Price in March for Delivery in March 
for The Same Goods. Assuming that the nearest com- 
peting retailer of the same class had an offering price the 
same goods for delivery during March, but did not 
actually deliver, this test would be applied. 

Seventh Test—Using the Nearest Competing Retail- 
er’s Highest Price for Similar Goods Delivered During 
March. If a merchant’s principal competitor did not 
deal in the same article during March, the merchant 
must look to another seller of the same class who did 
deal in the article in question, and, if this effort fails, 
the merchant may price in terms of a “similar” com- 
modity delivered by his nearest competing retailer in 
the same class. The merchant should then take the 
competitor’s undiscounted price and apply his own cus- 
tomary discounts, allowances and price differentials, if 
any, to such price. 

Eighth Test—Using the Nearest Competing Retailer’s 
Highest Offering Price to Deliver Similar Goods During 
March. If the merchant’s principal competitor did not 
deliver similar goods during March but had an offer- 


ing price for such merchandise, this test would apply. | 


APPLYING SECTION 3 (a) 


If some article offered for sale after May 18 cannot 
be priced under any of the above tests, the retailer will 
determine his maximum price in accordance with the 
formula specified in Section 3 (a) and Appendix A 
of the regulation. Here he selects from the same 
general classification and price range as the com- 
modity being priced, the comparable commodity for 
which a maximum price is established under one of 
the preceding tests and of which the seller delivered 
the largest number of units during March, 1942. He 
divides his maximum price for that commodity by the 
replacement cost of that-commodity and multiplies the 
percentage so obtained by the cost to him of the 
commodity being priced. 

It may work out that this test will not allow the cus- 
tomary markup to the cost of the article being priced 
because the percentage markup represents the spread 
between the replacement cost and the maximum price of 
the comparable article sold in March. Example: 

—A jeweler wants to sell a “blackout” pin. He did 
not carry such a pin during March and neither did a 
comparable competitor. So he looks at articles in the 
same general classification, for example, .a costume pin 
in the same price range as the “blackout” pin and of 
which he delivered the largest number of units during 
March. The maximum price for the costume pin is 
$4.95. The net replacement cost for such pins is now 
$3.25. The original cost to the jeweler of the costume 
pin is not a factor in determining the price. 
jeweler divides the maximum price for the costume pin 
($4.95) by its net replacement cost ($3.25) and ar- 
rives at a percentage figure of 152.3 per cent; the per- 
centage figure (152.3 per cent) is then multiplied by 
the net cost of the ‘blackout’. pin ($3.75) and the 
resulting figure ($5.71) becomes the ceiling price. 
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Without question you realize an unusual 
Christmas is ahead this year. Christmas gifts 
and tokens will have a special meaning. But, 
because our first consideration is to win the 
war, there is bound to be a limit to the 


amountand typeof gift merchandise available. 


Here is our advice: Order your Barbara Bates 
Manicure Gift Sets now! Be smart about 
featuring the new gift ideas we are offering 
you. Remember new conditions create new 
needs for your customers. So we have created 


lovely new gifts of the same high quality 


that made the Barbara Bates name famous.. 


If you want to be sure to receive our impor- 


tant announcement, drop us a line. 


C. J. BATES & SON, CHESTER, CONN. 
AND 366 FIFTH AVENUE, 





NEW YORK 
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or sweeps, polishings 
send it direct to 


DEE & CO. 
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PRECIOUS METALS 


PEPIN ERS fh UMAR UEAC T i | 
5S € WASHINGTON ST. ¢c 



























E® Turn Your Old 
‘Sy Gold , Silver 


Platinum 


ONEY 


OLD GOLD 


filled and plated scraps, 
silver, obsolete jewelry, 
, CIC. 


| It takes a special type of equip- 
| ment to handle every form of 
| scrap gold and waste material 
containing precious metals. 


and can serve you accurately, 
promptly and economically. 


IT 


J. 


ama 
CAGO 





Within 10 days after determining a ceiling price in 
accordance with this test, the retailer must report the 
price to the nearest OPA field office, using a special 
form provided under the regulation. 

The following questions and answers may be of 
further help: : 

Q. 1—How does OPA define “precious stones’ in 
exempting them from the ceiling regulation? 

A—This had not been fully decided late last month, 
but, besides exempting precious stones, it is clear that 
OPA intends to exempt jewelry manufactured as one- 
of-a-kind pieces in which the precious stones make up 
the overwhelming part of the value. Industrial diamonds 
are not exempted. 

Q. 2—Can Fair Trade contracts require higher prices 
than a store’s OPA ceiling? 

A.—No. If the highest price charged by a retailer 
during March was below the minimum price established 
by a Fair Trade agreement, that retailer cannot there- 
after move his price upward, even though this makes 
him continue to violate the Fair Trade contract. How- 
ever, he can apply under Section 18a for an adjustment 
in his ceiling on the ground that it is “abornally low in 
relation to the maximum prices of the same or similar 
commodities established for other sellers at retail.” No 
new Fair Trade agreement effective after May 18 may 
establish minimum prices higher than the March ceiling 
price. 

Q. 3—Suppose a retailer delivered a Fair Trade item 
at the Fair Trade price which was in effect early in 
March, and that late in March the Fair Trade price was 
raised but that he made no sale under the higher price. 
What is the ceiling? 

A.—The merchant’s ceiling is the highest price at 
which he delivered the item during March, regardless of 
the fact that the Fair Trade price was raised later in 
the month. He made no sale under the higher Fair 
Trade price. 

Q. 4—Do price ceilings apply to importers? 

A. Yes, even though the foreign producer from whom 
they buy may have raised his price to them. In some 
cases OPA may allow a “roll forward” of the higher 
prices for imported goods by asking jobbers and retailers 
to accept narrower profit margins. 

Q. 5—What will OPA do to maintain quality under 
price ceilings? 

A.—It may attempt to promulgate a set of quality 
standards to prevent evasion of price ceilings by cheap- 
ening the merchandise. 





Q. 6—If it was customary to include a tarnish-proof 
chest with the sale of certain silverware during March, 
would the elimination of the chest be permissible on the 
grounds of “saving on packaging ?”’ 

A.—No. It is held that chests for silverware are cus- 
tomarily represented as a useful adjunct to the mer- 
chandise and not as a mere package container. If the 
chest is eliminated the ceiling must be reduced pro- 
portionately. 

Q. 7—If a jeweler sold two or more items in com- 
bination at a special price (or gave a second item free 
with each purchase of a certain kind) throughout the 
month of March, must he continue the same arrange- 
ment as his price ceiling? 

A.—Yes. 
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Q. 8—lIs it permissible to compensate for narrowed 
margins by eliminating such things as free deliveries 
and expensive packages? 

A.—Yes, provided those things are not an integral 
part of the merchandise. 

Q. 9—Under the above, is it permissible to eliminate 
the practice of engraving without charge goods which 
the customer buys? 

A.—The OPA considers that engraving on a piece of 
silverware or jewelry is a part of the finished article. 
Whether it can be charged for or not depends on the 
practice of that particular establishment during March. 

Q. 10—Is a retailer required to give sales receipts to 
customers ? 

A.—If it has been his practice to give sales slips he 
must continue to do so. But regardless of past practice, 
if a customer requests it, a retailer must provide a sales 
receipt showing the date, the retailer’s name and ad- 
dress, and the name and price of each article sold. 

Q. 11—Inasmuch as a retailer has a ceiling price for 
what he sells, is there also a ceiling price for his pur- 
chases ? 

A.—Yes. Since May 11 no person may sell any 
article to a retailer at a higher price than the highest 
price such person charged to a retailer of the same class 
for the same article during March. The retailer is pro- 
hibited from paying any more for goods delivered on 
and after May 11 than the highest price charged by 
his supplier to a retailer of the same class during March. 
This is regardless of the fact that the retailer may be 
under a contract with his wholesaler or manufacturer 
for delivery of goods after May 11 at a price higher 
than the supplier’s maximum price. If a manufacturer 
or wholesaler has to apply to OPA for determining the 
maximum price of an article he did not carry during 
March, he may bill retailers at an “open price,” upon 
which partial payment may be made but in no case may 
final payment exceed the authorized ceiling price. 

Q. 12—Can a retailer apply for adjustment of an 
abnormally low maximum. price? 

A.—Yes, although Price Administrator Henderson 
says, ‘we do not expect applications for relief except 
in the most unusual circumstances.” In case of appli- 
cation for adjustment in prices of single items in one 
store or a group of stores under the same ownership, 
the retailer should file form OPA—T—1 for each item 
with the regional, state or district OPA office, producing 
evidence of the loss suffered in this particular com- 
modity or service and the effect of such loss on his over- 
all operations. A separate form for applications for ad- 
justment of maximum prices for will be 
prescribed before July 1. 

When the price abnormality applies to most of the 
articles sold by a store or a number of stores under the 
same ownership, a single application may be filed. Here, 
form OPA—T—1 need not be used, but the retailer 
must outline the nature and cause of the abnormality, 
the extent of hardship and the precise relief expected. 

If a retailer, along with other retailers, is “squeezed” 
in selling a particular article because the cost moved up 
recently and their retail prices in March had not been 
adjusted to this increase in cost, he should write to the 
Retail Trade and Services Division of OPA at Wash- 
ington, setting forth prescribed details. 
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6% x 8 Ligne, Alton, new 
thin spherical model, 10K. 
yellow rolled gold plate 
case with stainless steel 
back. Raised gold figures. 
Ratchet bracelet. 


A696—17 Jewel ..... $35.75 


Shown above are suggested 
retail prices. Your Keystone 
prices are A692 — $25.10; 
A690 — $24.30; A696 — 
$25.10; A698—$24.30. 





Below 

6% x 8 Ligne, Alton, new 
thin spherical model, 10K. 
yellow rolled gold plate 
case with stainless steel 
back. Raised gold figures. 
Ratchet bracelet. 
A692—17 Jewel.... $35.75 





Left 

6% x 8 Ligne, Alton, new 
thin spherical model, 10K. 
yellow rolled gold plate 
case with stainless steel 
back. Raised gold figures. 
Ratchet silk cord. 
A690—17 Jewel..... 


6% x 8 Ligne, Alton, new 
thin spherical model, 10K. 
yellow rolled gold plate 
case with stainless steel 
back. Raised gold figures. 
Ratchet silk cord. 


A698—17 Jewel .....- $33.75 


Send for the 1942 W&C 
Catalogue 


Weksler & Goodman. Ine. 


Distributors of Kevstone, Star. Belove. and 
I.D. Wateh Cases 


5 South 


Wabash Ave. 





Y) 


( hie: eve) 


"Hiner 
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New Giftwares 


@ Hermione of Berkeley, Calif., produces by 
hand these flowered ceramic accessories, which 
reveal a refreshing originality of design. The 
10" x 8!/."" frame retails at $16.50; the clock, 
$30. M. Wille Art Goods, 225 5th Ave., N. Y. 


@ Dorado Ware in Tuscan English bone china fea- 
@ Hand wrought Day tures an all-over metalized finish with speckled gold 
Lily pattern is one of decoration to retail from $2 to $10 each. Ebeling & 
four new floral designs Reuss, Inc., 225 5th Ave., New York. 
in sterling silver, mount- . 
ed on handsome walnut 
plaques. Ayailable in 
two sizes, at $3.75 and 
$7.75 wholesale. Sun 
Glo Studios, 225 5th 
Ave., New York. 


@ Dresser set from a 
new line, hand-painted 
by Marianne, Parisian 
artist, typifies the crys- 
tal accessories offered 
by Claude Sperling, 
225 Fifth Ave., New 
York. Wholesale price 
of the piece set, $4.25. 


. ° @ "Medici", richly or- 

oT Vt. p 7 \\, namented pattern in 

? Gi pte * . = tatty ee ee SEN Myott's English Staf- 
rst » Te E.* [of ai some > fordshire Ware is avail- 
<9 Yost oa 1s 25 isa ; ' “\\ able for immediate de- 

livery from New York 
stock. Both service plate 
and tea cup and saucer 
retail for approximately 
$21 per doz. Samples 
will be sent on request 
by Justin Tharaud, Inc., 
129 5th Ave., New York. 








“P seperate opt 6 


i 


~ Barr eae ~-% 


@ Reproductions of antique cop- 
per and strawberry lustre jugs in 
Royal Paragon English bone 
china. Six different subjects are 
stocked in New York, each in 
three sizes. Sample order of $25 
would include each of the illus- 

@ Various insignias of the armed forces are trated decorations in three sizes— 

interchangeable on picture frame, 6!/2" x 9" six pieces in all. Fondeville & Co., 

in size, available for immediate delivery in 149 Sth Ave., New York. 

pickled pine finish at $6 per doz. or in 

antique gold at $7.20 per doz. wholesale. 

A. Simkins & Co., Inc., 455 W. 45 St., N. Y. C. 
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Estimating the 
POWER of Women 


won MAJOR AWARD in Jewelry Packaging 
11th ALL-America Package Competition 


Cscar Trilsch Company made these 
packages for Jacques Kreisler—helped us 
win the Major Award. 


These are really different containers. 
Made of velvet antl lace, they are true 
examples of consummate craftsmanship 
in package construction. 2 


This is the type of work with which the 


name of Oscar Trilsch has come to be 
identified for over half a century. R< fine- 


OSCAR 
TRILSCH 


Company 
150-25 18th AVE. 


Whitestone (Flushing), N. Y. 


ment ... quality ... taste... the in- 
tangibles of good packaging are hard to 
measure. We can’t always tell you what 
they are—but we can show you, just as 
we showed Kreisler, their customers, and 
the All-America judges. 


The proof of the package is in its final 
appearance ... and in its sales. When 
you come to Oscar Trilsch for a distinc- 
tive set-up box or display, you can be 
sure you're going to get it. 
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Spode Ann HATHAWAY 


The lasting beauty of Spode is ap- 
preciated by your better customers. 






Sole Agents and Wholesale Distributors 


COPELAND & THOMPSON, INC., 206 Fifth Ave., NewYork 





THERE IS NO BLACKOUT OF A WOMAN'S 
INTEREST IN MAKING HER HOME ATTRACTIVE... 
We have assembled a special introductory package 
containing three pairs of the illustrated brackets in 
durable composition and are offering them at a 10% 
discount off the regular wholesale price—$11.00 
value for $9.90 F.O.B., N.Y.C. 


This is your opportunity to sell America’s leading 
accessory line without fear of priority restrictions. 


A. SIMKINS & CO., Inc. 


455 West 45th St. New York, N. Y. 
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HERMIONE DRESSING TABLE SET $6.00 NET 


M. WILLE-ART GOODS 


225 Fifth Avenue New York 


Hermione Handmade California Ceramics 


Cellini Craft Handwrought Sterling Silver 

Carl Sorensen Genuine Bronze 

Handwrought Sterling Silver Jewelry by Lewittes 
California Ceramics by Kay Finch and Will-George 











HERMIONE SMOKING SET $5.00 NET 


Seven Assorted Styles of 


STERLING SILVER EAR CLIPS 
$13.20 Dozen Pairs, Wholesale 


Write for literature. 


CATHAY CRAFTS CORP. ‘New york n. v. 

















THE FAD OF THE COUNTRY |! 


STERLING SILVER HEARTS 
FOR IMMEDIATE DELIVERY 


EXACTLY AS ILLUSTRATED 
ORDER BY NUMBER 


{PLAIN—$12.00 
GROSS LOTS =| ENAMEL—$19.50 

(PLAIN—$1.10 
DOZEN LOTS = | ENAMEL—$1.75 


Sterling Silver Bracelets for Hearts 
$2.00, $3.50, $6.00 per dozen 


. aa 4 Electric Hand Engraving Machine 
-_ $3.50 each. 


CHINA CRYSTAL F. LEVIT & CO. 


520 MAIN ST., HOUSTON, TEXAS 
and... 


Earthenware, Leather, [OZ i. ALWAYS SOMETHING NEW IN 











Lamps, Enamelware val ll TABLES...OCCASIONAL PIECES...DECOR 
ss : ll wf | a WRITE FOR LITERATURE 
Bronze, Figurines and vA i 4 


Woods... all, very fine H H TURCHIN CO 
examples of American i : ° . iN ° 


Craftsmanship in Amer- 230 FIFTH AVENUE NEW YORK CITY 


ica. Write for details. PEWTER 





PRACTICAL GEMMOLOGY 


Lunning Juc. my nn mera 
667 Fifth Avenue, New York THE JEWELERS’ CIRCULAR-KEYSTONE 


100 East 42nd St. New York, N. Y. 
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WPRB Curbs Wateh Production 





Watch and Clock Factories 
Must Convert for War; 
Normal Work Halts June 15 


With America’s war industry now 
in full stride and tipping the scales 
against the Axis, the War Production 
Board ‘s calling for virtually every 
* usable metal, as well as 

facilities not essential for 


pound 
skills an. 
civilian needs. 

Hence a further set of restrictions on 
the use of various metals last month 
limited what could be used in the jewelry 
industries. 


ORDER HITS WATCHES, CLOCKS 


In connection with a sweeping ampli- 
fication of the copper restriction order 
M-9-c, the WPB last month summoned 
U. S. watch producers to Washington 
and, in a small-scale repetition of their 
orders last December to the automobile 
industry, ordered the watch producers to 
convert entirely to War production. 

No watch or clock movements made 
chiefly of brass or copper can be made 
after May 31 and no inventory can be 
processed after June 15, except for “high 
priority” purchases. When watch man- 
ufacturers asked for permission to con- 
tinue watch production during a retool- 
ing period, they were told that individual 
applications for relief would be con- 
sidered on a limited basis. 

_ The watch industry is already produc- 
ing such special instruments as chron- 
ometers, used in ship navigation; elapsed 
time indicators, used in blind flying and 
airplane navigation; stop watches, val- 
uable in troop maneuvers, gun-fire obser- 
vation, and numerous other uses, besides 
time fuses and other military products. 


CLOCK INDUSTRY USED 2500 TONS 


Four clock manufacturers filed appeals 
for continued production but looked for 
only temporary relief, if any. Clock man- 
ufacturers annually used about 2500 net 
tons of copper. 

One clock-maker was said to be experi- 
menting with a low-priced metal-less 
clock, cased in waste materials with fiber 
wheels and parts. 


WPB TO RATION SILVER? 


Very soon the War Production Board 
will probably relieve Handy & Harman 
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and other silver suppliers from the in- 
formal rationing of silver undertaken 
April 28, G. H. Niemeyer, Handy & 
Harman president, predicted. This offic- 
ial rationing was seen inevitable unless 
the Government makes available to in- 
dustry some of its vast silver hoard at 
West Point. 


Handy & Harman have been desig- 
nated as advisers to the Government in 
plans being completed for converting 
some of the Treasury’s silver holdings 
into bus bars to be used in Government- 
owned aluminum and magnesium plants. 
This silver, about 40,000 tons of it, is 
being utilized as a means of conserving 
roughly tlre same amount of copper. 


MAKERS HAD TURNED TO SILVER 


In line with a great many other in- 
dustries, the jewelry trades had ex- 
panded their use of silver with the ban 
on other metals, which now include iron, 
steel, copper, tin, nickel, chromium, irid- 
ium and rhodium. When brass and 
then white metal (tin and lead) were 
ruled out, many manufacturers said that 
these bans would mean little insofar as 
net production was concerned for they 
would turn to silver, and a surprising 
number did swing into silver. 

Now many plants which have gone 
from brass to tin and then to silver say 
that production will become a problem if 
rationing of that metal becomes too 
severe. 


Jewelry men in Providence estimate 
the demand for silver in industries and 
arts is running at the rate of 150,000,- 
000 ounces yearly. The supply side they 
place at about 95,000,000 ounces an- 
nually, all foreign-mined, for the do- 
mestic production is being bought by 
the U. S. Treasury at 71.11 cents an 
ounce. The picture is worsened by the 
fact that the price-freezing order, effec- 
tive May 11, freezes the price of silver 
to the trade on the basis of the open mar- 
ket price in March for fine silver, namely 
35% cents an ounce. : 

This would appear to prohibit consum- 
ers of the, metal from bidding in compe- 
tition with the Treasury price of 71.11 
cents for the domestic silver, even if they 
were willing to pay that much in case of 
need. 


NO MORE 14 KARAT GOLD? 


Since April 1 WPB has banned the 
alloying of gold with 50 per cent or 
more copper, but this has still permitted 
even 10 karat alloys except certain pink 
and red golds of that fineness. 








14 Karat Gold May be “Out” 
To Save 12'/2 Tons of Copper; 
U. S. May Ration Silver 


Now, however, WPB is talking of re- 
ducing the copper content of any gold 
alloy to 25 per cent and reducing the 
amount of copper any jewelry manufac- 
turer may use to 50 per cent of his con- 
sumption last year. 

If copper order M-9-c be amended in 
this wise, yellow, red and pink gold alloys 
of 14 karat fineness would be out of the 
picture for the duration, leaving the 
lower karat field to palladium gold (sub- 
stituting for white gold, which used the 
now-banned nickel) and green gold 
which is an alloy of gold and silver. 

Even if every jewelry manufacturer 
got along with only half the copper he 
used last year in alloying karat gold, the 
net saving per year would be only 12% 
tons of the red metal, according to a 
generous estimate that altogether no 
more than 25 tons of copper have been 
used per year in the making of gold al- 
loys. , 


IRON AND STEEL “CRITICAL” 


General Conservation Order M-126 
early last month ordered manufacturing 
plants to stop using even steel and iron 
in the manufacture of more than 400 
common civilian products including 
among other “jewelry” items jewelry 
itself plus cigarette cases, cigarette light- 
ers, clock cases, compacts, hand mirrors, 
jewelry cases, manicure implements, and 
automatic pencils. WPB told manu- 
facturers who have been making listed 
articles out of iron or steel that they 
might not turn to any other metal ex- 
cept gold or silver to make that article 
after 90 days dating from May 5. 

This ban was seen in Providence as vir_ 
tually dooming the production of low- 
priced metal jewelry, while the outlook 
for better lines was threatened by the 
growing silver shortage. 

Despite the critical restrictions on the 
metals, a reasonably good rate of pro- 
duction has been maintained in the Prov- 
idence-Attleboro area by the use of 
silver and gold in addition to some plas- 
tics (many hard to get), wood, glass, and 
to a lesser extent, leather, seeds, shells, 
macaroni and spaghetti. 

All in all, only a revision in Federal 
legislation with the purpose of allowing 
the Treasury to release silver for civilian 
use will assure an ample supply of the 
metal for the jewelry industries, and, 
manufacturers feel, such a move is in- 
deed doubtful. 
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ANRJA Refuses to Re-Open Merger Question; 
Rejects Offer of NACJ to Negotiate 


Two Groups Prepare Separate Conventions and Shows, 
Despite Exhibitors’ Apathy and Travel Difficulties 


The prospect of having «ne big united 
organization to represent them, for 
which retail jewelers throughout the 
country have been clamoring, appeared 
more remote than ever last month when 
ANRJA flatly rejected efforts by NACJ 
to renew negotiations for a merger of 
the two bodies. 

As reported in Tue Jeweters’ Crrcv- 
tAR-Krystone for May, NACJ at a 
meeting in Chicago on April 8, voted its 
approval of a consolidation “along fair 
and equitable lines” and appointed a 
committee headed by Ralph Roessler, re- 
cently resigned president, who has con- 
sistently advocated the consolidation, to 
approach ANRJA on the subject. ‘This 
apparent change of heart on the part of 
the credit group gave rise to nope that 
a union might still be brought about, 
and that both associations had finally 
decided to put the welfare of the whole 
industry above factional interests. 

That hope, however, was abruptly 
dashed by a letter on May 2 to Mr. 
Roessler from Henry W. von Unruh 
ANRJA president, in which he set forth 
the reply of ANRJA’s executive com- 
mittee to the proposal fur a meeting to 
discuss possible formulas for amalga- 
mation of the two bodies. 

“The action of your board” (meaning 
NACJ’s original rejection of the merger 
proposal), wrote Mr. von Unruh, “auto- 
matically terminated the option, result- 
ing in an immediate rise in our member- 
ship—credit jewelers included—aided, 
perhaps, by ANRJA’s current activity 
in the instalment regulation affecting 
watches clocks and silverware. 

“This sudden turn of events caused 
our executive committee to decide upon 
inaugurating a credit department in our 
own setup, making ours an all-inclusive, 
representative retail jewelers organiza- 
tion. . 

“And so, the American National Re- 
tail Jewelers’ Association kas become 
stronger than ever before in its 36 years 
of activity, which makes the reconsidera- 
tion of one of the points originally 
proffered—the change of the name —un- 
thinkable. ... 

nite “What, then, is the answer? 
Simply that our front door is alwzys 
open to any retail jeweler who has the 
best interests of our industry at heart. 

“Therefore, in behalf of ANRJA, I 
extend an invitation to your entire mem- 
bership to come into our fold and he- 
come prime movers in OUR—YOUR 
newly established credit department. 

“Our welcome mat is out in front of 
that open door! 

Sincereiy yours, 
Henry W. von Unruh” 

That seems to spell the end of any 
present likelihood of realizing the desire 
expressed by the overwhelming majority 
of “rank and file jewelers” throughout 
the country for a “united front” in which 
one body would be recognized as_ the 
official representative and spokesman in 
matters affecting the welfare of the 
entire industry. For, even if the greater 
part of NACJ’s members should accept 
Mr. von Unruh’s invitation to join 


ANRJA as individuals, it leaves NACJ 
still retaining its corporate existence, 
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with the continuing possibility that on 
future problems as sometimes in the 
past, two groups of “official” spokesmen 
may oppose each other in public and in 
Washington to the detriment of the in- 
dustry, instead of thrashing out ‘sheir 
differences within their own association 
and then presenting a united front in 
public. 

A further consideration is, of course, 
the duplication of jewelry shows and 
conventions with which it appears the 
industry is again to be saddled. Such 
duplication—wasteful at any time—is 
especially frowned upon in the present 
emergency by Government. A letter to 
Tue Jewerers’ CrrcuLar-KEYsToNE on 
April 25 from the Associate Director of 
Defense Transportation says: 

“We look with favor upon the elimina- 
tion of as many trade conventions as 
possible. 

“We believe that anyone owning an 
automobile the use of which is necessary 
to livelihood or which is used in con- 
nection with the war effort, should not 
run up mileage for other than necessary 
travel. So far as utilization of common 
carriers is concerned, it is now obvious 
they are approaching capacity loads as 
result of increased troop movements, de- 
fense workers’ home to job transporta- 
tion, and business travel directly con- 
nected with our war effort. Prospective 
curtailment of tire allocations to bus 
lines together with the effect of gaso- 
line rationing in the east, will throw 
an additional burden upon the railroads. 

“In the face of the foregoing, do you 
not agree with us that we should not 
encourage trade conventions which are 
not closely connected with our war ef- 
forts?” 


It has been strongly hinted, and is _ 


entirely within the realm of possibility 
that railroad and bus travel may be 
severely rationed in the near future, 
with very little available for purposes 
not connected with the war or the most 
essential needs. 

Nevertheless, both associations are 
proceeding with their plans for separ- 
ate meetings and exhibits—NACJ at 
Hotel Sherman, Chicago, July 26-29, and 
ANRJA at the Waldorf-Astoria, New 
York, from August 24 to 28. 

A bulletin from the NACJ office, dated 
May 16, announces that 48 orders or 
reservations for exhibit space have been 
received (about one fourth the number 
who had booths at the joint show last 
year). The appended list shows only 
one watch house (one of the smaller im- 
porters), one brand of silver flatware, 
(this being only a tentative reserva- 
tion which has since been cancelled), 
and very little in the way of jewelry, 
most of the exhibitors being suppliers, 
of novelties and advertising services. 

Business sessions, says the announce- 
ment, will be devoted principally to dis- 
cussion of government regulations af- 
fecting the jewelry business, plus the 
regular business clinics, “and, of course, 
the social side.” 

ANRJA, likewise, is endeavoring to 
secure exhibitors for its show, but has 
not yet issued any announcement as to 
what progress it has made nor its pro- 








gram for convention sessions. In re- 
sponse to a query on these points Secre- 
tary Evans replied that the association 
was not ready to make any statement 
at this time. 


Manufacturers, Diamond Cutters 
Reach Agreement on Wage 
Reduction Up to 20 Per Cent 


Settlement of the wage dispute be- 
tween the United Diamond Manufac- 
turer’s Association, of New York, and 
the Diamond Workers Protective Union 
of America came with the signing of an 
agreement on May 12. The cutters re- 
turned to work May 13. 


The agreement, which provides for a 
20 per cent wage reduction for journey- 
men cutters sworking on larger sizes of 
diamonds (defined as a packet of 12 
stones weighing 6.60 carats or more), 
and a differently-scaled reduction up to 
approximately 15 per cent for those 
working on smaller-sized stones, has 
no definite time limit stated. 

The disagreement between the manu- 
facturers and the journeymen cutters 
occurred at the expiration of a contract 
April 1, when the manufacturers pro- 
posed a 35 per cent reduction in wages 
due to present marketing conditions. In 
an effort to keep the men at work until 
a settlement was reached, the manu- 
facturers sugested that a final agreement 
should be retroactive. This was re- 
jected by the union and cutters left work 
in 50 New York shops. The union signi- 
fied a willingness to accept a 20 per 
cent reduction, however, the figure which 
formed the basis of the current agree- 
ment. 

Although the United Diamond Manu- 
facturer’s Association and the Diamond 
Workers Protective Union approved re- 
vised standards for the employment of 
apprentices last month, the rate at 
which they have been taken on is only 
one-third as great as was anticipated, 
owing to a levelling off of shop ex- 
pansion. 





Excise Tax Yields $4,598,241 


Increasing but slightly over figures for 
the previous month, the Retailer’s Excise 
Tax on jewelry yielded $4,598,241 during 
April, based on March sales and col- 
lections. Total revenue for the first six 
months that the tax has been in effect 
amounted to $31,962,802. 

The following comparison shows the 
month-by-month collections of the tax 
compared to customary monthly percent- 
ages of sales, and their totals: 

Customary 


Amount Percentage 





of Tax of Year’s 

Month of Sale Collected Total Sales 
October -.:... $1,739,464.79....... 7.0% 
November .... 3,720,419.74....... 8.2% 
December . OBIZSG140....... 25.2% 
January ..... 8,283,693.40....... 5.6% 
February . 4,248,651.74....... 5.2% 
pee 4,598,241.68....... 6.0% 

$31,962,802.75 57.1% 





Robertson Named WPB Advisor 


Miles E. Robertson, general manager 
of Oneida Ltd., Oneida, N. Y., has been 
appointed to the silverplated flatware 
committee of the War Production Board. 
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Higher Watchmaker Standards Urged by U.H.A.A 


Chicago Convention Plans Drive for Better Training, 
Examination and Licensing, Improved Business 
and Technical Practices; Keen Interest at Sessions 


Members of the United Horological 
Association of America, in convention at 
the Hotel Morrison, Chicago, May 17-19, 
placed their organization unmistakably 
on record as not only favoring, but striv- 
ing to bring about, higher standards of 
both workmanship and business practices 
in the field of watch repairing. 

Much of the time of the convention 
was devoted to discussion and planning 
of such things as ways and means of ex- 
tending the present scope of state exam- 
inations and licensing of watchmakers, 
improvement of educational and train- 
ing methods and elimination of question- 
able business practices. U.H.A.A., in 
short, is determined to do everything 
within its power to clean up the situa- 
tion complained of in that much-dis- 
cussed article in the Reader’s Digest. 

Attendance was large and _ interest 
keen. More than 250 horologists, repre- 
senting nearly every state, registered for 
the meetings and what is more, faith- 
fully attended every session of the three 
days, listened attentively to the speakers 
and took active part in the discussions. 

Proceedings got under way on Satur- 
day, May 16, with meetings of the execu- 
tive board and various committees. The 
first general session, which convened at 
130 p.m. on Sunday, the 17th, opened 
with reports of standing committees and 
officers, high-lighted by Secretary Orville 
R. Hagans’ review ‘of the past year’s 
accomplishments of the association and 
its present strength. Only two state as- 
sociations, Mr. Hagans pointed out, are 
now lacking complete affiliation with the 
national body, and one of these—Ten- 
nessee—has partial affiliation. Member- 
ship is high with 2157 active members at 
the close of 1941, and a total enrollment 
of 12,811 in all classes—this in spite of 
the fact that more than 100 former ac- 
tive members are now in the armed 
forces, and excused from paying dues 
and so not included in the above total. 

Feature of the Sunday afternoon ses- 
sion was a panel discussion in which 
the members of the examining boards of 
the three states that have watchmaker 
examining and licensing—Wisconsin, In- 
diana and Oregon—described the work- 
ings of the system in actual practice and 
acted as an “Information Please” board 
of experts to answer questions from the 
floor. 

At the evening session the convention 
was officially welcomed to Chicago by 
S. G. Brolin, president of the Chicago 
Horological Guild and chairman of the 
local convention committee. He was fol- 
lowed by Association President J. P. 
Sommer, who. taking as his theme, “In- 
spiration,” told of the help, both practi- 
cal and spiritual, that he had received in 
his six years of membership in the 
U.H.A.A., during the last two years of 
which he has served as president. 

B. W. Heald, legal adviser of 
U.H.A.A. and chairman of the State Li- 
censing Boards. described interesting de- 
velopments of the licensing law, pointing 
out how the enactment and enforcement 
of this legislation had cleaned up price 
advertising in Wisconsin and acted to 
protect the interests of both the public 
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and the ethical watchmaker. The session 
closed with an informal talk by Frank 
Foegler, Cincinnati, Ohio, first president 
of the association, who told of the early 
struggles of the group to establish itself 
and its first efforts in the direction of 
better educational, ethical and business 
standards for which the U.H.A.A. has 
worked so vigorously ever since. 

Monday morning was given over to an 
inspection of the plant of the C. & FE. 
Marshall Co., and the afternoon was oc- 
cupied by a further business session 
marked by a number of outstanding ad 
dresses. 

John De Vogel, president of the New 
York State Horological Association and 


member of the U.H.A.A._ executive 
board, talked on _ salesmanship and 
watchmakers, and gave his _ listeners 


many sound and usable bits of advice 
and information as to how the legitimate 
watchmaker can build a bigger and bet- 
ter business. 

George TT. Gruen, secretary of the 
Gruen Watch Co., described the tech- 
nique of making watchcases, and Walter 
J. Kleinlein of the Waltham Watch Co. 
presented a highly informative and in- 


teresting paper on isochronism, illustrated 


with diagrams. The technicalities of the 
subject make it impossible to digest it 
here in the space available but his paper 
will be presented in some detail in a 
later issue. Gilbert O. Fisher, Chicago, 
told of the gemological movement and 
its practical application and value to 
the business of the retail jeweler. 

Wm. O. Smith, director of the Western 
Pennsylvania Horological Institute, dis- 
cussed “Modern Methods of Teaching 
Horology in Technical Schools” and 
urged that the required course of study 
should be not less than 18 months, which 
he stated was the minimum in which a 
boy could be properly grounded in the 
necessary fundamentals of his craft. 


-——. 
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Theory and practice should be combined 
and go hand in hand in the curriculum, 
he recommended. 

Further talks on educational methods 
and standards were presented by C. H. 
Smith, president of the Chicago School 
of Aircraft Instruments, who discussed 
“Aeronautical Instruments and The 
Watchmaker,” and William J. Watkins, 
chief instructor, American School of 
Aircraft Instruments, California, whose 
subject’ was “How You Can Best Serve 
America as a Watchmaker.” He dwelt 
upon the need for skilled aviation instru- 
ment workers—a kind of work for which 
watchmakers are especially well suited 
by experience and training, but pointed 
out that in order to become a competent 
craftsman in this specialized field, fur- 
ther specialized training is necessary. 
The profession holds an attractive fu- 
ture for the post-war years as well as 
immediate present, Mr. Watkins believes. 

Charles Fetter, president, American 
Time Products, talked on modern meth- 
ods of scientific repair service with par- 
ticular reference to the use of modern 
timing devices, and Mr. Boswell of the 
Elgin National Watch Co. discussed 
modern achievements in metallurgy in 
the watchmaking field. 

At the evening session, Col. Wm. H. 
Bright, national vice-president of 
U.H.A.A., described the service that 
watchmakers can render in the present 
national emergency and urged his hear- 
ers to rise to the occasion. He was fol- 
lowed by Henry W. von Unruh, presi- 
dent of ANRJA, who took as his topic. 
“Cooperation Between the Watchmaker 
and Jeweler,” pointing out how each 
can and should help the other. . 

J. E. Coleman, clock editor of the 
American Horologist, described the his- 
tory of development of American clocks, 
particularly in the early days and Wil- 
liam H. Samelius presented an interest- 
ing comparison of-the education, train- 
ing and standards of workmanship of 
the old time watchmaker with those of 
the modern horologist. 

Fred V. Cole, editor of Tur JeEwEtrrs’ 
Cmcvutar-Keystone, dealt with mislead- 
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Seated, left to right, are the new U.H.A.A. officers, Orville R. Hagans, Denver, Colo., execu- 

tive secretary-treasurer; Col. William H. Bright, Waltham, Mass., president, and John 

DeVogel, Albany, N. Y., vice-president. Standing are Joseph Obmann, St. Louis, Mo.; John 

J. Nooyen, Santa Monica, Cal.; J. P. Sommer Pittsburgh, Pa., and B. W. Heald, Milwaukee, 
Wis., all national executive board members. 
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Chronometers 
and 
Sextants 
WANTED! 


LARGEST AND BEST EQUIPPED CHRONOMETER REPAIR SHOP IN AMERICA 


Authorized by the Navy Department to procure them, we will 
pay you a fair price for your chronometer . . . regardless of its 
condition. Also for chronometer clocks and sextants. Railroad 
watches and Waltham auto clocks, too, if they have winding indi- 
cators. A fair price guaranteed. No obligation on your part. 


Our expert mechanics are specially trained for the intricate re- 
pair work required. After being completely overhauled, chro- 
nometers, etc., are then turned over to the government at the 
Navy’s appraised valuation. 
SHIP TODAY. FAIR PRICE GUARANTEED. 
NO OBLIGATION ON YOUR PART. 
SPECIALIZING IN REPAIRING, COMPLICATED TIME-KEEPING MECHAN- 


ISMS, MARINE CHRONOMETERS, AVIATION CHRONOGRAPHS, SEXTANTS, 
REPEATER WATCHES AND STOP WATCHES. 


ESTIMATES CHEERFULLY FURNISHED 


ROTH BROS. CHRONOMETER CO. 


104 EAST 23RD ST. NEW YORK CITY 














ing advertising and unethical business 
practices in the watchmaking field, illus- 
trating his talk with “horrible exam- 
ples,” and recommended concerted coop- 
erative action by ethical watchmakers 
working through their national and local 
associations to clean up these evils by a 
combination of legislation and moral 
suasion. John J. Nooyen, president of 
the California Horological Association, 
closed the session with an inspiring ad- 
dress on “Human Relations,” emphasiz- 
ing the need for recognizing that men 
are not impersonal machines. 

Tuesday’s session featured a talk by 
L.. R. Douglas, secretary of the Indiana 
State Board of Examiners, who pointed 
out the need for adequate pricing of 
watch repair work and presented a pre- 
liminary report of the national survey 
now being conducted by U.H.A.A. to de- 
termine typical watch repair prices in 
various parts of the country. J. J. Look- 
abaugh of Henry Paulson & Co. de- 
scribed the application of modern science 
to horology. 

The remainder of Tuesday’s sessions 
was given over to business affairs of the 
association. Resolutions adopted included 
one that a committee be appointed by 
the trustees for the purpose of promot- 
ing to the public the idea of National 
Watch Inspection Week, and one pre- 
sented by the Oregon State Association 
recommending that an arrangement be 
set up under which watchmakers in var- 
ious cities might make chronometer parts 
which, in turn, could be assembled into 
complete instruments for the use of the 
armed forces. A third resolution urged 
the jewelers and watchmakers to set the 
hands of all non-running display clocks 
at 7.55, as a reminder of the hour and 
minute at which the first shot was fired 
in the sneak attack upon Pearl Harbor. 

Officers elected for the ensuing year 
are: Former Vice-President Col. Wm. 
H. Bright, Waltham, Mass., as_presi- 
dent; John De Vogel, Albany, N. Y.,, 
vice-president, and Orville R. Hagans, 
Denver, Colo., executive secretary and 
treasurer. 

J. P. Sommer, retiring president, was 
elected to the executive board in place 
of Mr. De Vogel and John Nooyen, 
Santa Monica, Cal., was also added to 
the board, replacing T. F. Barnes, Grand 
Rapids, Mich., who had expressed his de- 
sire to retire. 

The convention officially adjourned at 
the close of the afternoon session but 
most of the conventioners remained for 
the enjoyable banquet and entertainment 
in the evening before departing for their 
home. 


Donor Must Pay Excise Tax on 
Taxable Items Given as Bonuses 


The National Wholesale Jewelers As- 
sociation has been informed by Capt. S. 
D. Bliss, Deputy Commissioner of In- 
ternal Revenue, that the giving of tax- 
able articles as prizes or bonuses in sales 
campaigns in lieu of money, constitutes 
a taxable transaction and the company 
giving the premium is considered to be 
the one who sells at retail. In such cases, 
the tax is to be computed on the usual 
retail selling price of the premium at the 
time title to the premium passed to the, 
person receiving it as a prize or bonus. 
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WPB Says It Won't Issue 
Inventory Curb Order 
Without Consulting Sellers 


Announcement by the War Production 
Board on May 22 of its intent to limit 
wholesale and retail inventories to “a 
practical working minimum provoked a 
storm of panicky reactions, especially 
when some newspapers published a “first 
draft” of the inventory curb. 

However, three days later two Govern- 
mental big-wigs delivered reassuring 
statements. James S. Knowlson, direc- 
tor of WPB’s Industry Operations, de- 
clared that “considerable confusion has 
been caused in business circles by specu- 
lation about the announcement that WPB 
is considering action to require stores to 
reduce their stocks to ‘practical working 
minimums’.” 

“This problem,” he went on, “is being 
considered by the War Production Board 
as reported, but no definite decision has 
been made. Further deliberations are 
necessary because of the many practical 
problems involved, and a final decision 
will probably not be made for some time. 

“It appears that preliminary drafts 
of such an order have been circulated and 
it should be understood that these are 
ideas and suggestions only, and do not in 
any sense represent a decision on the part 
of WPB.” 

Same day War Production Chief Don- 
ald Nelson said that retailers and whole- 
salers should “avoid making panic deci- 
sions in an effort to anticipate a 
regulation which will not be issued for 
a numbér of weeks and will not become 
operative for several months thereafter.” 

Before any official action is taken, Mr. 
Nelson said, representatives of retailers 
and wholesalers will be called into con- 
sultation. 

Under the so-called “first draft,” since 
repudiated by WPB, the order would not 
apply to any producer or distributor 
whose inventory on March 31 was less 
at current cost than $20,000, except the 
distributing units of a chain. 





6.1. A. Bosereen Named, 
Herschede Again Chairman 


At the meeting of the board of gov- 
ernors of the Gemological Institute of 
America, held at the Edgewater Beach 
Hotel, Chicago, Edward F. Herschede 
of Frank Herschede Co., Cincinnati, was 
re-elected chairman of the board, Henry 
G. Birks of Henry Birks & Sons, Ltd., 
Montreal, was re-elected vice-chairman, 
and Leo L. Vogt of Hess & Culbertson 
Co., St. Louis, was elected secretary. 

Other governors elected include Carl- 
ton G. Broer, Broer-Freeman Co., To- 
ledo; Nolte C. Ament, Geiger & Ament 
Co., Louisville; James D. Dougherty, 
J. B. Hudson Co., Minneapolis ; Louis 
Esser, Louis Esser Co., Milwaukee; My- 
ron Everts, A. A. Everts Co., Dallas; 
Paul S. Hardy, Hardy & Hayes Co., 
Pittsburgh ; Oscar Homann, E. B. Brown 
Co., Omaha; John S. Kennard, Hodgson- 
Kennard & Co., Boston; C. I. Josephson, 
Jr Moline; H. Paul Juergens, Juergens 

Anderson Co., Chicago; Frank H. 
Maier, Maier-Berkele, Inc., Atlanta; 
Jerome B. Wiss, Wiss Sons Inc., New- 
ark; Perey K. Loud, Wright, Kay & Co., 
Detroit, and Fred B. Thurber, Tilden- 
Thurber Corp., Providence. 

At the meeting, a vote of thanks was 
extended to James Donavan, Jr., of 
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Donavan & Seamans Co., Los Angeles, 
for the gift of two diamonds to the In- 
stitute for use as grading standards, 
and to Cecil A. Allen of Cranbury, N. 
J., for a gift of zircons to the G.I.A. 
Eastern Laboratory. 


Washington RJA Elects Burnett, 
Hindley Secretary for 20th Year 


Drawing delegates from all parts of 
the state, the Washington RJA held its 
29th annual convention at the New 
Washington Hotel, Seattle, May 10 and 
11. Louis H. Burnett, Burnett & Sons, 
Tacoma, was elected president; Samuel 
Hawkes, Yakima retailer, first vice-pres- 
ident, and Charles H. Larne, Seattle re- 
tailer, second vice-president. Dr. W. J. 
Hindley, former mayor of Spokane, was 








LOUIS H. BURNETT  W. J. HINDLEY 


re-elected to the office of secretary- 
treasurer for the 20th successive year. 
Members of the board of directors 
chosen at the convention include Harry 
A. Arold, Hardy’s, Inc., Seattle; M. M. 
Cohan, M. M. Jewelers, Spokane; Simon 
Burnett, Burnett Bros, Inc., Seattle; H. 
Mahncke, Mahncke & Co., Tacoma; Jerry 
L. Cundiff, Glimme & Cundiff, Walla 
Walla, and John Penn Fix, Geo. R. Dod- 
son, Inc., Spokane. 

An open forum on war regulations 
featured the sessions with speakers 
pointing out that the jewelers will doubt- 
less be confronted with more than usual 
wartime restrictions because of luxury 
items. Jewelers were urged to collect 
delinquent “open accounts” as quickly 
as possible because they must deny credit 
to persons who do not pay in full by 
the tenth day of the second month from 
the date their obligations were incurred, 
unless the account is transferred to an 
installment basis with regular payments 
of at least $1.25 a week or $5 a month 
spread over no longer than six months. 
Installment sales must have at least a 
third down and the balance distributed 
over not more than 12 months, with 
payments no less than $1.25 a week or 
$5 a month. 

Citing these new requirements was E. 
N. Phelan, manager of the retail trade 
bureau of the Seattle Chamber of Com- 
merce. Mr. Phelan said “The Govern- 
ment expects charge accounts to be paid 
when due, and if a customer cannot pay 
in full when his charge account is due, 
then the has one additional month in 
which to pay. In other words, a charge 
account made during June must be 
paid in full before Aug. 10.” 


New installations of air-conditioning 
and commercial refrigeration equipment 
except to meet war and essential civilian 
requirements were banned in WPB gen- 
eral limitation order L-38 issued May 
15. New installations designed solely for 











Listen U. S. A.! 
Order Now for 
June Weddings! 


Write for new, exclusive “Four 
Roses” Love-Abel Wedding Ring— 
hand-carved as usual 








7 m/m Wide 


ABEL GLAMOROUS LOVE RINGS 
ARE ALLURING. Insist on the gen- 
uine “Abel Love Ring’”’ which we have 
invented, introduced and popularized 
at great expense. Every ring carries 
our well known trade mark—a Dell 
with the letter “A” inside. Made in 
many widths from 2 m/m to 15 m/m. 
The price on each pattern is the same 
for all finger sizes from size 3 to size 
8—making it easier for jewelers to 
sell. Rings illustrated also available 
in wider widths—or we can add our 
“Society Ensemble” sides in either 
white or yellow gold. By so doing we 
can make these rings up to 15 m/m 
wide. Be sure to take advantage of 
the tremendous opportunity for great- 
er profits by also featuring the 
ROMEO GROOMS LOVE-WEDDING 
RINGS. Double sales by selling a 
groom’s ring with each bride’s ring. 
We also feature LOVE-WEDDING 
RINGS set with genuine Oriental 
Rubies. Made also in 3%; 4, 5, 7%, 
and 6 m/m widths at proportionate 
prices. Ask to see our Good Luck 
Four Leaf Clover Ring. Send for 
liberal memorandum selection. all 
charges prepaid, in our beautiful dis- 
play stand. 





WHEN BETTER, FINER LOVE WEDDING 
RINGS CAN BE MADE, ABEL OF N. Y. 
WILL BE THE FIRST TO MAKE THEM 








814 m/m Wide 


ABEL BROS. & CO. 


Abel Building—Dept. J.C.K. 
16-18 MAIDEN LANE 
NEW YORK 
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A novelty 

. . but 
extremely 
practical 


The perfect gift item for wed- 
dings, amniversaries, bridge 
prizes, birthdays, etc. 


CARVING TONGS 


America’s finest and 
smartest stores and gift 
shops feature this profit- 
able tongs for holding 
fowl or roast on platter 
or for taking from oven. 


PROMPT DELIVERIES 


Chrome finish 
$13.80 per doz. 
$2.00 each retail 
Onadruple silver plate 
$27.00 per doz. 
$4.00 each retail 
plus Federal tax 
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Write today. 


ATTENTIO 


Karvit Division 


QUEEN CITY BUCKLE MFG. CO. 


CINCINNATI, OHIO 














APRIL JEWELRY SALES UP 18 PER CENT 
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MB NON-REPORTING STATES 
Al uaaala ney -ve- 


Sales in independent jewelry stores during April, 1942, were 18 per cent 
greater than those for the same month of 1941 according to data supplied 
by 783 jewelry stores in 32 states to the Current Statistical Service of the 


Census - Bureau. 


Jewelers’ sales for the first four months of 1942 exceed 


the corresponding part of 1941 by 24 per cent. 


_~ 


April’s figures, although not up to 
the March rate of gain over the previous 
year, actually topped the March dollar 
volume by 8 per cent. Regionally, New 
England led other sections with a 26 per 
cent gain over 1941 figures, and the Paci- 
fic states, Washington, Oregon and Cali- 
fornia, took second place with an in- 
crease of 23 per cent. 

Indiana, which had been far in the 
rear in comparing March sales with the 
previous year, rose to first place in 
April with a reported gain of 30 per 
cent. Iowa, another newcomer to top 
honors, came second with sales averaging 
29 per cent better than April, 1941. 
Michigan, another relatively low state in 
March, took third honors with an in- 








crease of 27 per cent. Massachusetts, 
Washington and California divided hon- 
ors for fourth place with sales averag- 
ing 26 per cent above those for April 
1941. 5 

Only three other states achieved sales 
averaging 20 per cent above those for 
April, 1941:. Connecticut and Oklahoma, 
23 per cent, and Arkansas, 20-per cent. 
Other states dipped relatively low, al- 
though none reported sales below those 
of April, 1941. 
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years: 


Sales for April, 1942, were 
Sales for April, 1941, were 
Sales for April, 1940, were 
Sales for April, 1939, were 
Sales for April, 1938, were 








RETAIL JEWELRY SALES 
Month by month for the past five 


Taking January, 1938, as 100: 
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First Cuban Diamonds Shipped 


Cutting and polishing diamonds has 
become one of Cuba’s new industries and 
the first output, about 150 stones, was 
recently shipped to the United States. 
Cuban apprentices under the direction 
of technicians who are refugees from 
Europe, work on rough diamonds which 
come from South Africa via the United 
States. 
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Steals Time, Does Ditto 


John Shourds, accused of kicking in 
three jewelry store windows and steal- 
ing scores of watches, found himself in 
the Minneapolis city jail without time 
on his hands. Police took his own 
watch away because they couldn’t de- 
termine which, if any, of the numerous 
time-pieces in his possession was really 
his. 
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LABOR AND MANAGEMENT AID WAR EFFORT 


The Jewelry Crafts Association and the International Jewelry Workers Union, local 1, gave 
support to the War effort May 25 with the presentation of checks totaling $3,552 to repre- 
sentatives of the Greater New York-USO campaign committee .and the New York chapter 
of the American Red Cross. The sum represented overtime pay for members of the union, 
who worked on May |, which their contract designates as a holiday. When the employees 
volunteered to work that day and contribute their overtime to the War cause, the employers 
agreed to pay them the time-and-half rate specified for the day. Left to right in the photo- 
graph, taken at the presentation ceremony, are Henry L. Sperling, executive secretary of the 
Jewelry Crafts Association; Andrew Leredu, secretary-treasurer of the Jewelry Workers 
Union; Mrs. Thomas S$. Lamont for the Red Cross; William B. Ogush, president of the Jewelry 
Crafts Association; J. W. Schwab, vice-president of the Greater New York-USO Joint War 
Appeal, and Mary F. Rouse, American Federation of Labor staff representative at the New 


York USO Labor Division headquarters. 





Manufacturing Jewelers 
Press Efforts to Obtain 
War Production Orders 


From 15 to 20 per cent of the com- 
penies comprising the Providence-Attle- 
boro jewelry industry are now working 
on Government orders, according to 
well-informed estimate. 

Equipment for the most part is still 
considered unsuitable for conversion. 
Some of the larger jewelry makers are 
reported to have anticipated the ban on 
metal needed for normal production and 
to have purchased machinery for the War 
work before the market for equipment 
became as tight as now. 

Some Providence concerns are getting 
contracts, filling what part they can and 
farming out the remainder. At least 
one company received Government con- 
tracts totaling more than $1,000,000 but 
was unable to fill as much as half of the 
order in its own plant. 

In New York Edward H. O’Brien has 
been loaned by the New York State Di- 
vision of Commerce to the Jewelers War 
Production Committee and he accom- 
panied a group of New York jewelry 
manufacturers to the Naval Torpedo 
Station at Newport, R. I., where several 
of the party submitted bids for torpedo 
parts. 

In Newark, jewelry manufacturers are 
going after substantial war contracts, 
pooling their facilities and using the 
Shiman Mfg. Co. as the prime contractor. 





instalment Institute Proposed 
For "Research", "Education" 


_ Some sort of “super organization” of 
instalment credit sellers has been talked 
about during the last few months. Appar- 
ently, it moved several steps toward 
existence at a meeting of some 150 in- 
stalment executives, called together last 
month for a conference in New York by 
Cecil D. Kaufmann, head of the Kay 
Jewelry stores. 
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The gathering took the form of a 
dinner meeting at the Waldorf-Astoria 
Hotel the night of May 18. Though the 
press was not invited and requests of 
the business press to attend were ac- 
tually refused, it was learned that the 
credit interests present represented firms 
in 18 states. 

Decision was to proceed with the or- 
ganization of an “Instalment Institute,” 
with subordinate divisions for the prin- 
cipal instalment credit industries in- 
cluding furniture, clothing, jewelry and 
possibly others. 

Purpose of the institute, it was de- 
clared, would be “research and education.” 


F. T. C. Says Chicago Wholesale Co. 


Used Fictitious Catalog Prices 


Trading as the Chicago Wholesale Co., 
Sidney B. Koller and Bernice Feitler, 
230 W. Monroe St., Chicago, were 
charged in a Federal Trade Commission 
complaint with misrepresentation in the 
sale of jewelry, silverware, luggage, gift- 
ware and other merchandise to consum- 
ers buying for their own use and not 
for retailing, and to dealers who or- 
dered specific articles selected by cus- 
tomers from the respondents’ catalogs. 
The complaint alleged that the respond- 
ents represented the list or catalog 
prices set out in their catalogs as the 
prices at which the type of merchandise 
they handle is ordinarily sold by retailers, 
and that the differences between their 
catalog or list prices and the net prices 
(catalog prices less the stated discounts) 
represented savings to purchasers from 
the customary retail prices. According 
to the complaint, the catalog prices 
were fictitious and substantially in ex- 
cess of prices at which their class of 
merchandise was sold at retail and were 
not prices at all but arbitrarily fixed 
amounts which, when reduced by the 
stated discounts, represented the prices 
charged by the respondents for the va- 
rious articles they sell. 
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You Can't Beat 


BUCKLE 


Constantly in demand . . 


these prices you can make yourself 


a handsome profit. 
WE CAN DELIVER. 


Tongue buckles .. . 
with assorted shields for 


18.00 to 30.00 per doz. 
TIE CLASP and BUCKLE SETS 


Cavalier sterling silver and 
gift boxes. 


21.00 to 36.00 


per dozen sets 


heavy silver 
monogram 


and at 


gold. tn 



































America's 
finest 
LEATHER 
belts 


BRAXTON 
BELTS 


No ersatz or sub- 
stitutes — but GEN- 
UINE leather. The 
‘only belt in the 
world with patented 
double-comfort fea- 
ture which prevents 
sliding and slipping. 


Brown or 
black calf 


per doz. 


24.00 


Pigskin 
per doz. 


27.00 


ATTENTION SALESMEN 


Slip a few samples into 


your case and 


make expenses selling these as a side- 


line. Write for details. 


BRAXTON Divisio 


ica 


QUEEN CITY BUCKLE 


CINCINNATI aH 
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ROTARY CLUBS will 
change officers in the 
near future. Many clubs 
will present gold em- 
blems to retiring Presi- 








WEFFERLING, 
BERRY & CO. 


Makers of 
Emblematic 


8B ROSE ST., 


fine Jewelry 


NEWARK, N. J. 





PIN SPRAY 


Made in beautiful transparent vari-colored 
hard enamels on sterling silver and set with 
genuine marcasites. Attractively priced. 


See our large line of Miraculous Medals 
in Sterling Silver, set with Birthstones, - 
Motor-of-Pearl or Onyx. G/F. Spray Pins. 


FRENCH JEWELRY CO. 


137 S. Eighth St. Philadelphia, Pa. 
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Michigan Jewelers, Horos, Told 
Continuation of Business Necessary 
To Preserve Economic System 


“Business as usual is dead, but busi- 
ness must not die,” stated Kenneth W. 
Hinks, vice-president of J. Walter 
Thompson 0o., Chicago advertising 


- agency, in one of the principal addresses 


at the 37th annual convention of the 
Michigan RJA, meeting in conjunction 
with the Michigan Horological Associa- 
tion in the Pantlind hotel, Grand Rapids, 
May 10-12. Speaking on “Your Busi- 
ness, My Business and Our War Ef- 
fort,” before the 300 jewelers attending, 
he said “We have only one national ob- 
jective, to protect our families, to pro- 
tect ourselves from those forces which 
threaten us With complete destruc- 
tion.” Declaring that many Americans 
could not serve in the armed forces or 
produce goods for those forces, he said 
“When you and I work“hard in our 
businesses we are serving our economic 
system, and in so doing we are helping 
rather than handicapping our national 
effort.” 

Paul E. Morrison, Kalamazoo, retiring 
president of the RJA, gave a report of 
the work of the organization during the 
last two years, a feature of which was 
passage by the state legislature of the 
trade diversion bill that prevents indi- 
viduals from ordering jewelry on the 
credit of companies for which they 
work. In addition, Tommy O’Connell, 
Elgin National Watch Co., Chicago, 
spoke on the “Watch Situation” and Otis 
Cook, Lansing, discussed “War Prob- 
lems Of The Retailer.” 

One of the highlights of the conven- 
tion was a general discussion led by the 
new president of the RJA, Orville L. 
Chutch of Alma, together with James 
Swartchild, Chicago supply house rep- 
resentative. In the discussion, the fol- 
lowing facts were brought out: 

Watches are essential in the war and 
material needs for new merchandise and 
repairs will not be sidetracked. Some 
other items may be curtailed, but supply 
house representatives expressed confi- 
dence in ability to meet most needs. 

It may be necessary to wait a little 
longer for repairs, however, because of 
heavy demand on manufacturers for 
other items, such as parts for precision 
instruments used in war. It was sug- 
gested that retail repair shops exchange 
parts for the duration, taking some of 
the load off the supply houses by making 
full use of local stocks. 

Other speakers who appeared on the 
program were S. H. Gorsline of Battle 
Creek who spoke on, “Business and 
War,” Arthur Fertig of New York 
City, speaking on “Government Regu- 
lation of Your Business,” and C. I. 
Josephson of Moline, Ill., regional vice 
president of ANRJA. 

At the election of officers for the RJA. 
those named in addition to Mr. Church 
were Albert Nieboer, Grand Rapids, first 
vice-president; Roy Wethered, Flint, sec- 
ond vice-president; Howard Doxtador, 
Lansing, secretary, and Bert Vanden- 
berg, Grand Rapids, treasurer. The 
latter two were re-elected. 

The MHorological association elected 
Sid Thompson of Mt. Pleasant, presi- 
dent; H. C. Cole of Jackson, vice-presi- 
dent, and Stanley Gaver of Grand 
Rapids, secretary-treasurer. T. F. Barnes 
of Grand Rapids, retiring president, was 
appointed chairman of the board, other 
members being Roy Wolf, Greenville; 
John Bacon, Kalamazoo; Jesse Berry, 











Lansing, and Albert Carlsen, Cadillac, 

The Wolverine ‘Travelers, a salesmen’s 
organization, elected R. J. Than, De- 
troit, president; Joseph P. Keating, 
Grand Rapids, first vice-president; Wil- 
liam T. Hill, Chicago, second vice-presi- 
dent, and E. L. Gautherat, Detroit, sec- 
retary-treasurer. John M. Parker, Grand 
Rapids, was named representative. 

Rare stones, mostly from Brazil and 
other South American countries, were ex- 
hibited in connection with the conven- 
tion, by out-going president Paul E. 
Morrison. Included in the exhibit were 
many stones in the rough, a 40-carat rare 
blue topaz from Brazil and pink and 
green beryls of 37 carats each. 


Jewelers Mutual Insurance Co. 
Elects New Directors and Officers 


At the annual meeting of the policy- 
holders of the National Jewelers Mutual 
Fire Insurance Co., held at Green Bay, 
Wis., following the annual convention 
of the Wisconsin RJA May 6, J. R. 
Chapman, Oshkosh, and T. J. Dale, 
Kenosha, Wis., were re-elected to three- 
year terms on the board of directors, 
Samuel Dalin, West Allis, was named to 
succeed Leonard M. Nelson who died 
during April. 

At the meeting of the directors fol- 
lowing, J. H. Stouthamer, Milwaukee, 
was elected president succeeding the late 
Mr. Nelson; E. R. Fuchs, Milwaukee, 
was elected vice-president; A. W. An- 
derson, Neenah, was re-elected secretary 
and Henry F. Stecher, Milwaukee, was 
re-elected treasurer. I. W. Andersen, 
Neenah, was re-elected assistant secre- 
tary, and G. M. Jeffrey, also of Neenah, 
was re-elected underwriting manager. 


COVERS 8 HAZARDS 


EXTENDED COVERAGE 
ENDORSEMENT 





Now! Your property can 
be protected against all 
these hazards in one 
policy! 
Covering: 

Fire Loss 

Windstorm 

Hail Loss 

Explosion 

Aircraft 

Vehicles 

Smoke Damage 

Riot Loss 


Write today for full 
particulars. 


Present dividends on fire policies 
33 1/3%—25% on windstorm and ex- 
tended coverage. 
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Kansas Jewelers and Watchmakers 
Warned of Impending Sales Tax; 
Strickler, Loomis Are Elected 


Speaking at the joint convention of 
the Kansas RJA and the Kansas Horo- 
logical Association, held at the Allis 
Hotel, Wichita, May 2-4, Frank Prfief- 
fer, Parsons jeweler and regional vice- 
president of ANRJA, predicted a fed- 
eral sales tax and stated that although 
jeweler are not complaining about war- 
time taxes, they must be prepared to 
ward off any “confiscatory taxes.” James 
McBride, Wichita finance expert, main- 
tained that a wage and salary tax would 
be more equitable than a sales tax and 


B. A. STRICKLER 
New Kansas 
R.J.A. President 





would tend to keep taxes down since 
wage earners could see clearly just how 
much revenue they were paying the 
government. Other speakers on the pro- 
gram included EK. R. Kessler of the 
Jewelers Security Alliance, Kansas City, 
who spoke on crime prevention; O. F. 
Sullivan, mayor of Wichita, who wel- 
comed the delegates, and Harold_.Ma- 
lone, state representative, who discussed 
legislative matters concerning the jewel- 
ers. 

Over 300 watchmakers, jewelers, sales- 
men and their wives attended the con- 
vention, which was a social as well as 
a busines success. A stag party for the 
men, various prizes for the ladies and a 
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JosepH M. Ansnincer, 42, Evansville, 
Ind., jeweler and watch repairer, died 
April 10. 

Harry J. Basy, 72, veteran Chicago 
jeweler and former manager of the dia- 
mond department of Moore & Fvans, 
diel May 20. 

Max Bauman, 64, Western representa- 
tive for O. J. Somers Co., New York 
diamond importers, died during March. 

James C. Berrer, 99, retired Cata- 
Sauqua, Pa., jeweler and a veteran of the 
Civil War, died April 23. 

C. J. Brose, Pittsburgh, Pa., jeweler, 
died May 4. 

Joun W. Boone, 72, veteran Atlanta, 
Ga. jeweler, died April 28. 

Cuartes H. Broapsent, 77, originally 
a manufacturing jeweler in Utica, N. 
Y., and subsequently a retailer in Utica 
and Gloversville, died April 21. 

Cart A. Cartson, a native of Sweden 
and for many years a Seattle, Wash., 
watchmaker, died in Hollywood, Cal., 
May 10. 

Louis A. Cuiauettn, 55, for 23 years 
a member of the firm of Fischer, 
Chiquelin & Scholl, Louisville, Ky., en- 
gravers, died May 18. 

Wittiam G. Coprin, 66, Paola, Kan., 
jeweler for 42 years, died May 3. 

James T, CuNNINGHAM, 58, sales man- 
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continuous musical program were fea- 
tures of the meeting, and a banquet, 
complete with floor show and dancing 
brought festivities to a close. 


Officers elected to head the associa- | 


tion are B. A. Strickler, Salina, presi- 
dent, and W. B. Brasfield, Wichita, 
secretary-treasurer. Directors include 
Frank Pfeiffer, Parsons, chairman; John 
Davis, Topeka; H. J. Tholen, Hays; 
V. E. Underwood, Osage City; R. J. 
Raplee, Salina; Lloyd G. Stoner, Lib- 
eral; Henry Silverstein, Wichita; Carl 
P. Eliffier, Independence, and P. E. 
Loomis, Sterba Jewelry Co., Newton. 

The Kansas Horological Association 
re-elected P. E. Loomis, Newton, presi- 
dent; Frank Kessler, Ellsworth, vice- 
president; Norman L. Osborne, Wichita, 
secretary, and Frank Janzen, Newton. 
treasurer. Mr. Brasfield was elected 
national trustee. 





Air Raid, Blackout Suggestions 
For Stores Suggested by OCD 


A 15-page pamphlet published by the 
Office of Civilian Defense suggests ten 
“direct responsibilities” of store owners 
relative to the protection of their cus- 
tomers during air-raids and blackouts. 
Warning systems, effective blackouts. 
emergency lighting systems, “safety 
zones” with directional signs and emer- 
gency communications are among the 
primary responsibilities, and _ safety 
provisions for furnaces, boilers, gas 
tanks and inflammable merchandise are 
also suggested. The appointment, train- 
ing and equipping of store “defense 
teams” is also recommended. 

The pamphlet, which was prepared 
primarily for the benefit of department 
stores and large specialty stores, con- 
tains a complete exposition of the air- 
raid warning system, and elaborates on 


the duties of store “defense teams,” sug- | 
gested equipment and training and meth- | 


ods of controlling incendiary bombs. 
Copies of the pamphlet may be had from 
the OCD. 


ager for the International Silver Co., 
with which he had been associated for 
40 years, died April 30. 

Frank P. DauGuapay, 74, Providence, 
R. I., former president and treasurer of 
the Freeman-Daughaday Co. and the 
Providence Collar Button Co., died May 
6. He had retired from active business 
two years ago. 

Henry M. Dayron, 69, jeweler and 
optometrist in the Greenwood district 
of Seattle, Wash., died in late April. 

Francis P. Donnetitey, 50, an em- 


ployee of the Collingswood Enameling | 
I., formerly em- | 
ployed by the Standard Watch Co., died | 


Co., Providence, R. 
April 5. 

Avcusr B. Dorset, 69, Cincinnati 
jeweler for 20 years, died April 15. 

Westey T. Harrison, 89, retired Wil- 
liamstown, Ky., jeweler and the in- 
ventor of several watchmakers’ tools, 
died April 21. 

Gustave A. HaAvserMaAn, 63, Passaic, 


N. J., optometrist and jeweler for 42 | 


years, died May 6. 
Cuartes W. Hotton, 75, for many 
years engaged in the jewelry business 


on Maiden Lane, New York, and more | 


recently a member of the editorial staff 


of the American Banker, died April 12. | 


(Please turn to page 113) 




















STONE 
SPECIALISTS 


When you need anything 
in stones from Amethyst 
to Zircon—you can -sat- 
isfy both your needs and 
your budget by commu- 
nicating with 

“STONE HEADQUARTERS” 


NS. NATHAN & CO. 


INCORPORATED 
PRECIOUS STONES and PEARLS 
610 FIFTH AVENUE, NEW YORK 


SINCE /R\ 1901 


GF 


PROVIDENCE BRANCH, 40 Fountain St. 











LAP IDA RY 
SPECIALISTS 








Nathan Lapidaries has 
achieved a wide reputa- 
tion for prompt, efficient 
and_ intelligent service. 
Our special order depart- 
ment and facilities have 
heen enlarged to meet 
the expanding demand 
for our specialization in 
* cutting and engraving 
* incrusting and drilling 
* matching and jobbing 
stones of all description. 


NES 


71 NASSAU STREET 


NEW YORK CITY 
(*Affiliated with S. Nathan & Co., Inc.) 
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GENUINE 
WHOLE 


PEARLS 
— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 


ZIRCONS 
Whites and Blues 


GENUINE 


GARNETS 
Rounds and Ovals 


AMETHYSTS 
TOPAZ 


AGATES 
Plain or Drilled 





Mail Orders Promptly 
Filled 


Special Attention to 


CUTTING 
ENCRUSTING 
DRILLING 


MAX STERN &CO. 


Importers 


17-23 John St. New York 








Cleveland A. Dunn Retires 
From Graff, Washbourne & Dunn 


Cleveland A. Dunn, for 43 years vice- 
president, treasurer and general execu- 


tive of Graff, Washbourne & Dunn, New | 


York silversmiths, retired from active 
busness May 5. 

Actively engaged in the jewelry busi 
ness for 56 years, Mr. Dunn started his 
career as an errand boy with J. B. 
Bowden & Co., New York ring manu- 


facturers, in 1886. He subsequently 


CLEVELAND 
A. DUNN 





worked for Thomas G. Brown & Sons, 
diamond dealers, and in 1899, together 
with Charles Graff and William L. 
Washbourne, formed the firm of Graff, 
Washbourne & Dunn. 

Mr. Dunn is the sole surviving part- 
ner of the original firm. H. W. Conrad, 
formerly head of the silver department 
of Black, Starr & Gorham, who assumed 
Mr. Washbourne’s duties on his death 
in 1941, is now in complete charge of 
the business. 





Tennessee Watchmakers and Jewelers 
Seek Protective Legislation 


Legislation which will prevent an in- 
flux of workmen not qualified to per- 
form watch repairs was approved at 
the Tennessee Watchmakers and Jew- 
elers Convention held at the Hotel Noel, 
Nashville, April 26. Max Friedman, 
Knoxville, was named chairman of a 
committee which will push plans for 
such legislation, and J. E. Coleman, 
Nashville, was appointed secretary. 

The convention was highlighted by an 
address by Dr. Robert Franks, formerly 
of the Franklin Institute of Philadel- 
phia, Pa., and retiring chairman of the 
historical committee of the Horologic:l 
Institute of America. V. E. van Hoesen, 
master watchmaker of Memphis, and 
William H. Samuelius, Elgin Watch- 
makers College, Elgin, IIll., also spoke. 

Full conventions of the association 
were dispensed with for the duration of 
the war at the meeting, the final session 
of which saw the re-election of George 
R. Harding, Chattanooga, as president, 
and L. D. Stailcup, Nashville, as secre- 
tary-treasurer. 


Hulbert Chosen C.J.A. Head 


R. Schell Hulbert, Chicago sales man- 
ager for Oneida, Ltd. was elected pres- 
ident of the Chicago Jewelers Associa- 
tion at a luncheon of the group held 
May 21 at the Palmer House. Other 
officers elected include Thomas G. Me- 
Mahon, Thomas Dee & Co., vice-president, 
and Charles G. Brown, Stein & Ellbogen 
Co., treasurer. Directors chosen to 
serve a two-year term were John E. 
Friedland, Hart Jewelry Co.; Dave E. 
Newman, D. E. Newman, Inc.; Webb 
C. Ball, Il, The Ball Co., and Einar 
Bagge, Waltham Watch Co. 
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JUNE 


17-18 NWJA Convention, Edge- 
water Beach Hotel, Chi- 
cago. : 

23-24 Maine RJA-New Hamp- 
shire RJA joint conven- 
tion, Granlinden Hotel, 
Sunapee, N. H. 


JULY 


20-24 New York Lamp Show. 
Hotel New Yorker. 
26-29—NACJ Convention, Hotel 
Sherman, Chicago. 

26-31 Los Angelés Gift Show, 

Hotel Biltmore. 





AUGUST 
3-14 Chicago Gift Show, 
Palmer House. 

23-30 Dallas Gift Show, Hotel 
Adolphus. 

24-28 ANRJA Convention, Wal- 
dorf-Astoria’ Hotel, New 
York. 

24-28 New York Gift Show, 
Hotel Pennsylvania. 
SEPTEMBER 
6-11 Kansas City Gift Show, 
Hotel Phillips, Kansas 

City, Mo. 








Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—14 Kt in three 







sizes; also Bill Clips, Charms and 


Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Bar- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties, including 
Vanity, Cigarette and Card 
Cases are distinctive and | 
have sales appeal. 


CLIFFORD A. MILLER & CO., Inc. 


Manufacturers 


64 West 48th Street 
New York 
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q Hugo R. Rees, diamond importer for- 
merly located at 198 Broadway, has 
moved to larger and more _ spacious 
quarters at 15 W. 47th St. 

q The New York branch of Swartchild 
& Co., watchmaker’s and jewelers’ sup- 
plies, has moved to 580 Fifth Ave., from 
which address they will continue to 
serve the East. 

q Reis Jewelers, 160 Delancey St., was 
awarded top honors for the best store 
front alteration of the year, in a con- 
test sponsored by the East Side Cham- 
ber of Commerce. The award was made 
on May 5. 

q Arthur J. Birkner, president of the 
Gold and Silver Shop, 400 Madison Ave., 
confined to the Rockaway Beach hos- 
pital for over eight weeks because of a 
heart ailment, expects to return to his 
business early in June. 

q Albert Ramsay & Co., Inc., importers 
and cutters of precious stones, are now 
located in their new and modern quar- 
ters on the 12th floor of 607 Fifth Ave. 
Albert Ramsay, has stated that the firm 
is now prepared to cut precious stones, 
improve fine gems and cut from rough. 
q Johnson, Matthey & Co., refiners of 
platinum and precious metals, are now 
at their new and attractive offices on 
the 10th floor at 608 Fifth Ave., the heart 
of the uptown jewelry district. Modern 
equipment, lighting and fixtures have 
been installed. 

q At the regular directors meeting, fol- 
lowing the membership meeting of the 
24-Karat Club on May 4, W. Ross At- 
kinson, vice-president of the Hamilton 
Watch Co., was admitted to membership. 
In addition to the routine proceedings, 
a special committee was appointed to 
investigate the possibility of the golf 
outing which is usually scheduled for 
the third week of June. 

q John O. Wells, assistant manager of 
the Maiden Lane division of the Inter- 
national Silver Co., has retired after 
long service covering a period of 42 
years. Presented with a sterling silver 
cigarette case engraved with the names 
of his associates, Mr. Wells announced 
that he intends to devote his time to 
his farm at Pompton Lakes, N. J., at 
the same time attempting to reduce the 
trout population in that section. 

q The Rolex Watch Co., Inc., sole U. S. 
distributors for Rolex Oyster watches, 
and Rolex Oyster perpetual watches, 
have opened an office on the 15th floor 
of 580 Fifth Ave. with L. Dufetel in 
charge. The offices comprise three 
rooms, a reception room, display room 
and. private office, all attractive and 
modern in every respect. Due to lim- 
ited production, the distribution of 
Rolex watches will, of necessity, have 
to be confined to a selected number of 
leading jewelers. 


Jerry Grant Held Up, Slugged 


q J. L. (Jerry) Grant, sales manager 
for Swank, Inc., perennial secretary of 
the Maiden Lane Outing Club and vice- 
chairman of the Jewelry & Allied Trades 
Association, suffered the loss of his 
Samples, a long gash in his forehead 
and a bruised face in Chicago May 17. 
While walking to his hotel, he felt a 


Sharp pressure in his back accompanied 
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by a command to “drop that case.”” When 
he saw the gun, he complied. When the 
thugs demanded a brief case which he 
carried under his arm, however, he pro- 
tested that it carried nothing but papers 
valuable only to himself. The thugs 
interpreting his protests as resistance, 
he received a blow on the head which 
caused him to fall forward and strike 
his face on the curb while the bandits 
escaped in a waiting car. After two 
days in the hospital, his injuries were 
pronounced not serious. 

q Oscar M. Lazrus, chairman of the 
board, Benrus Watch Co., and Jacob H. 
Schaeffer, president of Shiman Bros. & 
Co., were among the sponsors of a tes- 
timonial dinner given the Hon. Joseph 
E. Davies, former U. S. ambassador to 
the Soviet Union, May 7. 

q At a dinner dance given by the Bronx 
RJA on May 3, the following officers 
were installed for the coming year: Sam 
M. Jacobson, president; H. Gross, vice- 
president; Murray Max, secretary, and 
I. Hirschhorn, treasurer. The trustees 
include A. Seigel, M. Kirschenbaum and 
W. Schneiderman. Representatives of 
all metropolitan New York associations 
attended. 

q Isidore Friedman, president of the 
Friedman Gem Co., had a narrow escape 
from death or serious injury on May 2 
when he was jostled off a crowded sub- 
way platform on to the tracks between 
two cars of a train, which fortunately 
was standing still at the time. Mr. 
Friedman fell through to the tracks 
below, badly bruised and shaken up, but 
was pulled to safety by bystanders be- 
fore the train started up.. He was under 
doctor’s care for shock and bruises for 
a few days but is now fully recovered 
and back on the job again, and says 
he’ll soon be ready to start out on the 
road. 

q Four talks of much interest to gem- 
ologists were featured at the May meet- 
ing of the New York Chapter, AGS, held 
May 14 at the Hotel Winthrop. Miss 
Emily Jaeger spoke on “The Use of 
Gemology in Sales”; Herbert E. Reid 
treated of the use of gemology in adver- 
tising; Harry R. Gerber spoke on “The 
Use of Gemology in Window Displays,” 
and William D. McNeil considered “the 
Effect of the Gemological Movement on 
the Jewelry Industry.” The last speaker 
also gave a resume of the activities of 
the Jewelry Industry Publicity Board, 
of which he is executive secretary. The 
meeting was the last the group will hold 
until September. 





New York State Horological 
Holds Convention at Utica 


The fourth annual convention of the 
New York State Horological Associa- 
tion, originally scheduled to be held at 
the Morrisville Horological School May 
3 and 4, was held instead at the Hotel 
Martin, Utica, because of defense train- 
ing plans at the Institute. 

The session voted for affiliation with 
the UHA, although many of the local 
guilds and associations were already 
members of the national association. 
Watchmaker licensing was one of the 
many topics discussed at the convention. 

New officers elected at the session 








SIMONS BROS. CO. 
THIMBLES 


269 So. 9th ST. 
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“ORIENTA” 
CULTURED PEARLS 
of QUALITY 
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OMEGA 


The watch of world precision record 


NORMAN M. MORRIS 


WATCH CORP. 


608 Fifth Ave... . New York 








FRIEDMAN GEM CO., INC. 


5,000,000 
ROYAL MARCASSITES 


Delivered in Sealed Packages 
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CULTURED PEARL NECKLACES 


CHINESE JADE 
71-73 Nassau St., New York City 





SPECIAL ORDER WORK 


Original Hand-crafted Designs 
IN STERLING SILVER 


Address all inquiries te: 


PEER SMED, Silversmith 
30 Irving Place New York City 

















ENCRUSTERS 


STONE RINGS ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS @GEM CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y. 

















BEAD SPECIALIST 
All Kinds of Genuine Stone Bead Necklaces 
Earrings Pendants Bead Bracelets 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 


12 John St., New York City 
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48 West 48th St., New York, N. Y. 
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ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9%-8660-8689 











GOLD 
and 


SILVER 
PLATING 


Silverware Repaired 
Equal to NEW 
Removing of Engravings 


WM. HERTEL & CO., Inc. 


Silversmiths & Platers 
17 W. 45th St. 
New York City 


“23 years at the same 
address” 


(Before) 
(After 


are 


LADIES’ ZIRCON RINGS LADIES’ PLATINUM 
BIRTHSTONE RINGS & GOLD MOUNTINGS 
GOLD CROSSES Solitaire-Wedding-Faney 


Bde kan GENTS' RINGS 
Plat. & Gold 


1/20—12 Kt. G. F. 


JOSEPH A. RICH 


Mfrs. of Plat. & Gold Jewelry 
62 W. 47th St. New York, N. Y. 

















SPECIAL ORDER WORK 
on Hand Made 


PLATINUM RINGS 


Write for Estimates 


K. ABRAHAM 
47th St. Diamond Center 
54 W. 47th St., NEW YORK 
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RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 
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are John DeVogel, Albany, ‘president; 
Charles K. Ottarson, Rochester, vice 
president; Fred C. Nhare, Syracuse, ex- 
ecutive secretary, and Benson S. Mur- 
ray, Utica, treasurer. 


New York Jewelry Trade Names 
Committees for Navy Relief Appeal 


A luncheon at the Hotel Ambassador, 
May 21, launched the New York jew- 
elry trade campaign to raise funds for 
the Navy Relief Society, an organiza- 
tion pledged to care for the families of 
Navy men. Lieut. Commander Richard 
D. Zern of the U.S.S. Marblehead was 
the chief speaker, and Lieut. Commander 
Leslie P. Jacobs of the Navy Relief 
Society and William C. Langley, chair- 
man of the New York Commerce and 
Industry Committee of the Society, also 
addressed the 60 jewelry men who at- 
tended the luncheon. 

Royal C. Linithicum of Buss-Linithi- 
cum-Thorson, Inc., and Harry B. Hen- 
schel,_ Bulova Watch Co., have been ap- 
pointed co-chairman of the drive for 


ROYAL 
Cc. 
LINITHICUM 


funds. Other committees, representing 
every phase of the jewelry industry, 
will be headed by Murray Schless, 
Schless-Harwood Co., who will head the 
diamond division; Jack Rose, Busch 
Kredit Jewelry Co., credit jeweler’s di- 
vision; Victor A. Lambert, Lambert 
Bros. Jewelers, Inc., retail jewelers di- 
vision; Larry W. Sparks, Wadsworth 
Watch Case Co., watch case manufac- 
turers division; David Weinberg, Bris- 
tol Seamless Ring Co., Maiden Lane di- 
vision; Harry Lynch, Hadley Co., watch 
attachment division, and Herbert Ollen- 
dorf, Ollendorf Watch Co., Swiss watch 
importers’ division. 

In addition, Jack Fine, Max Fine & 
Sons, will head the diamond cutters’ 
union division; Hugo R. Lehrfeld, Kas- 
tenhuber & Lehrfeld, refiners’ division; 
Henry L. Sperling, Jewelry Crafts di- 
vision; J. J. Mautner, Wolfsheim & 
Sachs, watch materials and supplies di- 
vision; Gerald Rosenberger, Cohn & 
Rosenberger, costume jewelry division; 
William Ansen, Wm. Ansen Co., whole- 
sale jewelers’ division; Max Wolf, Gruen 
Watch Co., East-side jewelers’ division ; 
Leon Williams, International Jewelry 
Workers’ Union division; David Scha- 
piro, Associated Jewelers, Inc., division, 
W. W. Schwab, J. R. Wood & Sons, 
manufacturing jewelers’ division and 
Morris B. Hanauer, American Gem & 
Pearl Co., precious stones division. 


Rhodium Order Clarified 


An official interpretation of rhodium 
conservation order M-95 issued May 21, 
made it clear that the prohibition of 
rhodium in plating jewelry also forbids 
the use of rhodium in silver deposit 
glassware by including the latter in the 
definition of “jewelry.” 














Jewelry Committee Named 
For United Jewish Appeal 


The jewelry industry began its 1942 
campaign for the United Jewish Appeal 
April 30 with a dinner at the Biltmore 
Hotel, New York, presided over by 
Alexander E. Arnstein, chairman of the 
drive, who said that preliminary results 
indicate that this year’s drive will reach 
a level of generosity which the industry 
had never attained before. 

The appeal is the central fund-raising 
agency for the Joint Distribution Com- 
mittee, the United Palestine Appeal and 
the National Refugee Service, three 
agencies whose work is concentrated on 
insuring the survival of a people which 
was the first to feel the heel of oppres- 
sion when the Nazis came to power in 
Germany. Aaron Sverdlik is serving 
with Mr. Arnstein as co-chairman of 
the industry drive, and associate chair- 
men are Benjamin Eichberg, Harry D. 
Henshel, Benjamin Lazrus, Isidore Lip- 
schutz, Jacob H. Schaeffer and Milton 
Weill. 

Chairman of the campaign among the 
industry’s various divisions are: dia- 
monds, Edwin Freudenheim, Henry I. 
Jacobson and David Weisburger; plat- 
inum and diamond-jewelry, Oscar Hey- 
man and Maurice Tishman; diamond- 
cutters, Louis Baumgold, Harry Fine 
and Lazare Kaplan; smelters -and_re- 
finers, H. James Stern; pearl and stone 
dealers, P. Irving Grinberg and Leopold 
Nathan; watches, Morris Guilden, Sam- 
son Hittner and Norman M. Morris; 
watch attachments, Max Gershberg, Max 
Jacoby and Tobias Stern; manufacturing 
jewelers, Charles Barnett, Edward J. 
Gross and William B. Ogush; rough and 
industrial diamonds, Bernard Jolis, J. 
Warner Prins and Emile Tas; jobbers, 
Henry H. Harteveldt and Lawrence B. 
Malawista; case manufacturres, Benja- 
min Axel and Jacob Podel; retailers, 
Phineas Peters and Bernard Robinson; 
international committee, Mendel Haber, 
David Landau, Sidney Rossbach, John 
Rubel, Numa Torezer and Henri Unter- 
mans. 


New York Governor Vetoes 
Fair Trade Practice Bill 


Vetoing the Feinberg “fair trade 
practice” bill May 23, New York’s Gov- 
ernor Herbert H. Lehman stated “With 
all the very necessary wartime regula- 
tion of prices by OPA —regulations 
vital to the war effort—this is hardiy 
the time for the state to start additional 
controls.” 

The measure, introduced by Sen. B. J. 
Feinberg. would have prohibited mis- 
representation of prices as “wholesale,” 
“marking up” of merchandise to ficti- 
tious prices for bargaining purposes, and 
the misrepresentation of goods as to 
quality, ingredients or origin. In ad- 
dition, it. would have banned employers 
from selling to employees or any other 
persons, merchandise (such as jewelry) 
not handled in the regular course of 
their business. 

Asserting that he had no. sympathy 
with deception and misrepresentation in 
retailing or any other branch of busi- 
ness, the Governor stated that there is 
ample provision in existing penal law to 
protect consumers against the worst 
practices, and that the bill added little 
that was new. Michigan, Wisconsin, 
Illinois and Pennsylvania now have fair 
trade bills similar to that which met 
defeat in New York. 
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Conversion of Jewelry Plant to Crystal Manufacture 
Shows Value of Gem Skills, Equipment in War Effort 





Normal production of the jewelry manufacturer now turning out quartz crystals for radio 

receivers includes bracelets of the sort being made by the craftsman in the picture at left. 

The center photo shows a mechanical slicing machine which cuts thin wafers from quartz 
which are lapped to close tolerances at the table shown to the right. 


Evidence of the effectiveness with 
which jewelry makers can convert their 
facilities to the manufacture of essential 
items needed in the war effort is af- 
forded by conversion case “V-2” in which 
a New York firm, normally making ex- 
pensive jewelry, watch cases and similar 
items, has turned to the production of 
quartz crystals used in field radio equip- 
ment. Because of wartime censorship 
and the great importance of the work 
being done, the name of the firm must 
be withheld. 

When the war effort increased the de- 
mand for this particular type of crystal, 
existing facilities were found inade- 
quate for their production in large quan- 
tities. The jewelry manufacturer, laying 
plans to secure war orders, spent several 
months building intricate machinery for 
the mass production of crystals. A trial 
order was placed with them and, since 
the work was satisfactory, the firm is 
expected to be turning out large quan- 
tities of the crystals on a sub-contract 
basis at the rate of 500 a day. 

An old employee’s knowledge of pre- 


cision gem cutting and the ability to 
build its own machinery were the firm’s 
principal assets in obtaining an order. 
The prime contractor sent men into the 
plant to contribute knowledge of the 
electrical properties of the stones and 
to help engineer the building of the 
equipment. 

Actual production of the crystals in- 
volves the slicing of rough crystals under 
oil at a plane relative to the axis. Then 
each wafer is rough lapped and the 
crystals are marked out in squares and 
cut. The determination of the plane at 
which the stones are to be sliced and 
the elimination of areas with flaws 
are aspects of the work particu- 
larly adapted to experience in the 
jewelry trade. Machines for the slicing 
and lapping and several types of optical 
instruments used to determine the cut- 
ting angle, were made entirely by the 
jewelry firm in conjunction with an af- 
filiated tool and machine manufacturer. 
Finish lapping is carried out by the 
prime contractor. 








Four Co-conspirators Named 
In new Von Clemm Indictment 


Four Dutch and German diamond 
merchants have been named as co-con- 
spirators with Werner Von Clemm, 
president of the Pioneer Import Corp., 
New York, and alleged “brains” of a plot 
to flood this country with diamonds 
seized by the Nazis in Belgium and Hol- 
land. The superseding indictment, opened 
in Federal Court May 13, named Jan 
Verboven, Edward Van Derlinden and 
two men merely set forth as Bozenhart 
and Frensel. The trial of Von Clemm 
was scheduled for May 25 in Federal 
Court. The Van Derlinden mentioned is 
not Edward Vanderlinden, diamond mer- 
chant, of the firm of Barend, Sweyd & 
Vanderlinden, 106 Fulton St., New York. 








Rebuild Your 
Watches NOW 


Your watch movements are too valuable 
—and watches are too scarce. Send your 
movements to us TODAY. We'll convert 
them into the most modern watches at 
a very reasonable price. We will supply 
cases, dials, and all necessary materials. 
A trial will convince you of the type of 
work we do... and of our reliability. 
Credit cheerfully given to rated firms. 


OXFORD WATCH CO. 
82 BOWERY, NEW YORK 
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Jewelers Relax, Forget Worries 
At Westchester Dinner Dance 


Despite the war, gasoline and tire 
rationing and all the problems of try- 
ing to carry on business today, jewelers 
of Westchester with their wives and 
friends turned out en masse for the 
fourth annual dinner-dance of the West- 
chester Association of Jewelers at Glen 
Island Casino, New Rochelle, N. Y. on 
Sunday evening, May 24. 

Perhaps they felt that an evening of 
relaxation and good fellowship would 
be an effective antidote for their head- 
aches. Whatever the reason, they were 
there—250 strong—and had a wonderful 
time. 

The crowd began gathering at 6:30 
for the informal reception and cocktail 
party preceding the dinner, which was 
graced by the presence of many prom- 
inent figures of the jewelry industry in 
the metropolitan area at the head table. 
Harry R. Gerber of Bramley & Co., 
Westchester, president of the associa- 
tion, acted as chairman and toastmaster, 
the arrangements for the evening being 
under the direction of Past-president 
Elmer Hildreth, New Rochelle, as chair- 
man of the entertainment committee. 

Dancing between courses and at the 
end of the evening added to an enter- 
taining floor show and a delicious dinner 
to make the occasion a thoroughly en- 
joyable one. 
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is DIAMOND 


PAPERS 


EUROPEAN AND DOMESTIC 
LARGEST VARIETY IN THE WORLD 


DIAMOND 


JEWELERS’ S UPPL I ES 


WRITE FOR CATALOG-SAMPLES-PRICES. 


| KASSOY, ING. eweteEn 























QUICK—LIVE—CASH 
for your 
SLOW—DEAD—STOCK 


We pay exceptionally high prices for 
any quantity, large or small (in any 
condition). Gold, platinum, silver or 
filed Watches, Jewelry, Custom 
Jewelry, Novelties, etc.—Also Chro- 
nometers, Clocks, Compasses, Cam- 
eras—Musical, Optical and Scientific 
Instruments—Bulova, Longine, Gruen 
and other watch and ring boxes—An- 
tiques and job-lots of all kinds—Loose 
or mounted, perfect or imperfect Dia- 
monds and other stones. 


You can send us your merchandise 
with confidence, subject to return at 
our expense if price is not satis- 
factory. 

Licensed and Bonded — References 
SEND TODAY—WITHOUT DELAY 


IRVING SACKS 
70-72 Bowery New York City 


Tel. Walker 5-9265—Canal 6 jon 














J. A. SAMUEL & CO. 


PLATINUM 


NEW YORK 





220 BROADWAY 
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BUY WAR BONDS 


WATCH MATERIAL 


Parts for all makes of 
Swiss & American watches. 


Prompt mail service. 
Write for Catalog C 
DEAN COMPANY 


116 Nassau St. New York 





SQGNOS. YVM Ana | | 
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FOR A ROYAL FLUSH OF PROFITS 
get better acquainted with the 





@ ROCK JEWEL SPRAYS 


@ A COMPLETE LINE OF COSTUME 
JEWELRY TO RETAIL FROM $1.00 
TO $25.00 


G Sonal -FOUELTY company 
909 PENN AVE.. PITTSBURGH, PA 
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KLGIN & BELMAR 


-————WATCHES 
LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
Whotesate Distvibutorstothe Frade” 





For Immediate Delivery— 


ORDER NOW—NO- RATIONING—WE 
CAN SUPPLY UP TO A DOZEN OF A 
NUMBER TO A CUSTOMER—WHILE 
OUR STOCK LASTS. 


STAFFS AND STEMS FOR 


A. SCHILD BULOVA 


10'//o—Cal-984-1002 /|10 AE- — 10AR-10AW 
10!/o—Cal-340-341 -8AZ 

834—Cal-970 

734—Cal-964 

634—Cal-1023 











4 AH-4AE-4AF-4AZ 
434—Cal- -1017 AL-4AK 
4'/o—Cal-748 3 AL-3AN-3AF 

ALSO STAFFS AND JEWELS FOR ALL AMER 


CAN WATCHES —ELGIN— WALTHAM —- HAMIL. 
TON—ILLINOIS. 


ALSO A COMPLETE LINE OF AMERICAN AND 
SWISS MATERIALS FOR ALL MAKES IN GENU- 
INE AND IMITATION. . .. Write for catalog... . 


ORDER NOW 


CENTRAL WATCH MATERIALS 
& SUPPLY CO., INC. 


134 South Eighth Street, Philadelphia, Penna. 




















BYARD F. BROGAN 


Manulecturer of Distinctive Diamond 
Mountings and Wedding Rings 
805 Sansom Street . Philadelphia 
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Elgin—Hamilton—Waltham Watches 


Seth Thomas—Westclox 
Waltham Clocks 


W ounonvs 


Serving the Trade Since 1857 
906 Chestnut Street, Philadelphio 











BOWMAN ' 


Technical School 
Cc for S for 
Watchmakers 
Engravers, Jewelers 
Write for free beok “Your 
Future and Our Seheol”’ 
JOHN J. BOWMAK, Director 
Bowman Bldg. Pa 














q Edward C. McDowell, Cresentville, 
Walter Potts, Lansdowne, and George 
D. Burda, Ambler, all employed in the 
sales department of Bailey, Banks & 
Biddle Co., are air raid wardens in their 
respective communities. 

q No trace has as yet been found of 
Joseph A. Starks, jeweler at 142 S. 
17th St., who boarded a train for New 
York carrying $35,008 in jewelry and 
then vanished. According to another 
jeweler who was on the train, Starks 
reached New York, but the trail ends 
there. 

q William Blair, clock and silver buyer 
for Bailey, Banks & Biddle Co., en- 
joyed a profitable journey to the Amer- 
ican Bowling Congress in Ohio. Bill 
and the other members of the “69th St. 
All-Stars” picked up more than enough 
prize money in the singles, doubles and 
team events to meet expenses of the 
round trip from Philadelphia. 

4q H. R. Pedrick, chief of the watch re- 
pair department at Bailey, Banks & 
Biddle Co., attended the annual conven- 
tion of the UHA in Chicago as the 
delegate of the Horological Association 
of Pennsylvania. He addressed the del- 
egates on May 19, outlining the proper 
method of cleaning a watch, - stressing 
the difference between hand cleaning 
and machine cleaning. 


Oscar Kind Notes Jewelry Fashion Changes 
q Speaking at a dinner tendered em- 
ployees and old business associates in 
honor of the 75th anniversary of S. 
Kind & Sons and the 50th anniversary 
of his connection with the firm, Oscar 
Kind, president, declared that the War 
is producing a genuine boom at the 
engagement and the wedding ring 
counter. Soldiers, sailors and marines 
huddle there much of the time. A 
peacetime curiosity becomes a wartime 
commonplace when the girl comes in 
alone and selects her own rings, ex- 
plaining that the date of her marriage 
will be determined by her fiance’s an- 
ticipated but as yet uncertain furlough. 


Ordered to Refrain from 
Misrepresentation of Goods 


The FTC has ordered Mervin Wine- 
holt, trading as Wineholt Co. and as 
Mervin Wineholt Co., Woodbine, Pa., to 
desist from misrepresentations in the sale 
of merchandise. Findings were that the 
respondent advertised a watch:for $1.98 
as being unconditionally guaranteed for 
five years; the back of the watch as 
being engraved; the case as containing 
gold and the movement as being finely 
tested, when such were not the facts. 

The Commission directed Wineholt 
to cease representing that his watches 
would give satisfactory service for any 
period of time in excess of that during 
which they would actually render such 
service; that the cases were engraved, 
unless the design was cut or incised into 
the metal by hand; that the movements 
were finely tested, when any tests given 
such movements were superficial and of 
short duration; and that the watches 
contained gold or have a solid gold 
effect. The respondent was further 
ordered to cease using the words “Loc- 
omotive” or “Railroad” or the abbrevia- 





tion “R.R.” or other words or abbrev- 
iations of like import, to refer to his 
watches, and to discontinue otherwise 
representing that they were railroad 
watches. 


H.I.A. Members Vote to Suspend 
Meetings for Duration of War 


In the interest of national conserva- 
tion, a referendum vote of the members 
of the Horological Association of Amer- 
ica has resulted in the suspension of 
annual meetings for the duration of the 
war. Special meetings of the advisory 
council may be held when necessary to 
perpetuate the activities of the Institute 
and to cooperate with various Govern- 
ment departments, but in order to avoid 
unnecessary travel, no general convoca- 
tions will be held. Article 5, section 4. 
of the _ Institute’s constitution was 
amended to permit the discontinuance 
of meetings. 


Spitz to Head New Mexico RJA 


Bernard Spitz of the Spitz Jewelry 
Co., Santa Fe., was elected president of 
the New Mexico RJA at the group’s 
annual convention held at the Clovis 
Hotel, Clovis, April 12 and 13. Frank 
Mindlin, of the Mindlin Jewelry Co. 
Albuquerque, was chosen first vice- 
president; C. L. Manning, Hot Springs, 
was selected second vice-president, and 
Paul Ganz, Silver City, assumed the 
post of third vice-president. Hugh M. 
Huff, Jr., of the Huff Co., Roswell, was 
elected secretary treasurer. 


Garman's Diamond Jubilee 


H. Garman & Son, Coatesville, Pa., 
jewelers, c celebrated their 75th anniver- 
sary in May. Founded in 1867 by Harry 
Garman, at his death the business passed 
into the hands of his son, Edgar S. 
Garman, the present owner. Harry E. 
Garman, son of the present proprietor 
is now active in the firm and, since he 
has a son bearing the same name a 100th 
anniversary under the name H. Garman 
& Son, seems entirely probable. 





ORDER YOUR 
TELECHRON and REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
INGERSOLL WATCHES, ETC. 
REPAIR DEPT. SUPPLIES 
From authorized Distributors 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 
(Satisfactory service for 46 years) 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 
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q April payrolls of Rhode Island 
jewelry and silverware plants were 2.8 
per cent above March and 20.2 per cent 
higher than those of April, 1941. 

q Kittay & Blitz, importers and cutters 
of precious and imitation stones, closed 
their branch office at 69 Richmond St., 
June 1, for the duration of the war. 

q To accommodate customers working 
in defense plants and others unable to 
shop during regular store hours, Provi- 
dence jewelry stores have instituted a 
policy of remaining open Saturday eve- 
nings until 9. 

q The employegs’ association of the J. A. 
Foster Co., jewelery store here, has 
elected Harold Hughes president; Mrs. 
Lena Brown, secretary, and George Lud- 
low, treasurer. Mrs. Dena La Porte, 
William Robideau and Mr. Ludlow were 
presented service pins by Bernard 
Boas, president of the company. 

q A decree entered in Superior Court 
here allows the report of Horace M. 
Peck, receiver of Vogue Mfg. Co., local 
jewelry firm. Among claims allowed was 
one by S. & S. Mfg. Co. for $16,937. 
Among provisions of the decree was that 
the receiver shall set aside and retain 
the cash and accounts receivable, reduce 
the accounts receivable to cash, and when 
a sufficient sum has been realized, pay a 
dividend of 100 cents on the dollar to un- 
secured creditors whose claims have been 
allowed by the court. 


WPB Grants High Priority Ratings 
For Gold, Silver Mining Machinery 


Special reference to gold and silver 
mines has been eliminated from pref- 
erence rating orders which granted high 
priority ratings for mining machinery 
and equipment, according to a WPB 
announcement made May 15. In a 
March 2 amendment to Order P-56, high 
ratings were denied to mines producing 
more than 30 per cent in value of gold 
or silver. The percentage is now re- 
moved and the order how provides that 
the high preference ratings which it 
grants are available only to mine op- 
erators with serial numbers which are 
granted by the Director of Industry Op- 
erations. Thus, the amount of critical 





war materials produced by a mine will 
continue to be the guiding factor in 
granting preference ratings. 









22 Patterns Sterling Silver 

ANCHESTER 
SILVER COMPANY 

Rhode Island 





Providence 














Sold only direct 
to Retailers 


250 Sterling Charms in Illustrated Catalog on request 


WELLS MFG. CO., ATTLEBORO, MASS. 
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WPB Grants 39-Day Extension 
For Metal in Lamps and Parts 


May 31 was set as the deadline for 
use of metal and metal parts on hand 
March 23 in the manufacture of lamps 
and portable lamp shades, according to 
an order issued April 30. Under the 
original order none of these materials 
could be used after April 22, but the 
extension was granted to permit manu- 
facturers and suppliers to use up fabri- 
cated and semi-fabricated parts. Manu- 
facturers’ May production was limited 
to 50 per cent of the quota for May and 
June, the quota being fixed in the orig- 
inal order at 60 per cent of the 1940 
rate. 


BEW Restricts Jewelry Exports 


Restrictions on the export of jewelry 
to destinations other than Canada, Great 
Britain and Northern Ireland, New- 
foundland, Greenland and Iceland have 
been imposed by the Board of Economic 
Warfare. In a bulletin issued April 30, 
exportation of articles under a general 
license was restricted to the countries 
listed above, and individual licenses will 
be required for the exportation of the 
articles and materials to all other destin- 
ations. The restricted articles include 
jewelry and other articles of solid gold 
or platinum, men’s jewelry of other 
metals (silver, gold filled, rolled gold 
plate and base metal whether or not 
electroplated), women’s jewelry of other 
metals, articles of other precious metals, 
and jewelry findings, parts and mate- 
rials. 


Sentenced for Export Violation 


Pleading guilty to smuggling 140 oz. 
of platinum apparently destined for Axis 
countries into Brazil, Alexander Rad- 
bill of A. Radbill & Co., 580 Fifth Ave., 
New York, was sentenced to six months 
imprisonment and fined $500 by Federal 
Judge Henry W. Goddard of the South- 
ern District Court of New York on April 
7. The specific charge was violation of 
the Export Control Act which controls 
the exportation of platinum and other 
metals to foreign countries. 

Apprehended last October by Treasury 
Department officials after failing to ob- 
serve the provisions of a “blacklist” nam- 
ing foreign firms with which American 
exporters might not trade, Radbill was 
indicted by a Federal Grand Jury in 
January. 

The Government is exerting every ef- 
fort to stop the export of metals to for- 
eign countries, and has been highly suc- 
cessful under the terms of the act which 
was the result of a proclamation by 
President Roosevelt in 1940. 


Electroplating Equipment Banned 


Electroplating and anodizing equip- 
ment was restricted by WPB general 
limitation order L-110 May 11, when 
restrictions placed on the sale of such 
equipment limiting purchase to persons 
possessing preference ratings of A-1-j 
or higher. 








SERVICE RINGS 


ARMY * NAVY 
AIR * MARINE 


8 different models. 


Authorized government insignias for 
all branches of service 





Heavy Sterling Silver, $2.25 Keystone. 
available in solid gold. 


Sold through wholesalers only 


MILITARY RING MFG. CO. 
424 So. Broadway, Los Angeles, Calif. 
Send for folder 











ROUGH SYNTHETIC RUBIES 


WHITE SAPPHIRES 


In stock and cut 
to your Special Order 
Also—TOPAZ 
AMETHYSTS 
JADE 


PHILIP F. POPOLLA 
10 East 43rd St. N. Y. City 








Attention! : 
MANUFACTURERS 
and IMPORTERS 


We have direct contact with NUMER- 
OUS dealers in Watches, Jewelry, 
Stones,—Novelties, Clocks, Chronom- 
eters,—Cameras, Optical and Musi- 
cal instruments, etc. 

ARE YOU INTERESTED IN REPRESENTATION? 
PLEASE ADVISE IMMEDIATELY AND FULLY! 


IRVING SACKS 
70-72 Bowery, New York City 
Tel. WAlker 5-9263—CAnai 6 } 8633 















ATHENS ALE OAL ALS METALL 
DESIGNING - BROCADING 
* 


NORTH ATTLEBORO ENGRAVING CO. 


ATTLEBORO FALLS, MASS 



















REED & BARTON 


SILVER POLISH 


A superior polish—made by sil- 
versmiths for jewelers’ use and re- 


sale. 

Freight now prepaid in U. 8S. in 
specified minimum lots — 
receiving full 100% profit. 

REED & BARTON - Tauntof, Mass. 




















TOP 
for DIAMOND VALUES 


A new importation assures 
you most attractive prices. 


Mounted or loose— 
All sizes 


ENGEL DIAMONDS 
mean 


QUALITY and VALUE 














21 WEST 
BALTIMORE ST. 


BALTIMORE, MD. 
“AN INSTITUTION 
of DEPENDABILITY’”’ 


ESTABLISHED 1885 











ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 
o JEWELRY .-e 
5S HOPKINS PLACE, BALT!MORE, MD. 
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#7. Schult; Company 


423 E. Lombard St. Baltimore, Md. 











Jewelry Repairers’ Handbook 
by J. G. Keplinger 
Price $1.25 — Postage Paid 


The J lar- 
connote Jewelers’ Circular-Keystene 
Philadelphia, Pa. 


100 E. 42nd St. 
New York City 
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SSD Ons Oey 


q Harold Richardson, of the Walter R. 
Thomas Co., Atlanta, Ga., has enlisted 
in the United States Army, as a buck 
private. 
q Lawrence Holzman, of Holzman’s Inc., 
Atlanta, past president of the Georgia 
RJA, has received his certificate as a 
Registered Jeweler from the American 
Gem Society. 
q James E. Hart, retail jeweler, of 
Waycross, Ga., has been named a mem- 
ber of the board of directors of the 
newly-organized Waycross Merchants 
Association, formed to secure better co- 
operation under war conditions. 
q An all-time record in marriage 
licenses was set in Duval county, of 
which Jacksonville, Fla., is the princi- 
pal city, in April, according to Judge 
J. Ollie Edmunds. A _ total of 424 
licenses were issued during the ‘month, 
as compared to 375 issued in December, 
1941, the previous high. Only 243 were 
issued in April 1941. 
q The 25th anniversary of the Balti- 
more Retail Merchants’ Association, held 
on May 6 at the Emerson Hotel, was 
marked by the presentation of a testi- 
monial to Henry Oppenheimer, the first 
president of the organization. The 
presentation was made by C. Howard 
Millikin, president of the Hennegen- 
Bates Co. and former president of the 
Baltimore Retail Jewelers’ Association. 
q North Carolina retail jewelers are 
joining with the members of _ the 
state’s retail merchants’ association in 
asking for the repeal of the 3 per cent 
state sales tax. The tax, merchants con- 
tend, was enacted as a “depression mea- 
sure” to help the state secure an ade- 
quate income and, like so much legisla- 
tion ofits type, remained on the books. 
They pointed out that the state now has 
a surplus in the treasury and does not 
need this tax which works a hardship 
upon many who must now pay other 
taxes. 
q Kingoff’s, of Martinsville, Va., owned 
by Ray Feldman, made the reopening 
of their remodeled store, last month, 
the occasion for an interesting observ- 
ance, taking in all of the 13 branches 
of the chain known by that name. A 
radio hook-up of the various stores 
was arranged, and the members of the 
group had an opportunity to broadcast 
congratulatory messages. In addition 
there was a banquet and celebration, at 
which Jay G. Engel, head of J. Engel & 
Co., Inc., Baltimore wholesalers, acted 
as toastmaster. 
q The Baltimore Jewelers’ Bowling 
League closed its seas6n with a dinner, 
entertainment, and the awarding of 
prizes, May 6, at the Emerson Hotel. 
The Stieff Co. team ended in first 
place, with 72 games won and 15 lost, 
an average of 533.67. The H. J. 
Schwarz team took second place with 61 
won and 20 lost, an average of 531.53. 
The W. J. Morstein team placed third, 
and the J. Engel Co. team fourth. P. 
Matusky and C. Cheelman stood first in 
one high game with 159, Jub first in a 
three-game high with 395; Stieff, high for 
one game with 632 and the Schwarz 
team, high for three games with 1712. 
In view of the uncertainties of the sit- 
uation created by the war it was de- 
cided to suspend contests for the 
duration. 









q A paper prepared by Swartchild & 
Co. on the present situation concern- 
ing the availability of tools, materials 
and findings, was read by Roy Stern, 
manager of the Swartchild Atlanta 
branch, at the regular May meeting of 
the Atlanta Watchmakers’ Guild, held 
at Wooding’s Cafeteria, May 12. He 
declared that greatly increased demand, 
taxing the capacity of factories in this 
country, rather than any shortage of raw 
materials, was responsible for the pres- 
ent situation. Manufacturers were forced 
to deliver orders a little at a time be- 
cause of inability to produce enough of 
certain items, and this, ® turn, has 
forced materials houses to do the same 
with retail jewelers. An invitation from 
Carl Harris, of Claude S. Bennett’s, to 
make the next meeting a weiner roast at 
his home was accepted and E. E, 
Kelly, of R. C. Schnieder & Son, was 
named chairman of the “transportation 
committee” charged with getting the 
crowd there. . 

q The old Baltimore R. J. A., which has 
been all but dormant for years as far 
as any action dealing with the prob- 
lems of the trade is concerned, is being 
revived. At a preliminary meeting of 
jewelers held recently, sponsored by 
David R. Lakein, of the Lakein Jewelry 
Co., a nominating committee, headed by 
Howard A. Harris as chairman, was 
appointed to put up a slate of officers 
to be elected in the near future. New 
life is being put into the ranks of the 
jewelers from another direction also, the 
motive force being the Better Baltimore 
Business Bureau, whose purpose it is 
to improve business practices. At a 
recent meeting this group decided to 
work for the elimination of compara- 
tive price advertising as a move of 
advantage to business generally and 
jewelers in particular. 





THE HIGH 
STANDARDS 
OF THE U. S. 
HAVEN'T 
CHANGED 


In these days of uncertainty, you can 
be certain that as’ long as we have 
watches, diamonds, and,jewelry to 
sell, we will continue to,.distribute 
them equitably and unselfishly, Ycu 
can be sure that the merchandise will 
be of dependable quality ... and you 
can rely on adequate service. 

Our salesmen are now showing the 
new Holiday line. Ask to see the 
unique assortment of Dresser Sets. 


USJEWEERY CO 


Baltimore & Liberty Sts., Baltimore, Md. 
Distributors of Easton Watches 
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Effect of War on Materials and Sa 





Considered at Tri-State Convention in Baltimore 


The impact of the war on the jewelry 
business causing shortages of materials, 
and the imposition of excise taxes and 
consumer credit regulations were the 
primary concern of members of the 
Maryland, Delaware and District of 
Columbia Jewelers Association meeting 
in their 28th annual tri-state convention 
at the Hotel Emerson, Baltimore, May 
8 and 4. 

Sidney M. Selinger, retiring president 
of the association, welcomed the attend- 
ing jewelers and pointed out the para- 
doxical effect of the war on the industry. 
“Base metals are critical,” he said, “but 
the precious ones are not.” He added 
that watches were becoming scarce and 
will be extremely difficult to obtain next 
fall. Herman Weiman of Wilmington, 
corroborating Mr. Selinger’s remarks, 
stated than one large watch manufac- 
turer is sending 80 per cent of its pro- 
duction to the Army. 

Donald F. Hagner of the Baltimore 
Federal Reserve Bank, discussing “Con- 
sumer Credit Regulation W,” pointed 


S. JUDSON MEALY 
New Tri-State 
Association 
President 





out that the 
for the protection of the dealer as well 


provisions were devised 
as the customer. Explanations of tax 
problems were provided by Leo McCor- 
mick, acting director of the Maryland 
OPA office, and Robert B. Lowry of 
the same office, and delegates were free 
to ask suestions in order to clarify 
various aspects of the excise tax law. 

Other speakers at the convention in- 
cluded Milton Biow, New York adver- 
tising executive, who spoke on “Ad- 
vertising for the Retailer,’ and Ray 
Blough of the tax research department 
of the U. S. Treasury. C. Howard Mil- 
liken, Hennegan-Bates Co., Baltimore, 
in his capacity of chairman of the reso- 
lutions committee, proposed that while 
next year will be Washington’s turn to 
have the convention, the prevailing con- 
gestion caused by the war made it ad- 
visable to postpone definite selection 
until some future date. 

Social activities, always important at 
tri-state conventions, were not over- 
looked at this year’s affair. On Sunday 
evening preceding the actual conven- 
tion, a cocktail hour, bingo and dinner 
party were held in the banquet hall in 
honor of the ladies, and on Monday 
evening a cocktail hour, banquet, en- 
tertainment and dancing were held in 
the ballroom. 

The election of officers for the as- 
Sociation, proposed by the nominating 
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committee headed by Mr. Milliken re- 
sulted in the selection of S. Judson 
Mealy, Baltimore retailer, president; 
Sidney Ross, Baltimore, first vice-presi- 
dent; Samuel Schwartz, Washington 
retailer, second vice-president; Melvin 
Levitt, Levitt Jewelry Co., Wilmington, 
secretary, and David Lakein, Lakein 
Jewelry Co., Baltimore, treasurer. Di- 
rectors elected for the ensuing year in- 
clude Jay Engel, J. Engel & Co., Balti- 
more; Howard Kleitz, B. Kleitz & Bro., 
Wilmington; Mr. Millikin; Elwood 
Davis, Millard F. Davis, Inc., Wilming- 
ton; Mr. Ross; T. J. Montgomery, Wil- 
mington retailer; A. C. Mayer, Wash- 
ington; Arthur Sundlun, A. Kahn, Inc., 
Washington, and Sidney M. Selinger, 
Selinger’s, Washington. 


Georgia RJA Elects R. F. Barr 
At Convention Held in Valdosta 


Robert F. Barr of Barr’s Credit 
Jewelers, Valdosta, Ga., was named 
president of the Georgia RJA at the 
group’s 23rd annual meeting held in 
Valdosta April 26-28. Other officers 
elected at the meeting were: Walter R. 
Thomas, Myron E. 
Atlanta, first vice-president; Emory A. 
Morgan, Atlanta, second vice-president, 
and Ed Lovett, Walter R. Thomas Co., 
Atlanta, secretary-treasurer. 

Speakers at the three-day convention 
included Herbert J. Underwood, past- 
president of the Florida RJA, who 





Freeman & Bro., | 





brought greetings from the national as- | 


sociation and urged co-operation with | 


the Jewelry Industry Publicity Board, 
and E. R. Newberry, a representative of 


Swartchild & Co., who reported on con- | 
In addi- | 


ditions in the materials field. 


R. F. BARR 


Elected 
President of 
Georgia RJA 





tion, films were shown by Earl Alcorn, 
southern representative of the Interna- 
tional Silver Co., and Jack Rhodes, rep- 
resenting the Parker Pen Co. 

In a drive to increase membership in 
the organization, an extension committee 
has been appointed consisting of Mr. 
Thomas, chairman; Macon Brock, Rome; 
Rudy Schneider, Atlanta, and Dan Moor, 
Tifton. Harry S. Banta of Newnan, 
78-year-old charter member of the asso- 
ciation who was unable to attend the 
convention, was voted an honorary life 
member of the group. 
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q Wm. D. Turner, 7 W. Madison St., one 
of the old-time retail jewelers of Chicago, 
recently returned from an extended so- 
journ at Hot Springs, Ark., much im- 
proved in health. 

q Ray Nelson, Madison, Wis., suffered 
serious injuries in an automobile acci- 
dent on April 26. Mrs. Nelson and their 
daughter were also injured. 

q Alfonso Aragon, hand-wrought silver 
manufacturer, Mexico City, spent several 
days in Chicago last month during a 
business trip in the United States, in- 
cluding New York and other cities. 

q W. A. Esterquest, who began his 
jewelry career in Chicago with John J. 
Finan & Co., in 1890 and rejoined the 
organization a few years ago, recently 
returned from an extended automobile 
trip to El Paso and other points in the 
South. 

q The Bleur Jewelry Co., the Gustafson 
Optical Co., Lord’s Jewelry, Matous 
Optical Co., and Rattner’s Jewelry are 
among the firms of Rock Island, IIl., in 


which the employees have enrolled at 


least 90 per cent in the payroll savings 
plan for purchasing war bonds. 

q Harry Elkins, in business at 5 S. 
Wabash Ave. for many years, who met 
with an automobile accident while travel- 
ing in Florida last September, resulting 
in the loss of one leg and spending 
nearly six months in a hospital, has re- 
turned to active work and reestablished 
his business at the same address. 

q The tinest exhibit at the Model Loco- 
motive Show at Chicago, April 18 de- 
scribed as the smallest locomotive in 
the world, was made by George Rap- 
pick, Marengo, IIl., jeweler, who said it 
took him 300 hours to build. The model 
is one and three quarters inches long 
and weighs less than three ounces. Most 
of the parts were designed for use in 
watches. 

q Saturday, May 16, was open house all 
day at the Wm. Lambrecht & Son jew- 
elry store at 1948 Milwaukee Ave. The 
occasion was the 50th anniversary of the 
founding of the business and nearly 
750 visitors: registered. The place was 
bainked with flowers from friends and 
each visitor was served a piece of cake 
from a 150-pound, nine tier birthday 
cake. Fifty pieces contained capsules 
entitling the lucky one to a ring or 
pearl necklace. The business was 
founded by Wm. Lambrecht, Sr., who 
was succeeded in the management by 
his son, Wm. Jr., upon his death several 
years ago. Upon the latter’s death in 
1940, he was succeeded by his widow. 
qAt a meeting of governors and mem- 
bers of the Golden Roosters, Chicago 
salesmen’s club, held at Mandel’s May 
4, it was. decided to return to the Bon 
Air Country Club for the 23rd annual 
outing and, initiation June 25. Dick 
Maske, who supervises sports, will be 
on hand with new games and Leonard 
Goodman of Lewy & Goodman, succeed- 
ing Chanticleer Eddie Imhoff as man- 
ager of the peddler’s ball team, prom- 
ises a line-up which will take care of 
the buyers’ team under the leadership 
of Herman Kramer of Lossau & 
Kramer. There will be four eggs for 
incubation and Walter Conner, chair- 
man of the Wrecking Crew, is arrang- 
ing an interesting program for them. 








Robbery Gang Rounded Up 
q Through excellent work on the part 


of the Police Jewelry Detail under 
Sergt. Thomas Alcock, a dangerous gang 
of robbers which has been operating in 
the loop district since last March has 
been rounded up. A real estate dealer 
who arranged the disposal of the stolen 
goods and five other men signed con- 
fessions. Jewelry firms who suffered 
losses during the time were Jan 
Theyaerts, diamond cutter, 58 E. Wash- 
ington St., $9,000; Venetian Jewelry 
Co., Pure Oil Bldg., $1,000; Massover 
Bros., 30 W. Washington St., $12,000; 
Williams Jewelry Co., and Martin 
Jacobs, 10 S. Wabash Ave., $2,000. The 
method in each case was to invade the 
place of business about 5 o'clock in 
the afternoon, threaten those in the 
office with guns, and loot the place. 

q The Chicago Bowling League cele- 
brated the close of the season April 30, 
with a banquet at the Illinois AC, 
more than 50 players and sponsors 
present. With the final games on April 
24, the team representing Benj. Allen 
& Co., last year’s winners, proved they 
could do it again and topped the list 
with 50 won and 34 lost. Other teams 
finished in this order: A. C. Becken & 
Co., The Ball Co., American Optical Co. 
(Tillyer), American Optical Co. (Nu- 
mont), Fort Dearborn Merchantile Co., 
Stein & Ellbogen Co. and Olsen & 
Ebann. The highest individual average 
was 180 by Walter Ferrette, of the Allen 
team; the three highest games by the 
Tillyer Division of the American Opti- 
cal Co., 2979, and the highest single 
game, 1057, by the Ball Co. team. 
McLaughlin, of the Tillyer team, was 
the high individual for three games 
with 657 and Walter Novak, Dearborn, 
and Gay Garland, Numot, tied with 267 
for high individual single games. Frank 
M. Bedinger, vice-president of F. H. 
Noble & Co., presented a trophy to the 
winning team on behalf of his company, 
and assured them he had put aside one 
to present next. year. 

q The Metropolitan Chicago Chapter, 
A.G.S., held its regular meeting at its 
headquarters, 55 E. Washington St. 
May 18. There was no lecture, the en- 
tire evening being devoted to the ex- 
amination, identification and discussion 
of stones. Robert Garrels of North- 
western University, who has been edu- 
cational leader for the group since 
Bryant S. Mather, Field Museum, en- 
tered government service a few months 
ago, has been called by the government 
to participate in a strategic minerals 
project and is expected to return in 
October. Hubert A. Fischer, a director 
of the chapter since it was organized, 
was appointed treasurer to succeed Jack 
H. Lund who is now in defense work. 
No further meetings of the group are 
planned until September. 
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Wisconsin RJA Re-Elects Dalin; 
Convention Speakers Consider 
Tax Rulings, Crime Prevention 


Samuel Dalin of the Dalin Jewelry Co., 
West Allis, was re-elected president of the 
Wisconsin RJA at the final session of a 
two-day convention held at Green Bay, 
May 4 and 5. Ray Treiber, of Pitz & 
Treiber, Appleton, was elected vice- 
president succeeding Leonard M. Nelson 
who died during April; A. W. Anderson, 
Neenah, was re-elected secretary, and 
Henry Stecher of August H. Stecher Co., 
Milwaukee, was elected treasurer. The 
directors named for the coming year in- 
clude: A. W. Fuchs of Alf. W. Fuchs, 
Inc., Milwaukee; Ray W. Nelson, Madi- 
son; Henry Rank, Rank & Motteram Co., 
Milwaukee; J. A. Rummele, J. A. Rum- 
mele Co., Manitowoc, and R. H. Young, 
La Crosse. Dalin and Stecher were 
named as delegates to the national con- 
vention, and Milwaukee was chosen as 
the site for the 1943 convention. 

Speakers included Henry Graas, Cir- 
cuit Court Judge, who delivered a pa- 

‘ triotic address, and Paul W. Thiel of 
the Internal Revenue Department, Mil- 
waukee, who explained excise rulings, 
clearing up puzzling points in the minds 
of those present. In addition C. I. 
Josephson of Moline, Ill, regional vice- 
president of ANRJA, reviewed the work 


of that organization during the past ' 


year with particular emphasis on their 
efforts in the tax muddle last fall. 

Major J. T. Montgomery of M. A. 
Mead & Co., Chicago, chairman of the 
good and welfare committee of the 
Chicago Jewelers Association and a 
member of the Chicago Crime Commis- 
sion, talked on means of _ protection 
against loss from robbery and burglary. 
He described methods used by different 
types of crooks and pointed out ways 
of making it hazardous for them to op- 
erate. He also stressed the value of 
holdup and burglary insurance and 
stated that since Jan. 1 there were 33 
robberies with a loss of $159,300 and 
only three fires with small loss in dollars. 

An address on “How to Sell a Watch 
Repair Job,” was given by ‘R. L. Avery, 
Appleton, past president of the Wiscon- 
sin Watchmakers Association, and Myron 
J. Kelly of Lunt Silversmiths, Chicago, 
traced the production of silverware in 
America. 

Other speakers addressing the group 
included Irving L. Illing of the Wiscon- 
sin Electric Power Co.; Henry W. Rank, 
chairman of the Wisconsin Publicity 
Committee; Tom O’Connell, Elgin Na- 
tional Watch Co., and Roy Philip, Ham- 
ilton Watch Co. 

Resolutions were adopted commending 
ANRJA for its stand on tax matters 
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and the uniting of retail jewelers organ- 
izations, and fair trade methods of dis- 
tribution. In addition a special resolu- 
tion was passed in memory of L. M. 
Nelson, Madison, who died on April 13, 
vice-president and for years one of the 
most active members of the organization. 


Illinois RJA Doubles Membership, 
Yaseen Elected to Head Group 


Membership double that of any of the 
past five years and a cash balance 
greater than several years past were 
reported by Henry Mortensen, secre- 
tary-treasurer of the Illinois RJA, at 
its annual convention held in Belleville 
May 11 and 12. 

A richly-informative program of 
speakers, preoccupied primarily with the 
effect of the war on the jeweler’s busi- 
ness, cleared up many doubts in the 
minds of those attending and pointed 
out ways and means of complying with 
the various new regulations. 

Joseph T. Week, secretary of the IIli- 
nois Federation of Retail Associations, 
discussed price control and pointed out 
the changed condition of retailing, stat- 
ing that only by sticking close to busi- 
ness and giving constant attention to 
every phase would the retailer be able 
to survive in the years to come. James 
Bowles, of the Federal Reserve Bank, 
St. Louis, discussed Regulation: W_ in- 
cluding its May 6 amendment, and Henry 
W. von Unruh, ANRJA president, re- 
counted what the organization has been 
doing to keep members informed on re- 
cent events affecting their businesses. 

A symposium, “Successful Sales Ideas,” 
was conducted by Claud Wheeler of 
THe JeEwe ters’ CircuLar-KeEyYsToNne, and 
members were invited to tell of promo- 
tional plans used in their own stores. 
These ideas were supplemented with sev- 
eral from jewelers of other states taken 
from “Speaking of the Jewelry Trade,” 
a regular monthly feature of J.C.-K. 

Following committee reports, the elec- 
tion of officers took place, Harry W. 
Yaseen, Louis Yaseen, Ine., Chicago 
Heights, being elected president. Other 
officers include Paul W. Becherer, Belle 
ville, and C. J. Jacobs, Jacobs-Lane Co., 
West Frankfort, vice-presidents, and 
Henry T. Mortenson, Nordall & Olsen, 
Chicago, secretary-treasurer. The ex- 
ecutive committee includes Carl E. Lind- 
quist, Rockford; Charles L. Ringer, 
Freeport, and A. M. Grefenson, Chicago. 

Questions concerning possibility, site 
and time of the 1943 convention were 
referred to the officers and executive 
committee. 





FBI Wants Owner of Watch 


In connection with an official investi- 
gation being conducted by the Federal 
Bureau of Investigation, jewelers are 
asked to check their files since May, 
1935, for any record of a Bulova Presi- 
dent wrist watch, 21 jewel, case number 
2,083.240, repair number on inside of 
case 6489. Any information if your pos- 
session relative to this watch should be 
promptly reported to the nearest office 
of the FBI. 





Sweets to the Sweet 


Officials of White County, Ind., feel- 
ing, no doubt, that a person accustomed 
to dealing in precious commodities would 
make an excellent man for a tire-ration- 
ing board, have appointed D. K. Jack- 
son, Monticello jeweler, to the post. 
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q Maurice W. Rihn, secretary of the 
Terheyden Co., recently celebrated his 
53rd anniversary with the firm. 

q David Weis, president of David Weis 
& Co., having taken an extended trip 
reports that business seems excellent. 
q Max Unger, jeweler at 537 Smithfield 
St., is now an Air-Raid Warden for 
his district, having passed all of the 
necessary first-aid courses. 

q James J. Gluck, sales representative 
for Grafner Bros., 818 Liberty Ave., 
reports that a recent check-up at the 
hospital reveals that he is now in fine 
shape. 

q Jewelers in Butler, Pa., seem to move 
on June 1: Saul Taper occupied his new 
building on that day and R. E. Schaeffer 
was scheduled to change quarters at 
the same time. 

q John P. Sommer, of Sommer’s 
Jewelry, 1524 Beaver Ave. was ex- 
tremely busy at eighth annual UHA 
convention in Chicago, May 17-19. He 
was general chairman of the conven- 
tion and chairman of advertising and 
program in addition to broadcasting 
over NBC, addressing the horologists on 
“Inspiration” and presiding at all of 
the meetings. A director of the West- 
ern Pennsylvania RJA, he. served two 
terms as UHA president. 


Pennsy Has New Horo Group 


q The Lackawanna County Guild No. 9, 
Scranton, Pa., a newly formed horo- 
logical group affiliated with the Horo- 
logical Association of Pennsylvania, or- 
ganized as a result of last year’s Phila- 
delphia convention, has elected officers 
for the following year. They are: 
President, Carl Knoth; vice-president, 
Harold Brennan; secretary, Louis J. 
Jones, and treasurer, John Kramer. 
Walter C. Stoekel, Scranton jeweler, 
was instrumental in the, formation of the 
guild which includes 27 charter mem- 
bers. 


Western Pennsylvania RJA 
Told of Maximum Price Rules 


The Retail Jewelers Association of 
Western Pennsylvania held a meeting 
at the Roosevelt Hotel, Pittsburgh, May 


- 13. Herman M. Hollander, legal ad- 


visor for the group, after making a 
special trip to Washington to get clar- 
ifications of “General Maximum Price 
Regulations” which went into effect 
May 18, explained the order in detail, 
and answered all questions concerning 
it. A special copy of the regulation 
with office list of questions and answers 
issued by the OPA, was furnished to 
each one of the 265 members present, 
and discussions were held until late into 
the night. 

- A movement has been started by the 
members from Western Pennsylvania, 
West Virginia and Eastern Ohio, to en- 
large the Western Pennsylvania organi- 
zation to include the three states, with 
the possibility of 250 more members. 
With this in view, George A. Spies, of 
the W. G. Syeis Co., Steubenville, Ohio, 
was elected deputy vice-president. 
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Cloth bound, 
inches. 


58 pages, 7 x 5% 
THE JEWELERS’ 
CIRCULAR-KEYSTONE 


100 E. 42nd St., New York, N. Y. 
5éth & Chestnut Streets, Philadelphia, Pa. 
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HALL BROS. @& CO. 


Clark Bldg. Pittsburgh, Pa. 
Diamond Importers 
and Distributors for 


Granat Mfg. Co. 
Stylists in 
Engagement and Wedding Rings 











Established 1907 


MARTIN GLUCK & SON 


(FRED GLUCK) 
Genuine factory watch materials 
“Supply Specialists” 
313-314 Clark Bldg., Pittsburgh, Pa. 








Established 1895 
THE W. J. JOHNSTON 
COMPANY 


WHOLESALE JEWELERS 
702 CLARK BUILDING 
PITTSBURGH, PA. 


SELLING AGENTS FOR 
ELGIN WATCHES 


Wm. E Jones Jake Hershey 
Wm. A. Jones 








JEWELRY, GEM CUTTING 
and METALCRAFT 


By W. T. Baxter 
Price $2.50 Postpaid 


Jewelers’ Circular-Keystone 


100 E. 42nd St., New York 
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Obituaries 
(From page 101) 


Emit J. JoHnson, a member of the 
J. & L. Tool & Findings Co., Providence, 
R. I., died May 1. 

Frank E. Knapp, 58, Waterloo, Ia., 
manufacturing jeweler, died April 16. 

Epwarp E. Marxorr, 68, for 40 years 
a Providence, R. I., watchmaker, and 
one of the founders of the Touro Fra- 
ternal Association, died April 5. 

BensaMin Marr, 60, Philadelphia re- 
tail jeweler, died April 21. 

W. F. McCarry, 81, one of the oldest 
jewelers in Lindsay, Ont., died April 16. 

Grorce B. McCreery, 62, operator of 
a jewelry store in Frederick, Md., for 
20 years, died April 17. 

Norman B. Mettor, 66, authority on 
antique jewelry and Cincinnati repre- 
sentative of Henry Block, Ltd., died 
May 13. 

Wirrtram L. Marcuant, 51, sales ex- 
ecutive, associated since 1909 with Ostby 
& Barton Co., Providence jewelry manu- 
facturers, died May 23. 

Frep C. Norwatt, 64, for 40 years a 
jeweler in Indianapolis, Ind., died 
May 7. 

Cuirrorp Porru, 49, a lieutenant in 
‘World War I and for 25 years a jeweler 
in Jefferson City, Mo., died May 15. 
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Frep W. Powers, 71, Ashland, Ky., | 


jeweler and optician, died May 5. 
Cuartes D. QuIsENBERRY, 79, 


maker at Orange, Va., died April 28. 


Paut Saenric, 74, proprietor of 
Schnell’s jewelry store, Troy, N. Y., 
and connected with the trade for 34 


+ 


years, died May 7. 

Jos—EPH Sarir, 87, retired Milwaukee. 
Wis., jeweler, died May 5. 

ALrert SicmMuND, 67, president of R. 
Harris & Co., Washington D. C. jewel- 
ers, died May 3. 

Peter W. Sturn, 72, originally em- 
ployed by Spalding & Co., and after 
1906 the proprietor of a retail jewelry 
store in Chicago, died April 21. 

H. JosepH Votimer, 52, Princeton, 
Ind., jeweler and a veteran of the first 
World War, died April 27. 

Witiiam W. Warrick, 76, a jeweler in 
the East End section of Pittsburgh for 
many years, died May 8. 

Frank Zink, 73, an employee of the 
Wehrle jewelry store, Belleville, 
died during April. 


Purchase of $1,000 War Bond 
Made at South Carolina Convention 


The purchase of a $1,000 War Bond 
from the association treasury was voted 
by the members of the South Carolina 
RJA at their 23rd annual convention 
held in Columbia May 10-12., Discussions 
of price ceilings and rulings on charges 
and credits were features of the con- 
vention. 

J. B. Sylvan, Jr., of Sylvan Bros., Co- 
lumbia, was elected president at the final 
session of the convention, and other offi- 
cers elected include J. P. Rainey, Mor- 
ral & Rainey, Walterboro, first vice- 
president; Sydney Kosch, Spartanburg, 
second vice-president, and R. J. Ortman, 
Adams & Ortmann, Charleston, secre- 
tary-treasurer. 


for | 
nearly 50 years a jeweler and watch- | 
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DAVID WEIS « CO. 


DISTRIBUTORS OF 


SWANK JEWELRY 


FOR MEN 


RONSON PRODUCTS 


1101 CLARK BUILDING. PITTSBURGH 








DIAMOND SETTING 


JEWELRY REPAIRING . 
SPECIAL ORDER WORK 

Prompt service and careful attention given to 
all orders. 


TRIANGLE 
JEWELRY MFG. CO. 


216 Clark Bidg., Pittsburgh, Pa. At. 7723 











J. B. BERNSTEIN CO. 


Wholesale Jewelers 
SPECIALIZING IN 


DIAMONDS and MOUNTINGS 


anne 


502. Clark Bldg. Pittsburgh, Pa. 











Pittsburgh 
Wholesalers 
and 
Manufacturers 
Can Fill 
Your Every 
Jewelry Need 





C. PROESSLER & SON 


wae ee 


STORE FIXTURES 
1221 PENNSYLVANIA AVE 
PITTSBURGH, PA. 











KEYSTONE JEWELRY MANUFACTURING CO. 
WHOLESALE 


DIAMONDS - WATCHES - 


PROMPT SERVICE ON 
SPECIAL ORDER WORK 


413 CLARK BLDG. PITTSBURGH, PA. 
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617 VINE STREET 
CINCINNATI, OHIO 


Our Salesmen are out with 
NEW SPRING LINE 
Beautiful! Be sure and see! 


sEWRLAY tgs, semmazeaers 


POPULAR PRICES 
DIAMOND RINGS NEWEST MOUNTINGS 


KENWOOD WATCHES PEF Git Bhices 


Greenwold Grift Co. 


I 
The House of Quality and Service 


18 WEST *th STREET. CINCINNATI, OHIO 


VIRGIN Diamonds 
CELLINICRAFT Jewelry 


ELGINS @e HAMILTONS ‘Zones 7, 8) 
Lines of quality and style that give you pro- 
tected profit. You can recommend these lines 

to your customers with confidence 





KLEIN BROS. CO... 








PROMPT SERVICE ALWAYS 


GERWE-FROHMAN CO. 


Wholesale Jewelers 


CINCINNATI 








DIAMOND-CUTTING 


EXPERT WORK 
-SY Mn) 1041 € 3 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 











WESTERN TRAY & CASE CO. 


MANUFACTURERS OF QUALITY 
JEWELERS’ TRAYS AND CASES 


Write for Designs and Prices 
427 PLUM ST. CINCINNATI, O. 
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MANUFACTURING COMPANY 
JEWELERS 















q Phil Haas, Sixth St. jeweler, is back 
at his store, having recovered from a 
minor operation he underwent recently. 
q R. Baude, Louisville, Ky., jeweler, 
notified his friends in Cincinnati last 
month that he and his wife had cele- 
brated their golden wedding anniversary. 
q Returned from a lengthy and succes- 
ful business trip in the Southwest is 
Charles Dispeker, president of the Town 
Criers. He is a representative of the 
M. Schwab Co. 

q Among the Cincinnati delegation 
which attended the Kentucky Derby at 
I ouisville were Col. George E. Brown of 
Gerwe-Frohman Co. and R. T. Welling, 
Lockland jeweler. 

4q After a three-year absence from this 
district, Spencer Brown, representative 
of the Seth Thomas Clock Co., has been 
returned to the Cincinnati territory. He 
is renewing old acquaintanceships in the 
trade. 

q Albert and Hubert Esberger of Es- 
berger Bros Co., Vine St.,. have just 
completely a highly successful bowling 
season, both individually. and as a team. 
Their quintet finished high in the Vine 
St. Business Club League. 

q Max Moser, New York diamond sales- 
man who has been ill, was welcomed back 
on the job among out-of-town visitors 
who called on the trade here during the 
past month. Others were Sam Newman, 
diamonds, New York; R. E. Rhoten, 
Parker Pen Co.; Tom Law, Binder 
Bros., Newark, N. J., and Warren 
Hendricks, Evans Case Co. 

q George J. Gruen, chairman of the 
board of the Gruen Watch Co., was gen- 
eral chairman of the 47th annual credit 
congress of the National Association of 
Credit Men held here May 11-14. About 
1500 credit executives attended the ses- 
sions which were devoted principally to 
discussion of the role of credit for the 
duration and after the war. 

q Included in the Cincinnati delegation 
attending the UHA in Chicago May 
17-19 were Frank Foegler and E. Fritz 
Mende, _ representing the Cincinnati 
Guild, Ohio Watchmaker’s Association. 
Henry W. von Unruh, Peebles Corner 
jeweler and president of ANRJA, also 
attended the meeting, discussing “Co-op- 
eration Between the Jeweler and the 
Watchmaker.” 

q The new regulations and limitation of 
installment buying are reflected in 
heavy orders by retailers, presumably 
in anticipation of further curtailment of 
available stocks. One order that came 
into the establishment of a wholesaler 
called for more than $1500 worth of 





goods, compared to the retailer’s normal 
order of about $500 worth. 

q Jewelry stores were cited as being 
among the Cincinnati businesses which 
benefited most in the gain of 20 per cent 
in dollar sales volume during March 
compared to the corresponding 1941] 
month. The Ohio State University’s 
Bureau of Business Research, which 
made the report, pointed out that the 
March gains were 42 per cent above 
February and showed an increase of 16 
per cent for the quarter. 


Carolyne Re-Elected President 
Of Northern Ohio AGS Guild 


At a meeting of the Northern Ohio 
Guild of the A.G.S. held May 7 at 
Western Reserve University, Charles 
Carolyne of Youngstown was re-elected 
to a fourth term as president. Other 
officers elected included: Harold Myers 
of the Myers Jewelry Co., Warren, vice- 
president; Raymond Hoover, Hood & 
Hoover, Akron, treasurer, and William 
Theis, Webb C. Ball Co., Cleveland, sec- 
retary. The latter was also appointed 
publicity director. 

At the meeting, Raymond Brenner, 
Youngstown, lectured on the subject 
“The Phenomenal Properties of Gems,” 
and Dr: Henry Donner, Professor of 
Geology at Western Reserve, gave an 
illustrated lecture on _ the — subject 
“Precious Metals and their Alloys.” 





SLAVICK, PACIFIC V. P. 





Acting under the authority of the by-laws 
of ANRJA, the executive committee of the 
association has authorized president Henry 
W. von Unruh to appoint A. N. Slavick, of 
the Slavick Jewelry Co., Los Angeles, to the 
Pacific Coast vice-presidency left vacant by 
the death of Armand Jessop. The Califor- 
nia RJA, through its president Julius Loeb 
as spokesman, has endorsed the appoint- 
ment. 





March Jewelry Employment Down, Greater Than Last Year, However 


Employment in the jewelry industry 
during March, while greater than that 
for the same month of 1941, was less 
than it had been in February accord- 
ing to statistics released by the U. S. 
Department of Labor. The clock and 
watch industry showed a slight gain 
over the preceding month, but fell be- 
hind figures for March of previous year. 





Employment in the silver and _ silver 
plate industry rose very slightly in 
March, but dipped from last year. Pay- 
rolls for all three industries showed 
marked increases over both the preced- 
ing month and the corresponding month 
of 1941. 

The index figures (1923-25—100) are 
as follows: 










Employment Payrolls 
Special Orders — Designers Mar., Feb., Mar., Mar., Feb., ue 
; Industry 1942 1942 1941 1942 1942 4 
hh CM | Clocks, watches ............0..0.0: 110.1 109.7 111.4 159.4 154.4 128.9 
Main 9718 nN a Us Ce en) re ee 107.5 109.4 104.2 114.7 106.1 94.0 
0. J. GROENE J. 3. FRATIANNE Silverware and plated ware ........ 7,7 77.6 79.8 95.6 90.4 82.4 
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qM. J. Ayoob, a jeweler located at 
309-A Huntington Ave., has joined the 
instrument division at the Charlestown 
Navy Yard. 

q Jewelry sales in Boston and vicinity 
were stimulated by earlier graduations 
at many of the local schools and colleges. 
Pre-June weddings also contributed to 
the heightened business. 

q The committee for the annual Boston 
Jewelers Club frolic at Swampscott, 
June 18, reports that all arrangements 
have been made. ‘Those whose gas ra- 
tion does not permit driving to the 
affair, may go by bus from Haymarket 
Square. 

q A. F. G. Scherer & Sons, jewelry en- 
gravers at 373 Washington St., sus- 
pended operations April 1. According 
to Mr. Scherer, the number of trained 
employees joining the armed forces 
slowed production and caused such de- 
lays that it was felt wise to discontinue. 
q At the annual meeting of the stock- 
holders of the Waltham Watch Co., May 
18, a higher net profit than last year 
was reported. The year’s net profit was 
given as $550,827 after payment of 
charges, taxes and dividend require- 
ments was made. Last year’s net was 
$284,501. The working capital of the 
firm was reported as $4,590,534 as of 
Dec. 27, 1941. 

q Mrs. Addie Fiske Goodell, secretary 
of the New Hampshire RJA, has an- 
nounced that their annual convention 
will be held at the Granlinden Hotel, 
Lake Sunapee, N. H., June 23 and 24, in 
conjunction with the Maine RJA. 
This is a change from the originally- 
planned site for the meeting, since navy 
restrictions have made a meeting on 
the coast inadvisable. 

q “The Occurrence and Crystallization 
of Gem Materials,” was the subject of a 
talk given by Dr. Edward Wiggles- 
worth, at a meeting of the Boston Guild, 
A. G. S., May 14. In addition, John 
Kennard, Hodgson-Kennard Co., told 
of the “cram class” which the Institute 
plans to give in the latter part of 
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August for those who wish to complete 
their Registered Jeweler course. It was 
decided that no meeting of the guild 
be held in June due to war conditions. 


q Clarence J. Schriever, president of the 
S. O. Bigney Co., Attleboro, has an- 
nounced the establishment of its War 
Division. The W. H. Hope Co., an auto- 
matic screw machine company, of Low- 
ell, Mass., has been moved to Attle- 
boro and will now be operated as the 
W. H. Hope-Cole War Division of the 
S. O. Bigney Co. All employees of the 
Hope company have moved to Attle- 
boro, and Marcus J. Cole, former pro- 
prietor of the Hope company and a 
graduate of M. I. T., will supervise pre- 
duction in the War Division. 

q The 19th annual banquet of the Bos- 
ton Jewelers Bowling League was held 
at the Hotel Touraine, May 2. George 
E. Fletcher, E. B. Horn Co., announced 
his resignation as president of the growp 
after 14 years in office, and LeRoy Clark, 
Thomas Long & Co., was elected in his 


stead. Others elected were: Warren 
Donnelley, D. C. Percival Co., vice- 
president; Robert Schwinn, Shreve, 


Crump & Low Co., secretary, and Frank 
Gendreau, Frank Gendreau Co., trea- 
surer. Samuel Robinson, Hodgson-Ken- 
nard & Co. was named the official 
scorer. Seasonal scores were announced 
at the banquet, with the Shreve, Crump 
& Low Co. team, under the captain- 
ship of William Guinsali, winning high- 
est honors, 78 out of 108 games. Other 
averages were: Thomas Long Co., LeRoy 
Clark, captain, 70 games; Harkins & 
Murphy Co., George Mullin, captain, 
63 games, and E. B. Horn Co., Herbert 
Loynd, captain, and A. Stowell Co., 
Martin Walsh, captain, tied at 55. 
Harry Solomon, Harkins Murphy Co., 
took the prize for the high average of 
103 80-81 and a pin fall of 8423. 





Walter H. Wheeler Named 
New England WPB Director 


Walter H. Wheeler, Jr., has been ap- 
pointed New England regional director of 
the War Production Board, with head- 
quarters in Boston, and will be respon- 
sible for the administration of all WPB 
field offices in the six New England 
states. Formerly chief of the Contract 
Distribution Branch of the Production 
Division, Mr. Wheeler has been president 
and general manager of the Pitney- 
Bowes Postage Meter Co. for 21 years. 
He is also president and director of the 
Canadian Postage Meter & Machine Co., 
Ltd., and is a member of the Business 
Advisory Council of the Department of 
Commerce. 


Stowell Firm Marks 120th Year 


A. Stowell & Co., retail jewelers at 
24 Winter St., Boston, celebrated 120 
years in business at the same location 
the week of May 18 with an impressive 
exhibition of silverware fashioned by 
famous New England silversmiths and 
dedicated ‘to the brides of 1942. The 
firm, of which J. Gould Cook is president 
and S. Doane Cook treasurer, has been 
under the leadership of the same family 
for three generations. 
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1. ALBERTS SONS, Inc. 
373 WASHINGTON ST., BOSTON 
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PHOTOGRAPHING 
DIAMONDS 


For Identification 


FRANK HEITZLER CO. 
26 Perkins St., Jamaica Plain Sta. 
BOSTON, MASS. 














NICKEL SILVER 
PHOSPHOR BRONZE 


THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 


MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 
For further information address: 
Administrative Office 
1112 BOYLSTON STREET 


Boston, Massachusetts 
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Commissionaires, "Outside Repairs" 


Condemned by Missouri RJA 


A resolution condemning the sale of 
jewelry, watches and similar merchan- 
dise by importers, manufacturers and 
jobbers to organizations other than re- 
tail jewelers was passed by the Missouri 
RJA at its 1942 convention held at 
Jefferson City, April 19-20. Another 
resolution opposed the sale or repair 
materials by wholesale or manufacturing 
material companies ,to “outside” repair- 
men and companies repairing jewelry 
in unfair competition to legitimate 
jewelers. 

John Buchroeder, of Columbia, was 
elected president succeeding Phil Dall- 
meyer, of Jefferson City. Others named 
to executive posts were: Harry L. 
Carter, of Kansas City, vice-president, 
and Fred Sands, of Kansas City, secre- 
tary-treasurer. Those elected to the 
executive committee were H. A. Peter- 
son, Hannibal; Fred Pilcher, Mexico; 
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Where to Buy 
AMERICAN 
China and Glass 














PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 
Murray Hill 3-5460 








EDWARD BOOTE 
35 & 37 West 23rd St., New York. N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 




















ROYAL DOULTON 
@nalixsh Rone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
TRISH BELLEEK 
The eriginal production 


WM. §&. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N.Y. 





Phil Dallmeyer and George M. Porth, 
Jefferson City; C. E. Tieman, Cali- 
fornia; W. G. Drosden, Otto Kortkamp 
and Oliver Selle, St. Louis; Albert Zur- 
cher, Sedalia, and Harry Butterfield, 
Joplin. 

The Horological Association, meeting 
jointly with the Jewelers, elected officers 
April 19, choosing Clem Wolf, of St. 
Louis, as president and Joseph Obmann, 
of St. Louis as secretary. Jefferson City 
was chosen as the site of the 1943 con- 
vention of both organizations. 


William M. Birks Honored 
With L.L.D. by McGill U. 


William Massey Birks, chairman of 
Henry Birks & Sons, Canadian jewelers, 
was awarded the degree of Doctor of 
Laws, honoris causa, at the annual con- 
vocation of McGill University, Montreal, 
on May 27. Mr. Birks is a senior gov- 
ernor of the university. 

In addition to this distinction, Mr. 
Birks has been the recipient of many 
other honors in the past, having been 
made a Freeman of the City of london; 
a Freeman and Liveryman of the Wor- 
shipful Company of Goldsmiths, London ; 
a Freeman and Liveryman of the Wor- 
shipful Company of Clockmakers, Lon- 
don, and a member of the Royal War- 
rant Holders Association. In addition, 
he has served as vice-president of the 
Federation of Chambers of Commerce of 
the British Empire, as president of the 
Canadian Chamber of Commerce, and as 
president of the Montreal Board of 
Trade. 


Jeweler Kidnapped, Robbed, 
Forced to Aid in Looting Store 


Returning home after working late one 
Saturday evening in March, William M. 
Machette, Canoga Park, Cal., jeweier, 
was kidnapped at the point of a gun, 
robbed, forced to return to his store, 
admit the thieves and permit the ran- 
sacking of his establishment. 

Accosted by two Mexicans in an alley 
behind his home, Mr. Machette was or- 
dered into an automobile, driven to a 
nearby orange grove, and robbed of cash 
and personal jewelry. The robbers then 
took his keys, droye him back to his shop 
and forced him, at gun-point, to open 
his safe and turn over the cash. They 
then proceeded to loot the store, heeding 
the owner’s request that watches and 
jewelry left for repairs be spared. He 
was then driven out of the village, his 
keys were returned, and he was re- 
leased. The loss was over $2,200. 

















Boys on the Road 











q Stern & Stern, New York, manufac- 
turers of Romany rings, have announced 
that henceforth S. J. Aaron will cover 
their southern territory, M. W. Stern 
the east and W. H. Davis ‘the middle- 
west. 


q Samuel Young, representative of the 
Elgin American Mfg. Co., has notified 
the Cincinnati Town Criers that he is 
now living and operating out of Dallas, 
Texas. 


q I. E. Moore, Alabama and Louisiana 
representative of Swartchild & Co., has 
been inducted into the Army. Tempo- 
rarily, E. R. Newberry, Georgia-Florida 
representative for Swartchild will take 
over his territory and B. W. Sisemore, 
representing the company in the Caro- 
linas, will take on Tennessee for the 
duration of the war. 


q Charles Ascherman of the Chas. 
Ascherman Co., Cleveland, went on a 
buying expedition in the East during 
May, visiting New York, Attleboro, and 
Providence. 


q Edward Sylvester, well-known sales- 
man, has been appointed the New York 
representative of the French Jewelry 
Co., 187 So. 8th St., Philadelphia. He 
will cover both the city and the state. 


q The S. J. Surnamer Co., New York, 
advertising agency, gave a dinner to its 
employees at the Hurricane restaurant 
in honor of Herman Rosenblatt, New 
York and New England salesman, who 
has just left to join Uncle Sam’s forces 
and is now stationed at Miami Beach. 


q James Weller, salesman for J. Engel 
& Co., Baltimore wholesalers, has joined 
the Marine Corps and is now at Parris 
Island, S. C. Later expects to be trans- 
ferred to Quantico, Va. 


q The S. O. Bigney Co., Attleboro, 
Mass., manufacturers of all precious 
metal gold filled jewelry, announce the 
appointment of Frederick E. Warnecke 
as their representative in Chicago and 
the Middle West. He will maintain 
offices at 10 S. Wabash Ave., Chicago. 


q W. A. (Billy) Lamb, for many years 
connected with the Chicago office of the 
Geo. H. Fuller & Sons, Co., and now 
their “general missionary” for the entire 
country, spent three weeks in Chicago 
recently, returning from a sales con- 
ference in Pawtuckett, R. I. 








NEW RETAIL ENTERPRISES 








LEVY BROS. CHINA CO., INC. 
Established 1868 
79-83 Fifth Ave. GRamercy 7-0111-2 
EXPORTERS AND IMPORTERS 
Dinnerware, Service Plates, Gifts, Smoking Ac- 
cessories. Our specialty—22K Gold Encrusted 
sugars and creamers, salts and peppers, etc. 


GIFT DIVISION — 225 Fifth Ave. 


JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


MYOTT’S 
English Staffordshire Ware 
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Name and Address 


Owner or Manager 


Samuel B. Canter, 102 Broadway, Schenectady, N. Y. ....Same 

Edward’s Credit Jewelers, College St., Oxford, N. C....... Edward Horowitz 
W. D. Hinson (formerly Fann Jewelry Co.), Newport, Ark. 

Henry S. Hyman, 802% F St., Belmar, N. J. ......-+++5-- Abe Pellicoff, mgr. 


Jewels, Inc., Roanoke, Va. 


Rin bal Kod hae Julius Land, pres. 


King Jewelry Co. (formerly Bassett’s), 115 No. Greenleaf 


Alvin Klein, mgr. 


. C. Kingsbury 


Max Levy, 6233 Brookside Plaza, Kansas City, Mo........ Same 

Lloyd’s Jewelry Store, Walnut St., Martinsville, Va. ..... Jack Zachary, mer. 
M. J. Lyons, 53 Broadway, Passaic, N. J............-++++. Same 

Herman Miller. 27 E. Main St.. Riverhead, N. Y.........-- Sa 


me 

Perdue-Jones Jewelry Co., 311-Munger St., Pasadena, Tex..B. O. Perdue & J. Roy Jones 
Reger & Binninger, 385 Broad St., Elyria, Ohio........... 

Scarsdale Jeweler, 75 Garth Rd., Scarsdale, N. Y......... M. Witzling, mgr. 


Sterling Credit Jewelers, Weldon and Ligonier Sts., Lat- 


robe, Pa 


Ce 


Charles Krasnoff 


Time Jewelry Co.. 206 South Sixth Ave., Brainerd, Minn.. Dd Peterson, new owner 


Wayne M. Reed, Farmingdale, N. Y. 
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Wisconsin Association Decides 
Watchmakers in Good Standing 
May Display ‘Code of Ethics" 


Announcement of a plan:to distribute 
lithographed, framed “Codes of Ethics” 
to all members of the Wisconsin Watch- 
makers Association in good standing, 
were anmoynceed by R. Lees Avery, past- 
president of the association at the an- 
nual convention held April 19 and 20. 











‘CODE OF ETHICS] FF 


I as 4 licemned watchmaker of the State of Waconma wish 
ing (0 marntain the profeusonal bass of my trade sed co 
anapare confidence with those whom | serve do wbacnibe 
to the following declarations 


1 To uphold and absde by our State Licensing law 

Z To vender service at,all times based wpon the Inghewt 
standards of truth and honor 

}. Tocaen establish and marniaen 2 sonetinte ding 
the finest work pousble at an equal pr 








wstomer in to ex 
as | would wish 10 be advised if I weve the customer 

6 Tosdyust pene compl nts so that cach purchaser of 
my work 1s 2 satisheed cust 

¥ Techy desimgentnar they ate given 

B To never belettle my brother watchmaker io further my 


own gan 

© To mabe every job | do worthy of the profession for 
wha I stand 

10. Tosupport withthe best of my abulity the associates of 
my trade 
































Displayed by Wisconsin watchmakers 


The code, which was drawn up by Mr. 
Avery and adopted at the 1941 conven- 
tion states: 

“I, as a licensed watchmaker of the 
State of Wisconsin, wishing to maintain 
the professional basis of my trade and 
to inspire confidence with those whom .I 


serve, do subscribe to the following 
declarations: 

“1. To uphold and abide by our 
State Licensing Law. 

“2, To render service at all times 


based upon the highest standards of 
truth and honor. 

“8. To earn, establish and maintain 
a reputation for doing the finest work 
possible at an equal price to all. 

“4, To avoid any exaggeration or mis- 
representation in word or inference so 
that the public will never be led to ex- 
pect more than is humanly possible 
to do. 

“5. To advise every customer in re- 
gard to each repair job as I would 
wish to be advised if I were the cus- 
tomer. 

“6. To adjust rightful complaints 
so that each purchaser of my work is 
a satisfied customer. 

“7. 'To abide by all estimates once they 
are given. 

“8. To never belittle my brother 
watchmaker to further my own gain. 

“9. To make every job I do worthy 
of the profession for which I stand. 

“10 To support with the best of my 
ability the associates of my trade.” 

Another feature of the convention was 
the exposition of a system of watch re- 
pair job analysis employing complete 
printed forms. Ralph H. Young, La 
Crosse, originator of the plan, main- 
tained that through its use the watch- 
maker would be able to obtain a fair 
price and at the same time serve his 
customer honestly. 

Other speakers at the convention were 
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Clifford Brandt, past-president of the 
Louisiana Horological Association, who, 
having qualified for Wisconsin registra- 
tion, spoke on the personal experiences 
of a watchmaker from a non-licensing 
state, and Carl L. Graeber, WPB 
Training - Within - Industry coordinator, 
Vocational High School, Milwaukee, 
who discussed “Training, the First Step 
Toward Victory.” 

Joseph Hurbis, Racine, was re-elected 
president; C. B. Langendorf, Milwau- 
kee, was re-elected vice-president; B. W. 
Heald, Milwaukee, was re-elected secre- 
tary, and Al Loose, treasurer. E. C. 
Schattschneider, West Allis, was elected 
technical director, and C. G. Anderson, 
Milwaukee, was chosen national trustee. 
It was decided by resolution that all 
members of the association joining the 
Services, would be carried as members 
in good standing for the duration. 





Bowen Elected to Head Virginians, 
Perkinson Named No. Carolina Head 
At Joint Convention in Richmond 


At the annual joint convention of the 
Virginia and North Carolina RJA’s, 
held at the Hotel John Marshall, Rich- 
mond, Va., April 27 and 28, Charles W. 
Bowen, Jr., Bowen Jewelry Co., Lynch- 
burg, was elected president of the Vir- 
ginia group, and Z. A. Perkinson, Per- 
kinson’s, High Point. was chosen presi- 
dent of the North Carolina association. 
Over 250 jewelers from two states at- 
tended the convention, which was the 
first to be held in Richmond in 20 years. 

Other officers elected to the Virginia 


association included: Hy Goldberg, 
Portsmouth, and John J. Yarbrough, 
Richmond, vice-presidents, and Frank 


Moose, Moose & Bent, .Roanoke, secre- 
tary-treasurer. Alvin Baum and John J. 
Kohler, II, of Richmond and Mark Holt 
and C. L. Lauterbach of Petersburg 
were elected to the executive committee. 

The North Carolina association elected, 
in addition to Mr. Perkinson, Harold 
Schiffman, Schiffman’s Inc., Greensboro, 
and Nelson Page, Charlotte, vice-presi- 


dents, and William Frasier, J. 
Frasier & Ce. Durham, secretary- 
treasurer. 


The combined organizations adopted 
a resolution endorsing the work of the 
Current Statistical Service of the Cen- 
sus Bureau, and requested extension of 
this service to Virginia when practical. 
Charlotte, N. C., was selected as the site 
of next year’s convention, which will also 
be a joint affair. 

Speakers at the joint convention in- 
cluded Henry W. von Unruh, president 
of ANRJA, who spoke on the topic 


“T am Just the President”; F. L. Moore, 
secretary-treasurer of the Virginia 
group, William G. Frasier, secretary- 


treasurer of the North Carolina asso- 
ciation, and Charles T. Evans, ANRJA 
secretary. Other speakers included 
Myron Jackson, New York diamond ex- 
pert, and Dean Raymond B. Pinchbeck 
of the University of Richmond. 

One of the most interesting features 
of the convention was an exhibition of 
facsimile gems owned by the American 
Gem Society and exhibited by Charles 
S. Stoler, Miller & Rhoades, Richmond. 
Replicas of famous stones were in the 
collection, and lectures on gemology and 
diamond mining were given by Mr. 
Stoler at one of the sessions of the con- 
vention. 
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Where to Buy 
IMPORTED 
China and Glass 

















THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 














ASTLETON CHINA 
“DE LUXE "TABLEWARE RE 


FINE CHINA TRADE 


MADE INAMERICA * MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 








“The House of Satisfied Customers’’ 
Decorators of Fine Dinnerware. 


Service Plates. Satin, Gold and 
Enerusted Specialities. 


ATLAS CHINA CO., INC. 
27 W. 20th Street, New York 
CHelsea 2-1522 











LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
' NOVELTIES 
Made in America 
Trenton, N. J. 


to 


LENOX 
LENOX, INC. 











“CARENADE” CRYSTAL 


Stemware, Bowls, Vases, Perfume Bottles, 
and Smoking Accessories 


Send for IMlustrated Catalog 


ENRIGHT - LE CARBOULEC, INC. 


160 Fifth Ave. New York City 
CHelsea 2-5558 

















HAWKES CRYSTAL 
GLASSWARE 
for discriminating 
people—WRITE 


T. G. HAWKES & CO. 
CORNING, N. Y. 
Y. Office: 542 Sth Ave. 





OLD WaTBRrugs 








BLENKO 
HAND MADE GLASS 


also 
A wide diversification of smart gift lines and 
decorative accessories. 


RUBEL & FENTON 
225 Fifth Ave. New Yerk 











A Short Course in Engraving for 
Jewelers 
By WM. KASSEL 
Price 50¢ 


The Jewelers’ Circular-Keystone 
Chestnut & 56th Sts. 100 E. 42nd St. 
Philadelphia, Pa. New York, N. Y. 
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K&L 


GOLD 
STANDARD 


IS 999.75 PLUS 


and other standards of fineness maintained 
in all our other metals 


FINE GOLD PLATINUM 
PALLADIUM 


lridium—Ruthenium—Rhodium—Osmium—Silver 
Platinum in all degrees of hardness 


Platinum and Gold Solders 
Stamped with the K & L guarantee of Quality 


WE SOLICIT YOUR Kastenhuber be Lehrfeld 


SWEEPS — FILINGS 


SCRAP GOLD AND SMELTERS AND REFINERS 
— 21 West 46th Street NEW YORK, N. Y. 
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i “THE PATHWAY TO SUCCESS” 

AFTER “WAR BONDS SS ' 

.- your A-I investment 
The 








mS 
atch (=. 
Watch Master 
. . an investment which jewelers — ; 
from coast to coast say, “pays WATCHWORK STONE SETTING 
big dividends by reducing watch- per mest ee 
: a ; BRADLEY POLYTECHNIC INSTITUTE 
repair costs, while increasing SCHOOL OF HOROLOGY 
patronage and profits.” Dept. C Peoria, Ill. 


U 











* 
NYE’S ‘Four Great 


AMERICAN OILS 


There’s a stability to Nye Oil quality, that 
is more than the result of laboratory safe- 
guards. It comes from the ‘‘human equa- 
tion’’, for only our most skilled employees 
are entrusted with its processing. Two 
have been with Nye for 60 years, others 
ranging from 25 years up. They take great 
pride in the product; have seen it become ~ 
the preferred oil for all watches, clocks and 
delicate precision instruments. If you are 
not a Nye user, next time ask your ma- 
terials supplier for Nye 
Oil—and you'll see a dif- 
ference. 









The WatchMaster gives you a printed 
record in 30 seconds showing the 
24 hour rate of any watch and the 
cause of any irregularity. 




















American Time Products 


580 Fifth Ave. Inc. New York, N. Y. 








EST. 1844 


Distributors of Western Electric Watch-rate Recorders 
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The ABC of Modern Engraving 


by WILLIAM KASSEL 


Chapter 1—The Selection and Care of Engravers’ Tools (Concluded) 


OR drawing the design on the article to be engraved 

a marking stick (Fig. 12) is needed. It must be 
such that it will not scratch the finest finish on silver or 
gold yet must be hard enough to retain a fine point. Box- 
wood is ideal, the fine texture of the wood makes it 
superior and it is hard enough to retain a point for 
years without resharpening. It should be about five 
inches long and 5/16 inch square. The four sides are 
rubbed down with a piece of fine sandpaper until all 
sides are smooth. Both ends are cut down to a point 
with the aid of a sharp penknife, one point as you would 
sharpen a pencil to be used for regular designing—the 
other end an extra long fine point for small work. It is 
then finished smooth and round on a grinding wheel or 





Fig. 12, boxwood marking stick 


sandpaper, and should last a lifetime. A manufactured 
marker made from hard rubber with a steel marker at 
one end is also on the market. It is a useful tool but in 
my opinion boxwood is preferable. 

Engravers’ wax or grease is another necessary item. 
This is used to coat the place which is to be engraved 
and makes a base for the powder which is then dusted 
on. The design is then drawn with the marking stick on 
this powdered surface. It is also used when making prints 
and reproducing impressions from prints. It can be 


Fig. 13, engravers’ wax 
which has several im- 
portant uses. 





purchased in covered jars (Fig. 13) which contain about 
a two years’ supply. The cover should be kept on, or 
the jar turned downside up in order to keep the grease 
free from dust and chips that would scratch any fine sur- 
face to which the grease may be applied. 

The powder may be either talcum or precipitated 
chalk. A No. 7 round camel’s hair or badger brush is 
needed to apply the powder, and a powder bag is recom- 
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This finishes the first chapter of “The ABC of Modern 
Engraving,” an up-to-date, practical and authoritative 
discussion of every phase of the subject, by William 
Kassel, author of “A Short Course in Engraving for 
Jewelers,”” which was published some years ago by THE 
JEWELERS’ CIRCULAR-KEYSTONE. Future _instal- 
ments of the current work will give information on the 
elementary use of tools, the technic of cutting, laying 
out and placing the engraving, finishing operations, and 
the use of prints and transfers. Each installment in 
this series will be fully illustrated. 





mended for use on toilet sets, loving cups and other large 
pieces as it will enable you to cover large areas more 
quickly than a brush. A powder bag (Fig. 14) can be 
made of muslin or any piece of similar cloth that is not 
too tightly woven. Cut it round, about the size of a 
dessert plate, fill the center of the cloth with talcum 
powder, pick up the edges of the cloth, bring them up 
together and slip a rubber band around eight or ten 
times, about an inch from top, to give you a good-sized 
handle. The talcum should leave the bag and adhere to 


Fig. 14, muslin bag con- 
taining tale or precipi- 
tated chalk. 





the surface of the article when the bag is lightly pounced 
on the desired spot, leaving a fine, smooth, powdered sur- 
face for designing. The bag also will be found useful 
when transferring impressions. Its use in this way will 
be taken up later in another article. 

A small pair of scissors is needed for cutting out 
prints. They should be of good quality, with blades 
not over three inches long. 

Another necessary tool is a steel marker (Fig. 15), 
called a “scratch point.” Get one that is comfortable 
to handle, not too heavy and on which you can get a firm 
grip without cramping the hand. One with a point at 
each end is preferable. One end should have a fine point 
for small work while the other end should be more blunt 
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POP y GOES THE LABEL! 


@ ORDINARY “glue-backed” labels have to be 
moistened to stick. When the moisture dries 
out, the label often pops off. How different when 
you use KUM-KLEEN price labels! They never 
dry, regardless of weather. KUM-KLEEN is the 
modern way to affix price markings on cellophane, 
metal, porcelain, bakelite, wood, leather, etc. 


Address M. J. Lampert & Son, 37 Maiden Lane, 
New York City, Wholesale Distributors to Jewelry 
Trade for Avery Adhesives, manufacturers of 
KUM-KLEEN labels. 

Stocked by all leading material wholesalers. 


Order today. 


Need no moistening...Stick AVERY 


until peeled off... Leave no 

mark...Try them and you'll A A 

never go back to old-fashion- LLL . feen 
ed “glue-backed” labels. exhe- ADHESIVE 


PRICE-LABELS 








* 


BELLEVUE-STRATFORD | 


IN PHILADELPHIA 


CLAUDE H. BENNETT, General Manager ° 


BELLEVUE 


“One of the Few 


Famous Hotels in 


AMERICA 





THINGUNCES. «FOR THE NEW SEASON 


. .. hundreds of rooms and baths modernized 
...a beautiful, new, completely air-conditioned 
Coffee Shop—seating 400, open from early 
breakfast to late supper, featuring finest food, 
modern service at really popular prices. Other 
air-conditioned restaurants. Unsurpassed facil- 
ities for comfort and the enjoyment of true 
Philadelphia hospitality. Reasonable rates. 
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TO PROTECT 
FUTURE 
EARNINGS! 









Kawneer Store Fronts — today! 
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* Attack is the best defense, against the haz- 
% ards of business as well as those of war. 
Your duty is to stay in business, to maintain payrolls, to 
pay taxes, to buy War Bonds, and thus help the common 
effort. Attack now! Invest in a smart, new Kawneer Store 
Front that will mean better business for you for many 
years to come. Act right away, while material is still avail- 
able. Send the coupon for free illustrated booklet on new 
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“2% STORE FRONTS — 


NILES e MICHIGAN 


—————--~—-—~--—-—---4 





The Kawneer Company, Niles, Michigan. 
Please send illustrated booklet on Kawneer Store Fronts. | 
; JC-6 


Address epi,  ailaleae | 


"Wear _Stato go 
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with a point that would appear rounded under a strong 
magnificr. 

A steel burnisher is needed for taking out slips or 
scratches. With the burnisher, the metal around the 
‘scratch or slip is pulled into it, then the surface is bur- 





Fig. 15, “scratch point’ tool. 


nished down even and refinished. The best kind is one 
with a straight burnisher at one end and a bent one at 
the other, one for flat surfaces, and one for curved. 

For this reason a .combination scratch point with a 
burnisher at other end (Fig. 16) is not recommended. A 
burnisher to do its job well must have and retain a high 
polish and therefore must not be allowed to get scratched 
or rusty. Such a burnisher is likely to soon be in a con- 


“ie 


Fig. 16, combination scratch point and burnisher. 


dition that will not produce the best results. Another 
burnisher is needed for making prints but this one need 
not be of steel, and can be home-made. An old tooth- 
brush handle is ideal, preferably bone, but plastic will 
do. Do not use celluloid as friction will ignite it. Break 
off the brush and round off the rough end of the handle 
by filing or grinding. Finish smooth with emery paper 
and put on a high polish on the buffing machine. The 
higher the polish on the burnisher, the easier it will glide 
over’ the surface of the paper and the easier it will be to 
make a print. A rough burnisher has a tendency to stick 
and will often tear the paper. 

A pair of compasses (Fig. 17) is one of the most used 
of engravers’ tools. It should be of a good standard 
make for the measurements must be accurate. Most of 
them come with two steel points one of which should be 





Fig. 17, pair of compasses. 


removed and replaced with one made of boxwood, for, 
like the marking stick, it must be durable and yet of so 
fine a texture that it will not scratch the finest finish. At- 
tachments for inking will also be needed. 

Steel dividers are used to take measurements and for 
scratching in curved lines and ares and the tops and 
bottoms of letters and inscriptions. The best type is 
one with a sliding nut which slips from one end to the 
other, thus saving time over having to screw it the de- 
sired distance. The best size for all-round use is about 
414 inches long, but a larger one, about 8 inches long, is 
also useful for larger articles like loving tups. 

Two or more pads will be needed to rest the articles 
on while drawing the design, and articles which can be 
held in the engraving block will also have to be cut on 
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the pad. The most satisfactory pads are made of fine 
canvas filled with jewelers’ blasting sand. Cut two 
circles of canvas about nine inches in diameter, and 
sew them together around the edge with strong linen 
thread leaving a three-inch opening. Turn the bag inside 
out so as to put the seam on the inside, and fill it about 
2/3 full of fine sand. Now turn in the edge of the hole 
and sew it up by hand with an overcast stitch. The bags 
should not be too well filled, they must be soft so that 
they will shape around the article and let it rest firmly 
in a position where it is easy to get at. 

The only remaining item required to make your set 
of tools complete is an engraving block. This is a chuck 
with attachments to hold articles that are to be engraved. 
There is only one type, but it comes in three sizes. The 
smaller one will hold the general run of work and is the 
most suitable for the majority of jobs. It is a mistake 
to use a larger block than necessary because its extra 
weight is a strain on the wrist and will slow up produc- 
tion. However, its additional weight will be helpful 
when bright cutting or carving. It is desirable therefore 
to have two blocks—one small and one large, though of 
course this adds somewhat to the investment. 

Finally, although it is not exactly one of your tools, 
consideration should be given to the light under which 
you will work. Nothing is more important to the en- 
graver than good light. North daylight is the best of 
all, but this cannot always be had. If the only available 
windows are so placed that the sun comes in, a dark 
shade and an artificial light will prove useful at such 
hours of the day. Or, if the daylight is too strong and 
direct a screen of tissue paper placed on the bench wiil 
give a subdued light that is restful to the eyes. 

If the natural light is not strong enough, it is better 
to use artificial light at all times. A fluorescent lamp is 
best. It is the nearest to natural daylight, blends with 
it perfectly, is free from glare and sharp shadows, and 
it gives off little or no heat. There are a number of good 





Fig. 18, adjustable fluor- 
escent lamp, convenient 
for engravers’ use. 


ones on the market. The one I like is illustrated here- 
with (Fig. 18). It is instantly adjusted to any position 
or angle by a touch of the fingers without loosening or 
tightening any set screws, and the reflector is smaller 
than on other similar lamps. It holds two tubes of 15 
watts which light independently of each other. One is 
sufficient for regular work, and the second can be turned 
on when wanted doubling the amount of light, for very 
small or extra fine work. 
(Chapter 2 will start next month ) 
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WHERE CAN | GET—? 


HRONOMETER REPAIRS—Maybe it was taking 

a chance,:but one of our customers brought in a 
ship’s chronometer he said doesn’t keep time well, and 
all we can see that looks wrong is that the oil is thick 
as tar at pivots, and there is none at all on escape wheel 
teeth. We promised to put job in order. Before tackling 
it, would like to have any advice you could offer; this 
might sidestep getting into trouble. (Question No. 
5433.) R. M. 


Answer—Probably all that is needed in this job is 
cleaning. In taking it apart, let the mainspring down 
completely, before removing the balance. Neglecting 
this is the commonest mistake made by watchmakers 
who are unfamiliar with chronometers. They are apt 
to do as with a watch—take the balance out, counting 
on the escapement holding the train-power; but then a 
slight jar may throw the detent away from its banking, 
allowing the train to “spin,” then the detent spring will 
return the locking jewel and it will fall against the 
whirling escape-wheel teeth; this usually bends their 
points beyond possibility of repairing them. The routine 
of cleaning a chronometer does n6t differ essentially 
from cleaning a watch by hand. Sideshakes of all pivots 
running in brass holes should be checked; if the latter 
are worn out of round they should be bushed. This 
should be done in a universal faceplate; exact uprighting 
of the holes is imperative. Verify the condition and 
polish of pivots, before doing any bushing, and fit the 
holes to pivots with the minimum of shakes. Use a good 
make of chronometer oil. Your question indicates that 
you think oil has evaporated from the escape-wheel, 
which is an error, because the escapement of a chronom- 
eter is never oiled; one of the advantages of its design 
principle is that it does not need oil, which avoids change 
of rate due to thickening of oil on an escapement. 


AR JOBS—Other skilled trades are given special 
ratings by the Navy, etc.; are there any openings 
for watchmakers, where we might utilize our talents 
where they would do the most good? (Question No. 
5434.) L. M. 
Answer—lIn the U. S. Navy service some enlisted 
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WORKSHOP 
@UESTIONS 
AND 
ANSWERS 


men are assigned to various special ratings for mechan- 
ical work, including airplane instrument repairing 
(which is generally the work most appropriate for 
watchmakers), after they are given instruction to utilize 
their previously-acquired skill with tools, in specific op- 
erations on instruments. This is also true of watch- 
makers who may be enlisted in the Army Air Corps. To 
be assigned to work as above stated after enlistment or 
induction is usually a matter of explaining one’s pre- 
vious training, experience, and ability with watchmakers’ 
tools, to the proper personnel classification officer after 
one has been accepted for Army or Navy service; then, 
if an opening exists to be filled by the office where one 
has been examined for vocational classification, he may 
be assigned to duties accordingly; but if not, he must 
take whatever else is given him to do. That is, he can- 
not expect necessarily to be assigned to instrument work, 
because he desires and is more or less qualified to do it. 

Another possibility is to become a civilian employee 
in an instrument repair shop at an Army or Navy air 
base. Application blanks may be obtained for this at a 
U. S. Post Office, for Civil Service positions as aircraft 
instrument mechanic’s helper, or general mechanic's 
helper. If such an application, filled out and mailed as 
directed on the blank, is satisfactory to the Civil Service 
Commission, the applicant is placed on the “eligible 
list” for one of the positions next to be filled. Then at 
the air base shop where he is sent, he will be given try- 
out instruction on airplane instruments, and depending 
upon his aptness and the thoroughness of his ability pre- 
viously as a watchmaker, he may be promoted to the next 
higher Civil Service ratings of junior aircraft instrument 
mechanic, aircraft instrument mechanic, senior aircraft 
instrument mechanic, in turn as he proves his ability. 

Besides these positions in aircraft instrument work, 
another Civil Service position is that of watchmaker, the 
duties of which are to repair watches, including special 
kinds of chrorfographs, navigation watches for aviation, 
etc., besides ordinary timepieces. One may, if he wishes, 
file separate applications for both watchmaker and one 
of the airplane instrument positions. 
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They’re In The Army Now 








We wouldn’t like to have our word 
accepted statistically, of course, but 
from the flood of items received by this 
department in, the last six weeks it 
would seem that one out of every three 
jewelers in the country has either been 
drafted, has enlisted voluntarily or, pos- 
sibly, just wandered absent-mindedly 
into some Army camp and liked it so 
well that he stayed. At any rate, if we 
want to avoid turning our entire issue 
over to mention of things military, con- 
densation will be in order. We'll try 
to name names and use _ occasional 
photos, but extended consideration of 
civilian accomplishments such as _ babies 
and business will have to be ignored. 


No novice at things 


q Alfred J. Adels, son of M. Adels, 
New York ring manufacturer, and for- 
merly connected with Slade’s, Glenns 
Falls, N. Y., now takes orders from a 
top sergeant at Fort McClellan, Ala. 
q Robert W. Moore of the Milo Wil- 
liams jewelry store, Butler, Pa., has 
joined the ranks of those who leap hap- 
pily up at the sound of reveille at 5:30 
a.m. Well—he does get up. 

q Lewell Rosenthal of the Hugh Jew- 
elry Co., Shelby, N. C., has traded loupe 
for musket. 

q Armand Kleinberg of Kleinberg & Son, 
New York diamond wholesalers, and 
treasurer of the National Diamond Cut- 
ting Corp., New York, has enlisted in 
the U. S. Coast Guard and is now on 


First Lieutenant Robert 

Gruen, son of 
George J. Gruen, 
Gruen Watch Co. 
board chairman, and 
one-time student of 
delicate Swiss move- 
ment watches, now spe- 
cializes in movements 
on a vaster scale, 
those of Army tanks at 
Ft. Knox, Ky. Once a 
rider in the famous 
Black Horse Troop at 
Culver, Gruen may 
need a bit of time to 
become used to the 

new-type mounts. 





q Lawrence Ascherman of the Charles 
Ascherman Co., wholesale jewelers of 
Cleveland, is now a private at Camp 


military, former New 
York diamond mer- 
chant Eugene H. Valle 
joined the regular 
army for a three year 
hitch in 1903, served 
in Mexico in 1916 and 
spent 19 months in 
France in the infantry 
: during World War lI. 
Placed in the Reserve 





active duty. Perry, O. 





RECENT REMODELINGS AND REMOVALS 














Corps after Armistice, Name and Address Feat foe 
, : ure Mana 
he has now been or- Albert’s Credit Jewelers, Main and Broadway, “i 
dered to active service ee eS ar ae ee eee. Remodeling Albert Marcus 
as assistant to the Port Basch & Co., 340 Summit St., Toledo, O. .....New Departments 
Quartermaster, Brook- Bobbett Jewelry Co., Colonial Bldg., Skanea- 
lyn, with a rating of RN Se he. S66 Sd 6 wel caw ees aan eae New location Irving T. Bobbett 
Lieutenant Colonel. = Jewelry Co., 119 E. ith Ave., Tulsa, 
oa ces eee e eee es seer eeereeres cesses e+ New location A. Y. Boswell 
4 Harry Melcer of the Melcer Jewelry Brown’s Credit Jewelers, Aspen Ave., Flag- 4 
Be, Ha Ce Serre rrr eee are ae Remodeling 
Co., Galveston, Tex., joins the ranks of Concord Jewelry, 253 Concord St., So. St. 
! those using terms like “avast” and “lub- ‘ a. a i ee ae New location Leo J. Hotter 
ber” legitimately; he’s at the Naval oronado Watch & Clock Repair, Room 1104 ; e 
; Training Station, San Diego, Cal. Lee Fe es pent els Ne location Wm. W. Gruen 
q Herbert Gamler, son of Hrary Gam- WRGMEIIOON WR: eas sig cvises ciaece nea wauaes New location Same 
| ler, Buffalo, N. Y., retailer, now puts ~~ Jewelry Co., Border Theatre Bldg., a : = 
. his Staunton military training to good | Alexander Ginsburg, 203° Main’ ‘St; “Orange,” [°C*ton = W- FE Boston 
use, having enlisted April 16. Dt EP ae ee eis ER Ree ES Yew location Same 
| q The Youkilis boys, formerly at Ben’s L. egal Center and 4th Sts., Fernandina, a ; s 
Budget Jewelers, Norwood, O., are air- Hadlock ‘Jewelry Co., 808 Main St., Peters-— i: Seen _— 
minded. Rudy’s now at Lowry Field, [oo oe ee Arh ceetirs nce ". .. New location 
Denver, Colo., brother Victor at Patter- Helzberg’s Diamond Shop, 1100 Walnut St., ; 
son Field, Dayton, O. Frank Flynn, a ara oh Sia Sas Pas eee Remodeling 
’ : rts un ewelr 0., . St., illsboro, 
salesman at Ben 8, 18 keeping both feet Texas ee eulad bane aa ~ irs wera : ¥ ..New location Mr. and Mrs. 
on the ground doing precision work for John Hunt 
the Government. M. Jordan, 811 Broad St., Newark, N. J. .....New location Same 
Cincinnati boys now reported totin Karst-Friton Jewelry & Gem Co., 614 Olive 
| ( y i & es. ee I hs eh dsaan sd Senge ec weeaes New location 


m es 7 : Ri > : 
uskets include: Richard Hug, former Kurz & Co., 638 Main Ave., Passaic, N. J. ... Remodeling 


Hartwell retailer, shifted “out West”; Lewis Jewelry Co., 300 West University Ave., 
Ralph C. Lewis, erstwhile Gerwe-Froh- Gaisiowviite, WU. ce ciciak Haas Ci datenesds New unit 
man employee, now at Jefferson Barracks, V._A. McGrail, 1212 Market St., Wheeling, _ . 
; Mo.; former Town Criers Paul Knight, me. ba Tee cease teesrecceccees ate te v2.6 New location Same 
Paul Schumer, Irwin Harman and Roy i. on EN a eee eo Saul Schissel, mer. 
Koehne in service but location indefinite. Nusbaum Jewelers, 105 Tuscarawas St. E., 
‘ Frank Herschede Co. employees are Ci. Oh 6 ond os Keo saw ae Make ae Ce Yew location 


; spotted as follows: Richard Stenger, in Peterson Jewelry Store, Westbrook, Minn..... New location Albin Peterson 


: Pacific zone; Second Lieutenant Mark 


. Rediker, mgr. 
Herschede with Signal Corps, Fort Mon- Wm. Rediker, mg 


edlale-e 6 ausirn. CCD Che wd Ew d bebe we ns.c'ow ee New location 
Rhodes Jewelry Co., Altavista, Va. ..... New location 








mouth, N. J.; Jack Hughes in officers’ Rogers Jewelry Store, 239 Union St., Lynn, 
. training at Fort Benning, Ga., and We ¢o can ad cee Ree tear ads eevee New: location 
Robert R i valse Royal Diamond & Watch Co., 20 Main St., 
j Fort ben fee aseer ot 7 Yonkers, N. Y. .... see cee ee cceceeee: oe  .— — _ 
“ar. ae : z Rudolph Bros., 99 Genesee St., Auburn, N. Y.. New location . VanDecastle 
George H. Newstedt Co., now shines E. J. Scheer, 253 Main St., E., Rochester, 
’ brass in anticipation of induction as en- WE oe rela share ata ee Etec ae One res . .Remodeling Same 
m in the Navy Air Force. John Gerwe ete Jewelry Co., 321-23 Penn Ave., ees i siasit tbat aie 
0 e * SE Er ee re ere re eee ee in y 7 A 
f Gerwe-Frohman has two sons in the Star Jewelry Co., 411 Conally Building, At- 
, orces: Vincent, a Coast Guarder, and ne: eee ae Bats acta age oe .. New location J. O. Coleman 
, ra Jr., at the Army Base, Dayton. B. E. Struss, 190 Main St., White Plains, cae 
; communique from I. Alberts Sons WEG So dane cad ewes eee = CU Sees eee ees ew location Same 
l Boston pore abia Daltes Sie- Taylor’s Jewelry Store, Crosby, Minn. ....... New location 
man to Arm weston ‘ rer moti Frank L. Tibbets, Somersworth, N. H. ...... Reopening Same 
’ f F y Rincrcine A, 5 igs tame Traub Jewelry Co., 2011 Main St., Niagara 
it David Shanoff to corporal. Wala IO. Wa wo cn cundcakesvavecnr ts cuca ees Remodeling Mrs. S. Traub 
’ i Widdess of I. Widdess & Walters sowaiey a bee Chamtier of Com- - les - 
' ns, Los Angeles gem dealers, is now in merce Building, Atlanta, Ga. ............. ew location : 
: the ‘Air Conga, Ax wile to ” Sheppard pes = ae 25 ee St., Ro nar ay ..New equipment 
: or ty" amue Joodrow ons, alisade ve., 
Field, Wichita Falls, Tex. Vorhote, “Ne We cca cs he aa awe SER New location Same 


7 FOR JUNE, 1942 123 





BNO a ST PRS ST EERSTE TTS 


Special Notices’ 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATIONS WANTED 75c. for 
= 25 words. Additional word 5c. a 
word. 


Heavy type, $3.00 for first 25 
words. Additional words, 10c. a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 


closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations. 
send duplirates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 

Jewelers’ Circular-Keystone 


100 E. 42nd St., New York 


Situations Wanted 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 

— 


STENOGEAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





HIGH GRADE watchmaker, sales ability, 
capable of earning above average. Ad- 
dress “K., 2003,’ care Jewelers’ Circu- 
lar-Keystone. 





MODEL MAKER and mould maker for 
process casting, wishes permanent posi- 
tion. Address “K., 2015,” care Jewel- 
ers’ Circular-Keystone. 





JEWELER, gold or platinum, special 
order, wishes position; New York City 
or elsewhere. Address “H., 2014,” care 
Jewelers’ Circular-Keystone. 





FIRST CLASS jewelry jobber, stone set- 
ter and engraver; over 30 years’ ex- 
perience; best references. Address “G., 
1953,” care Jewelers’ Circular-Keystone. 





Al WATCHMAKER, clockmaker and 
salesman; American born, draft exempt; 
excellent references; California only. 
I. L. Weisbrod, 1137 W. 17th St., Los 
Angeles, Cal. 





DESIGNER and wax modeler, up to 
date on fine costume jewelry; able 
jeweler at the bench; desires New York 
City position. Address “N., 1961,” care 
Jewelers’ Circular-Keystone. 


MANAGER, super-salesman, 25 years’ 
experience diamonds, watches, jewelry ; 
travel; salary and commission; results 
guaranteed. Address “B., 2022,” care 
Jewelers’ Circular-Keystone. 





MANAGER, A-1 salesman, 15 years’ ex- 
perience in finest retail, credit stores; 
capable taking complete charge; ex- 
cellent references. Address “A., 2020,” 
care Jewelers’ Circular-Keystone. 





MANAGER large retail credit store; €x- 
ceptionally capable; lifetime jewelry 
experience, desires change to position 
with real possibilities. Address “L., 
2016,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, accustomed to all sizes, 
grades; accurate, industrious; meet 
trade; sober; $50 to start; permanent; 
middle aged; American. “Baldwin,” 
care General Delivery, Woburn, Mass. 





WATCHMAKER, first class, desires posi- 
tion with reliable firm; front man; best 
references; married, age 40; salary 
$60: Southwest preferred. Address “S., 
1982,” care Jewelers’ Circular-Keystone. 


WATCHMAKER, capable manager, front 
man tor past 20 years; married; uge 
40; draft deferred; best references; 
desires good connection; salary $60: 
South or Southwest. Address “R,, 
1981,” care Jewelers’ Circular-Keystone, 





WATCHMAKER, 28 years’ experience; 
expert smallest bracelet and com- 
plicated chronometers; European 
trained; desires change; 13 years ‘ast 
position; finest references. Write to, 
Cc. Braun, 104 S. Jackson St., Potts- 
ville, Pa. 





YOUNG LADY, good knowledge general 
jewelry business and experienced sell- 
ing in New York City and out of town, 
with good following; also capable as- 
sisting with office work. Address 
“E., 1950," care Jewelers’ Circular- 
Keystone. 





JEWELRY DESIGNER (young lady) 
sketches and executions for platinum, 
diamond, gold and silver (real and 
costume); also office work; factory cr 
store; New York preferred. Address 
“C., 2013,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, excellent workman, 
very capable, skilled on fine work and 
close timing: 25 years of experien:e; 
American, age 41; reference: work 
anywhere. Address “H., 1819,” care 
Jewelers’ Circular-Keystone. 





LADY, 15 years’ in retail jewelry store: 
experienced in selliig, keeping stock, 
buying. also knowledge of bookkeeping 
and office routine; conscientious, capa- 
ble: A-1 reference. Address “A., 1841," 
care Jewelers’ Circular-Keystone. 





SALESMAN, retail, Christian, married: 
25 years’ experience; thorough; desires 
permanent position with reliable con- 
cern; at present employed. Address 
“R., 2010,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, expert on Swiss and 
American; Bowman graduate; clock 
and jewelry repairman; number of 
years’ experience; best references. Ad- 
dress “L., 2004,” care Jewelers’ Circu- 
lar-Keystone. 





EXPERT manufacturing jeweler and set- 
ter, capable designing to finishing; 
special order and stock, platinum and 
gold; high class store; references. Ad- 
dress “‘A., 1987,’ care Jewelers’ Circu- 
lar-Keystone. 





SALESMAN, traveling East and Middle 
West, calling on jewelry jobbers and 
retailers, seeks connection manufac- 
turer who can handle volume business. 
Address “E., 1951,” care Jewelers’ Cir- 
cular-Keystone. 








YOUNG LADY full knowledge; many 
years’ experience handling, selling dia- 
mond jewelry, etc., desires connection ; 
also capable assisting with office work. 
Address “C., 1846,” care Jewelers’ Cir- 
cular-Keystone. 





JEWELER, 36, European, experienced, 
expert and very good appearance, seeks 
connection or a responsible position in 
a first class wholesale or retail busi- 
ness. Address “F., 1999,” care Jewel- 
ers’ Circular-Keystone. 





SUPER SALESMAN, 38, seeks position ; 
complete retail jewelry store experi- 
ence; pleasing personality; best refer- 
ences; New York City, boroughs or 
vicinity. Address “B., 1944,” care 
Jewelers’ Circular-Keystone. 





BOOKKEEPER, full charge; _ typist; 
young lady, 10 years’ experience manu- 
facturing jewelry diamond concern; 
excellent references; thorough knowl- 
edge jewelry line. Address “H., 1972,” 
care Jewelers’ Circular-Keystone. 








WATCHMAKER, age 52, 32 years’ ex- 
perience .close timing, proper adjust- 
ment; all makes of watches; good 
references; wishes position with relia- 
ble firm New York or vicinity; salary 
$50. Address “F., 1952,” care Jewelers’ 
Circular-Keystone. 





WATCHMAKER, permanent position, 
R. R. inspection or cash store, Mas- 
sachusetts or Carolinas; some jewelry 
repairing and engraving; 15 years’ ex- 
perience, factories and jewelry stores; 
give salary. Arthur Fennell, 42 Abbot 
St., Greenfield, Mass. 





WATCHMAKER, first class 01 American 
and Swiss baguettes; experienced rail- 
road inspection; can estimate or take 
charge: jewelry repairing and engrav- 
ing: 30 vears’ experience; best refer- 
ences. Address “P., 1980,” care Jewel- 
ers’ Circular-Keystone. 





REPAIR CLERK; capable and efficient 
man, age 58; experienced 40 years’ 
bench and retail store work; pleasing 
personality to meet the trade; wishes 
managership of repair department or 
branch store. For details address “‘Y., 
1934,”" care Jewelers’ Circular-Keystone. 





SWISS-AMERICAN watchmaker, jewel- 
er: full experience on all complicated 
watches, chronometers, including mak- 
ing of parts; jewelry; desires position 
with wholesaler in watches and jewel- 
rv: prefer New York City or Newark. 
Address “F., 1970,” care Jewelers’ Cir- 
cular-Keystone. 





FIRST CLASS watchmaker desires posi- 
tion with a firm where close timing 
and production is required on _bag- 
uettes, Swiss complicated and railroad 
watches; 25 years’ experience, foreign 
and American; recommendations fur- 
nished. Address “L., 1958,” care Jewel- 
ers’ Circular-Keystone. 





CERTIFIED watchmaker, 32 years’ eX- 
perience R. R. inspection; front, com- 
plete charge; permanent position only 
with high class firm, desired; unques- 
tionable references as to integrity and 
ability; available July 1; salary $50; 
Pacific Northwest. A. C. Roberts, 710 
W. Fourth St., Anaconda, Mont. 





SALESMAN or manager. Are you looking 
for a man who really knows the retail 
credit jewelry business? 18 years of 
experience in window trimming, selling, 
credits and everything connected with 
the successful running of a store; draft 
exempt; now employed; desires change. 
Address ‘“‘M., 2007,” care Jewelers’ Cir- 
cular-Keystone. 
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WATCHMAKER, first class, European, 
30 years at the bench, all makes of 
watches, with sufficient experience to 
take entire charge of watch repairs in 
progressive, modern store; New York 
or vicinity; A-1l references; now em- 
ployed by leading jeweler for 15 years. 
Address “M., 1996,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, now employed, desires 
position as manager of repair depart- 
ment, or position with a future; 16 
years’ experience, school trained; good 
salesman; first class mechanic; good 
personality; American; capable and effi- 
cient; 39 years of age; married. Ad- 
dress ""M., 1921,’’ care Jewelers’ Cir- 
cular- Keystone. 








MANAGERIAL position in retail credit 
jeweiry store wanted by man aged 38, 
single, possessing 23 years’ diversified 
experience in jewelry industry and who 
is thoroughly equipped to assume full 





responsibility of buying, selling, win- 
dow displays, advertising, stock con- 
trol, credits, etc. Address “B., 1989,” 
care Jewelers’ Circular-Keystone. 
CREDIT STORE, manager-buyer, now 


employed, desires change ; familiar with 
modern installment methods of op- 
erating; good recommendations; capa- 
ble of taking complete charge of buy- 
ing, _ Sales, credits , and_ collections, 
creative window trimmer and original 
ideas on promotional work and adver- 
tising layouts. Address “K., 957,” 
care Jewelers’ Circular-Keystone. 








Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SALESMAN, territory New York, New 
Jersey, Pennsylvania, desires additional 
line, large or small, to sell cash and 
credit jewelers, department stores; ref- 
erences. Address “N., 1977,” care 
Jewelers’ Circular-Keystone. 





\ 


SALESMAN having the following estab- 
lished trade, for many years among 
jewelry, material, optical and religious 
jobbers, East and Middle West, desires 
a solid gold, sterling silver or novelty 
line. Address “H., 1954,” care Jewel- 
ers’ Circular-Keystone. 





SIDE LINE wanted for Chicago and 
Middlewest to go with well known 
gent’s ring manufacturer’s line; 
commission. Address “Circular 
1323,” Room 1415, Heyworth 
Bldg., Chicago 








OLD, RELIABLE, well rated manufac- 
turer with experienced sales force in 
New York desires connection to repre- 
Sent dependable manufacturer of gold 
and silver jewelry. selling wholesalers, 
for New York, Philadelphia and Balti- 
more. Address ‘‘W., 1933,’’ care Jewelers’ 
Circular-Keystone. 


a 





PACIFIC COAST salesman desires 
good manufacturer’s or importer’s 
line; dignified and capable, volume 
producer; excellent following; re- 


plies confidential. Address ‘“M., 
1960,” care Jewelers’ Circular-Key- 
stone. 


| 
| 
| 





TRAVELING salesman seeks various 
jewelry lines, including gold stone 
rings, on straight commission, for 
an old established trade of over 300 
good rated accounts throughout the 
entire South; 15 years same terri- 
tory, same house. Address “A., 
1935,”’ care Jewelers’ Circular-Key- 
stone. 


RESIDENT salesman, out of Atlanta, 
covering entire South and Midwest 
with an established trade close to 
400 good rated accounts; can sell 
large volume, gold stone rings, nov- 
elty and filled jewelry, kodaks, 
sterling ware; straight commission; 
20 years same territory. Address 
“R., 1963,” care Jewelers’ Circular- 
Keystone. 








Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





MANUFACTURER of high grade line of 
wide carved and chased wedding rings, 
wants representatives for New York 
and New England; side line permitted. 
Address “D., 1949,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN with following in _ better 
class retail stores and jobbers in New 
York City and vicinity, to carry a line 
of new type exclusive cocktail rings. 
Address “H., 2001,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN wanted for Middle West to 
call on the retail jewelry stores, to carry 
manufacturers’ side line of ladies’ gold 
ring sets, fancy stone rings, also men’s 
stone rings; in replying state experience. 
Address “R., 1927,’ care Jewelers’ 
Circu'ar-Keystone. 


n — 





SALESMAN wanted, New England terri- 
tory, to call on the retail jewelry stores; 
factory side line of men’s and ladies’ 
gold rings, composed of regular and new 
modernistic designs: state experience 
and references in replying. Address ‘“‘T., 
1928,’’ care Jewelers’ Circular-Keystone. 








BHelp Wanted. 


Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 








WANTED, jewelry repair and special or- 
der man: permanent. Chas. F. Damm 
Co., Buffalo, N. Y. 


WATCHMAKER wanted for New York 
State; give all details and experience in 
first letter. Address “G., 1911,’’ care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, permanent position; ex- 
cellent opportunity for capable man; 
state qualifications and salary. Weaver 
Jewelers, Chillicothe, Ohio. 





WANTED, watch repair man and en- 
graver preferred; location Pennsyl- 
vania town. Address “P., 2009,” care 
Jewelers’ Circular-Keystone. 





SALESMAN to carry line diamonds and 
diamond jewelry; experience; excellent 





opportunity. Address ‘‘A., 1894,’’ care 
Jewelers’ Circular-Keystone. 

WANTED, watchmaker, engraver and 
stone setter; permanent job; good 


salary; fine store. Address ‘‘South 1932,” 
care Jewelers’ Circular-Keystone. 





WANTED, first class watch and clock- 
maker for season June to October Ist; 
write full particulars, experience, salary, 
ete. J. H. Sawyer, Bar Harbor, Maine. 





REGISTERED optometrist who can do 
some watchwork preferred; excellent 
working conditions; send references. 
Montgomery Jewelry Co., Montgomery, 
Ala. 





WATCHMAKER, jeweler, engraver, sales- 
man; peimanent position open now 
for combination man; send references, 
ete., in first letter. Klein & Son, Mont- 
gomery, Ala. 





MAN TO MANAGE credit jewelry store 
in New York State, one with experi- 
ence; give all details in first letter. 
Address “V., 1964,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN, retail store; experi- 
enced; permanent position. Apply 
at once, Madow’s, 263 E. Fordham 
Road, Bronx, New York. 





JEWELER WANTED who can produce 
beautiful mountings and also special 
order work: able to work from design ; 
$1.10 per hour. Address “C., 1939, 
care Jewelers’ Circular-Keystone. 





A GOOD POSITION in a lovely city 
for good watchmaker, not in the 
draft; now. S. I. Echelbarger, Fort 
Myers, Fla. 





WATCHMAKERS: permanent positions 
for first class watchmaker; also junior 
watchmaker; state age, experience, 
references and salary expected. Hughes 
& Son, Inc., Lima, Ohio. 





WATCHMAKER: a permanent position 
for a first class watchmaker ; state age, 
experience, references, salary expected 
in first letter. Edward Cuny, 6056 W. 
Fort St., Detroit, Mich. 





YOUNG MAN, junior watch material 
clerk; New York City; jobber; neat ap- 
pearance: state references and previous 
experience. Address “K., 1918,’’ care 
Jewelers’ Circular-Keystone. 





“WANTED watchmaker; $1.25 per hour; 
$1.87% per hour for all time over 48 
hours: air cooled shop and store; loca- 
tion Northern Ohio. Address “B., 1895,’ 
care Jewelers’ Circular-Keystone. 





(Continued on page 126) 





FOR JUNE, 1942 


125 





Special Notices 





(Continued from page 125) 





HELP WANTED—Continued 








WANTED three man; jewelry § chain 
Tennessee ; part interest available; first 
letter state qualifications, present sal- 
ary and draft classification. Jacobs 
Jewelry Co., Nashville, Tenn. 





WANTED, a good combination watch- 
maker, experienced in store manage- 
ment; must have best of references 
and be able to give bond. Address “E., 
1994,” care Jewelers’ Circular-Keystone. 





ALL AROUND jewelry repairman, capable 
of doing some new work; also diamond 
setter; good working conditions, steady 
work, trade shop. Leon Rudberg Jewel- 
ry Company, Allen Bldg., Dallas, Texas. 


JEWELER WANTED on mountings and 
special order work; $1 per hour to 
start; give full information in ijirst 
letter, exactly what you can do. Ad- 
dress ‘M., 1937,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER for permanent position, 
large Southern jewelry store; please give 
salary expectations and furnish refer- 
ences; all replies held in strict confi- 
dence. Address ‘‘E., 1908,’’ care Jewelers’ 
Circular-Keystone. 





SALESMAN, to carry solid gold gents’ 
and ladies’ ring line, in Midwestern ter- 
ritory; office in Chicago preferred; 
strictly commission basis; give full de- 
tails in first letter. Address ‘‘J., 1914,” 
care Jewelers’ Circular-Keystone. 





WANTED, experienced watchmaker who 
ean also fit fancy crystals and repair 
clocks; good pay; permanent position, 
good working conditions, for man out- 
side of draft; full details first letter. C. 
A. Schnack Jewelry Co., Alexandria, La. 


WANTED, young man more interested in 
future than large salary at start, for 
minor repairs and wait on trade; store 
now being run by recent widow; salary 
to start $25.00; give references, school- 
ing, picture and church in first applica- 
or Krug’s Jewelry Store, Hudson, 





JEWELER to do repairs of all kinds 
coming into the average jewelry store, 
also clock work; please state if op- 
tometrist or have optical experience; 
state full details, experience, salary cx- 
pected and draft status. Herman Hiss 
& Co., 905 Washington Ave., Bay City, 
Mich. 





ENGRAVERS (no _ lettering)  pol- 
ishers, cameo setters; all year 
work; plenty of overtime; excellent 
working conditions. Goodman & 
Co., 42 W. Washington St., Indian- 
apolis, Ind. 








WANTED an honest, conscientous highly 
skilled watchmaker who is a_ good 
estimator and capable of taking charge 
of watch department. Address “D., 
1993,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address ‘“J., 4321,’ care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER;; retail watch shop; out 
of draft; steady position; no floaters; 
ground floor; able to take in and de- 
liver work; good light, pleasant; 
Western Pennsylvania. Address “F., 
1818,” care Jewelers’ Circular-Keystone. 





SALESMAN, experienced, all phases of 
retail credit jewelry store, Brooklyn, 
N. Y.; permanent position; state ex- 
perience, age, references. Address “‘L., 
1975,” care Jewelers’ Circular-Key- 
stone. 





WATCHMAKER, experienced, first rate 
man only; permanent position in re- 
tail credit store, Brooklyn, N. Y.; state 
age, experience, references. Address 
“M., 1976,” care Jewelers’ Circular- 
Keystone. 





JEWELER WANTED on _ engagement 
rings and wedding rings, who possesses 
creative ability; $1.10 per hour; give 
information in detail as to ability. Ad- 
dress “G., 1938,” care Jewelers’ Circu- 
lar-Keystone. 





SALESMAN for retail store; capable of 
making sales, taking charge of win- 
dows ; permanent position; state qual- 
ifications, age, reference, salary ex- 
pected, etc. Goldner’s, 617 Church St., 
Nashville, Tenn. 





SALESMAN and estimator of precious 
and semi-precious stones wanted by 
well established New York retail, cash 
jewelers; please give complete details. 
Address “N., 1997,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER; permanent position; 
good working conditions; excellent 
opportunity; $45 to $50 per week; 
state age and experience. Address 
“K., 819,” care Jewelers’ Circular- 


Keystone. 





SOUTHWEST’S leading trade shop has 


permanent position for jeweler who 

can do special order work and repair- 

ing: give details and salary expected 

in first letter. Orkin Jewelry Manufac- 

ae Co., Southland Life Bldg., Dallas, 
exas. 





WANTED, first class watchmaker, ex- 
perienced and in good health; watch 
and clock repairing required only; 
state age, qualifications, recommenda- 
tions and salary expected. Greenwald 
& Adams, Jewelers, 60 E. Congress, 
Tucson, Ariz. 





YOUNG LADY formerly employed Jewel- 
ers’ Exchange, with knowledge dia- 
monds, watches, jewelry buying, sell- 
ing, trading; knowjJedge stenography, 
typewriting; state salary and experi- 
ence. Address “D., 2017,” care Jewel- 
ers’ Circular-Keystone. 





DIAMOND SETTER, fine one, who can do 
fair jewelry work, or engraving; or a 
good engraver who can do fair jewelry 
work or fair setting; Southerner pre- 
ferred; $52.00 for 48 hours; steady work; 
trade shop. Address “D., 1907,’’ care 
Jewelers’ Circular-Keystone. Ves 





SALESMAN WANTED; New England 
States, to represent complete line of 
platinum and gold jewelry for retail 
trade; no objections to non-conflicting 
line; commission basis; excellent op- 
portunity. Write, David Sarkin, 93 
Nassau St., New York City. 





WANTED, experienced and efficient 
watchmaker; preferred age 36 or 
over; $50.00 a week; desirable 
working conditions; must furnish 
references. Address “C., 1902,°’ 
care Jewelers’ Circular-Keystone. 


EXPERT manufacturing jeweler, setter, 
designer, special order _ or _ stock, 
platinum, gold; permanent position for 
workman who can furnish fine work- 
manship with reasonable speed; state 
ability and wages expected in_ first 
letter. J. W. Ware’s Jewelry Store, 
Sin Diego, Calif. 





WATCHMAKER wanted by reliable, re- 
tail jeweler in Cleveland; very good 
opportunity for a good and ambitious 
watchmaker who can also wait on 
trade; good salary; write full particu- 
lars, past experience and salary ¢éx- 
pected. Address “C., 1991,” care Jewel- 
ers’ Circular-Keystone. 





WATCHMAKER;; permanent position; 
good working conditions; excellent 
opportunity; starting salary $50 to 
$60 per week; State of Tennessee. 
Address “J., 1956,” care Jewelers’ 
Circular-Keystone. 





A-1 WATCHMAKER, with _ technical 
skill; all better makes of watches; at 
once; permanent position in high class 
store to right man; state ability and 
wages expected, first letter; do not 
answer unless you can deliver first 
class workmanship. J...W. Ware's 
Jewelry Store, San Diego, Calif. 





SALESMEN WANTED; we have open- 
ings for live wire men; must have good 
following to represent a well known 
Swiss watch and jewelry line; several 
territories open ; commission with draw- 
ing account; experienced men _ need 
only apply. Address “B., 2922,’ care 
Jewelers’ Circular-Keystone. 








WANTED jewelry die maker who is able 
to do chasing and engraving; only one 
thoroughly understanding this class of 
work will be considered ; wedding rings ; 
mountings, etc.; state salary expected, 
experience, where in the past employed, 
information in detail. Address “B., 
1936,” care Jewelers’ Circular-Key- 
stone. 
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HELP WANTED—Continued 
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WANTED salesmen for retail credit 


store; experience necessary in sales- 
manship and window trimming; 
situated in Western Pennsylvania; 
give references and salary expected 
in reply. Address “C., 2023,” care 
Jewelers’ Circular-Keystone. 





SALESMAN wanted for New York, Bos- 


ton, Philadelphia and Washington, D. C., 
calling on department stores and spe- 
cialty shops, to represent a line of 
ladies’ fancy and modernistic, genuine 
and synthetic stone rings; state experi- 
ence and references when replying. Ad- 
dress ‘‘V., 1929,’’ care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, ability to do light 


engraving; must be dependable; 
splendid working conditions; per- 
manent; $1.30 an hour; state age 
and qualifications. Address “W., 
1983,” care Jewelers’ Circular- 
Keystone. 





JEWELRY REPAIR man; competent 


all around man on fine jewelry; na- 
tionally known retail jeweler in Bal- 
timore; 40 hour basic week; give 
age, experience, marital status. Ad- 
dress “O., 1924,” care Jewelers’ 
Circular-Keystone. 





WANTED, good watchmaker for good 


Ohio town, population 50,000; also 
good Florida town, population, 
8,000; job will pay $45 per week or 
more to right man; urgent; excel- 
lent opportunity; must act at once. 
Address “J., 1973,” care Jewelers’ 


Circular-Keystone. 





PLEASANT and permanent position 


open in Southern city of 50,000 for 
excellent engraver and_ jeweler; 
(light jewelry work, ring sizing, 
stone setting, etc.) $55 per week; 
send references and full informa- 
tion. Address “P., 1925,” care Jew- 
elers’ Circular-Keystone. 





ENGRAVERS; experienced on _ fine 


silverware, lettering or ornamental ; 
nationally known jeweler and _ sil- 
versmiths in Baltimore; 40 hour 
basic week; submit samples, outline 
of experience, references and full 
details, Address “H., 1913,” care 
Jewelers’ Circular-Keystone. 





MANUFACTURER of an exceptional 


line of gold ladies’ rings and wed- 
ding rings, mountings and mounted, 
also platinum ring line wants rep- 
resentative for the Middlewest; no 
objection to non-conflicting side 
line; all replies confidential. Ad- 
dress “D., 1683,” care Jewelers’ 


Circular-Keystone. 


| 
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WANTED, geed--watchmaker, capable 
of plain engraving and sizing rings 
in emergency; selling ability if 
possibile; age 30 to 45, draft 
exempt; permanent position; salary 
$50 per week with opportunity for 
commission and advancement; give 
references and experience. Leon 
Rubin, East Liverpool, Ohio. 





WATCHMAKER, plain engraver, capa- 
ble of managing department; perma- 
nent; pleasant working conditions, 
$50 per week; write immediately, 
stating age, nationality, qualifica- 
tions; Montana cash store, catering 
to discriminating people; excellent 
opportunity to right man. Address 
“A., 1883,” care Jewelers’ Circular- 
Keystone. 





WANTED, manager for retail jewelry 
store in Southern city of approx- 
imately 50,000; young man, gentle- 
man, prefer Southerner; capable 
executive who can take complete 
charge of store; give references, 
qualifications and state salary that 
you would be willing to start with. 


Address “P., 2031,” care Jewelers’ 


Circular-Keystone. 





WELL KNOWN manufacturer of an 
extensive line of the better kind of 
platinum and gold mounted and 
semi-mounted rings and wedding 
rings, modern diamond watches, at- 
tachments arfd other salable items 
wants representatives; must have 
good retail following; open terri- 
tory; have no objection to non- 
conflicting side line; all replies con- 
fidential. Address “E., 1684,” care 
Jewelers’ Circular-Keystone. 





EXPERIENCED store manager 
wanted for leading jewelry store in 
Peoria, Ill.; must have executive 
experience in legitimate jewelry or 
high class installment store; must 
be good salesman, with knowledge 
of advertising; state qualifications 
and experience, references, salary 
desired and enclose recent photo- 
graph in first letter; permanent 
position for right party. Reply to 
H. M. Goldstein, Personal, care 
Goldstein Jewelry Co., 211 S. 
Adams St., Peoria, II. 








AIRCRAFT instrument technicians 
needed urgently; watchmakers’ experi- 
ence in precision work especially valua- 
ble when combined with necessary 
special instrument training; production 
of huge number of fighting planes 
opening up hundreds of good-paying 
permanent Civil Service instrument 
positions at Army and Navy aircraft 
maintenance depots; Civil Service Com- 
mission allows our six months training 
as your complete substitution for the 
two years’ actual instrument experience 
usually required; aircraft plants, air- 
lines and instrument manufacturers, 
also, are reserving our graduates for 
months ahead; get complete informa- 
tion on ‘this interesting lifetime pro- 
fession. Write, Americun School of 

ircraft Instruments, Dept. J-6, 3903 
San Fernando Road, Gleridale, Calif. 





CAPABLE SALESMAN, manager; per- 
sonality; Where qualifications will 
be appreciated; chance for advance- 
ment; good future, steady position; 
cash credit jewelry store, establish- 
ed 35 years; pleasant, friendly en- 
vironment; 100 miles from New 
York; particulars first letter; confi- 
dential. Address “B., 1898,” care 
Jewelers’ Circular-Keystone. 





WANTED, high class watchmaker 
from July 1 to September 15; pre- 
fer certified man; must be experi- 
enced on complicated work, Swiss 
chronographs and baguette wrist 
watches; also capable of doing all 
kinds of clock work; French and 
ship’s bell; high class clientele; 
front window job; for such a man 
we have a fine postion away from 
city heat, in an exclusive seashore 
resort on Mount Desert Island, 12 
miles from Bar Harbor; salary $50 
a week. Hill Jewelry Co., North- 
east Harbor, Me. 





WANTED, engraver and carver; prom- 
inent San Francisco retail jeweler, 
established more than 40 years, in- 
vites the attention of a first class 
engraver who would like to move 
to California; position offered is 
permanent for the right man; pays 
$1.25 per hour minimum in union 
shop, 35 hours per week, time and 
a ‘half for overtime and plenty of 
overtime offered; for the right man 
who appears to be fast we will glad- 
ly pay a higher rate, offering one 
week vacation per year with full 
pay and will refund railroad fare 
after six months; man desired not 
over 50, years; give fuil and com- 
plete information of experience, 
jobs held and all other matters of 
interest in first letter; if not skilled 
in best type work please do not 
write. Address “C., 1901,” care 
Jewelers’ Circular-Keystone. 


For Sale. 


Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








ESTABLISHED 30 years, doing good 
business; urgent reasons. WwW. Az. 
Whitely, 8216 Oak St., New Orleans, 
La. 





FOR SALE jewelry store, established 20 
years; small stock, good repair store. 
Geo. Goepf, New Braunfels, Tex., only 
15 miles from Randolph Field, Tex. 





THE BEST jewelry store in city of 15,000, 
in shopping area 100,000 population; 
decedent’s estate after 28 years; clean 
stock. Edward Storm, Attorney, Fred- 
erick, Md. 





JEWELRY STORE with railroad watch 
inspection; rent $150 per month; new 
fixtures; sold with or without stock and 
accounts; located in Nebraska; terms. 
Address “L., 1919," care Jewelers’ Cir- 
cular-Keystone. 





(Continued on page 128) 
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Special Notices 


(Continued from page 127) 


















FOR SALE—Continued 








F or Sale. 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word 























FOR SALE, credit jewelry store, with- 
out stock or part stock; Pennsylvania 
town over 100,000; owner subject to 
service; good location; splendid prop- 
osition. Address ‘“G., 2000,” care 
Jewelers’ Circular-Keystone. 


GLASS SHADES, cover clocks, statues, 


silver cups; selling out. Hofmann, 989 
Gates, Brooklyn, N. Y. 

















































BARGAIN; reputable jewelry store; good 
following; main street; low overhead ; 
Eastern Pennsylvania city 100,000; 
military reasons; write for particular. 
Address “Y., 1986,” care Jewelers’ 
Circular-Keystone. 





ESTABLISHED «jewelry store in small 
factory town; real opportunity for good 
watchmaker; big repair business and 
sales; newly decorated, fine fixtures; 
sacrifice, $800 for quick sale. P. O. 
Box 25, Harrison, Ohio. 





DESIRABLE STORE for sale; same loca- 
tion 59 years; making money; three 
watchmakers, working every day; fine 
stock; near two New Jeisey army 
camps; must sell on acgount of death of 
previous owner. Address W., 15 Broad 
St., Red Bank, N. J. 





SMALL, clean jewelry stock, not “ver 
six months old; Waltham and Broad- 
way watches, clocks, diamond and wed- 
ding rings, lockets, bracelets, watch 
bands, geat’s rings, lighters; $500 will 
purchase. W. C. Huston, 603 = S. 
‘Buchanan, Enid, Okla. 





SMALL jewelry store in New York, 
located in heart of city; busy thor- 
oughfare; good buying and repairing 
section; jewelry store in same _ spot 
over 15 years; low rental; very reason- 
able for quick sale. Address ‘“‘A., 2019,” 
care Jewelers’ Circular-Keystone. 





FOR SALE, well established jewelry store 
for twenty years, in most desirable lo- 
cation in boom Washington, D. C., clean 
inventory, long lease; doing a big repair 
business; low overhead; $67,000 gross 
business in 1941; unusual opportunity; 
excellent reason for selling. Address ‘‘R., 
1930,’’ care Jewelers’ Circular-Keystone. 








OLD ESTABLISHED cash, jewelry store 
in Virginia; fine fixtures, clean stock, 
good assortment of new watches; will 
reduce stock to minimum if required; 
not much capital necessaiy; a real fine 
jewelry business; plenty of fine watch 
and jewélry repairs; owner has other 
interest. Address “N., 2008,” care 
Jewelers’ Circular-Keysto ie. 
























FOR SALE, a well established credit 
jewelry store, wth a large follow- 






doing better this year; am forced 
to sell due to failing health. Ad- 
dress “P., 1962,” care Jewelers’ 
Circular-Keystone. 













JEWELRY STORE in Florida, established 
19 years; stock; show cases; jeweler’s 
bench; Hoke gas gauge and soldering 
outfit; Marco polishing machine; bench 
rolling mill; Diebold safe; Burrough's 
adding machine and register; greeting 
ecards and counters; also gifts; all clear 
of debt; $3,000; want to retire. Address 
“*N., 1922,” care Jewelers’ Circular- 
Keystone. 











FOR SALE, Waltham slide rest and pivot 


polisher, also Mosely face plate. Rich- 
ard Wehl, 4819 W. Mountain View, San 
Diego, Calif. 





FOR SALE, complete invisible glass win- 


dow unit, 4 ft. wide, excellent condi- 
tion; sell reasonably. E. J. Scheer, inc., 
Rochester, N. Y. 





ONE genuine Moseley lathe and 34 


chucks, Al condition; one South Bend 
watch demagnetizer. Stanley Steger, 
4730 W. Addison St., Chicago, Il. 





FOR SALE, one Leiman polishing ma- 


chine with AC % horse-power motor; 
also, one very heavy screw press. Inquire 
Modern Watch Case Co., 195 Canal St., 
New York. 





FOR SALE, 


Waltham watchmaker’s 
lathe with jeweling attachment, face 
plate and 29 chucks; reasonable for quick 
sale. Address A. Makovsky, West Ave., 
Noroton Heights, Conn. 





FOR SALE, one cataract precision bench 


lathe No. 3 and attachments, including 
slide-rest, three slide grinder milling 
attachment, chucks and collets; will 
sell at reasonable price; good condi- 
tion. K. Telander, 447-12th St., Bra- 
denton, Fla. 





NEW AND USED wheel cutters; slide 


rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. 5th St., Los An- 
geles, Cal. 





MICONCAVE crystals, sizes six to 21, 


186 sizes, 25c. doz., $2.50 gross; 100 
unedged fancy shape, 89c.; gold filled 
bracelet crowns, 76c. doz.; 250 hour, 
minute, second hands, 83c.;_ staffs, 
stems, jewels, mainsprings, etc.; send 
for 23rd anniversary bargain bulletin. 
Beck Bros., Lau Bldg., Ft. Wayne, Ind. 





WATCH CLEANING solution; three gal- 


lons for less than the price of one; send 
$1 for our three gallon package prepaid; 
contains no cyanide, no animal fats or 
acids; cleans jewe ry and watches to a 
sparkling shine; so cheap you can use it 
to clean clocks; satisfaction guaranteed 
or money refunded. Apex Products Co., 
214 E. Fayette St., Syracuse, N. Y. 





ing; over $70,000 last year and. 





CUSTOM-MADE jewelers’ price cards 


with your name on every card and 
the prices you want; our cards have 
become famous throughout the 
United States because of their mag- 
netic power to attract customers to 
your store; they are made of the 
finest. stock; conservative and dig- 
nified in appearance, fit for the best 
jewelry stores; write for samples 
now. Dauer Printing Co., America’s 
Leading Price Card Manufacturers, 
Printers, designers, engravers, 31 E. 
22nd St., New York City. 














Business Opportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 














EVERY EFFORT is made by The Jewel- 
ers’ Circular-Keystone to keep its ad- 
vertising columns clean. Advertisers 
under Business Opportunities,  etc., 
must furnish trade references. An- 
nouncements must pass the strict cen- 
sorship requirements of The Jewelers’ 
Circular-Keystone. 





QUICK, live cash for your slow, dead 
stock; see my display advertising on 
page 105; established 35 years. Irving 
Sacks, 70-72 Bowery, New York City. 





GORDON BROTHERS, cash _ buyers 
of complete jewelry stores and sur- 
plus stocks; for details see our ad- 
vertisement page 82. 





HIGHEST CASH PRICE for surplus dia- 
monds, watches, jewelry, old gold; 55 
years established; send trial package 
for estimate. Emil Noel, 29 E. Madi- 
son St., Chicago. 





DIAMONDS, colored stones, watches, 
jewelry, and silverware; highest prices 
paid upon your approval of my quota- 
tions; established 1921. William E. 
Lynch, 15 Maiden Lane, New York 
City. 





HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St., 
Chicago. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview you at our ex- 
pense in any part of the countrv; 
bank and trade_ references. 
Tremont St., Boston, Mass. 





GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash; our direct outlet en- 
ables us to pay you higher prices, 
bank and trade references of the high- 
est character. Write 37 Maiden Lane, 
New York. Telephone Bowling Green 
9-7151. 





M. HARRIS, auctioneer, 1337 Fteley 
Ave., New York; I conduct all sales 
personally in a most gentlemanly man- 
ner; your customers are treated with 
courtesy; no goods misrepresented ; 
every article sold on its merits; I give 
your store publicity, new customers 
and your future business is assured; 
32 years’ experience; references on re- 
quest. 





JACK M. WERST will pay you spot 
eash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 
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BUSINESS OPPORTUNITIES— 
Continued 





——_—__- 
—S—S—S—— 


HIGHEST PRICES paid for diamonds 
and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect 
diamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, III. 











Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED, slide rest, wheel cutting and 
milling fixture for W. W. lathe, either 
used or new. W. J. Carroll, Bradford. 
Ill. 





WANTED, 16 size, 19 to 23 jewel O. F. 
watches for R. R. service, new or sec- 
ond hand. J. Harry Myers, 1510 Locust 
St., Jersey Shore, Pa. 





COMPLETE set of watchmaker’s tools, 
in good condition, desired at reasonable 
price. Address “J., 2002,” care Jewel- 
ers’ Circular-Keystone. 





WANTED, New Century engraving ma- 
chine in good order; give lowest cash 
price and particulars. Address ‘“A., 
2012,” care Jewelers’ Circular-Keystone. 





WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scales, drills, etc.; give full 
details. Linick, Green & Reed, Inc., 29 
E. Madison St., Chicago, Il. 





OLD FASHIONED jewelry purchased, at 
highest prices; send trial package for 
cash offer: references furnished upon 
request. Wood & Strand, 207 Main St., 
Northampton, Mass. 





WANTED TO BUY, antique gold jew- 
elry, with or without precious 
stones; old silver; correspondence 
solicited; reference Dun & Brad- 
street, or your bank. Fred E. Tip- 
ton, Charlotte, N. C. 





ENGLISH and American box chro- 
nometers with or without box; 
broken or running; urgently need- 
ed; paying new higher prices, due 
war! Address “G., 1971,” care 
Jewelers’ Circular-Keystone. 








Co Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SPACE TO RENT, suitable for watch- 
maker or engraver; excellent light; 
write or phone Mr. E. A. Schwietzer, 
12 John St., New York, Room 1201. 
Telephone Rector 2-9379. 





STORE for rent, excellent location for 
jewelry and repair store; former occu- 
pant established eight years in jewelry 
business; rent very reasonable. Inquire 
152 Market St., Passaic, New Jersey. 








Watch Work, etc., for the 
Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WATCH REPAIRING for the trade; esti- 
mates given if desired. L. C. Davis, 117 
Ik. Graham St., Shelby, N. C. 





EXPERT MECHANIC on all sizes and 
makes; prices reasonable; quick ser- 
vice. Paul Schemichen, 1278 Halsey 
St., Brooklyn, N. Y. 





RELIABLE WATCH repairing for the 
trade since 1921; efficient, dependable ; 
mail service. Standard Watch Service, 
146 Fifth Ave., New York City. 








HIGH. GRADE watch repairing for the 
trade at moderate prices; out of town 
accounts” solicited; established since 
1913. B. Marinoff, 170 Broadway, New 
York, N. Y. 


FIRST CLASS watchmaker, 31 years in 
the trade, 16 years with same firm, de- 
sire to make contact with reliable 
jewelers to take care of their trade 
work; 1-A references; location, Brook- 
lyn, N. Y.; for further information 
address “S., 1995,” care Jewelers’ Cir- 
cular-Keystone. 








Special Order Work and 


Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





| 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade: all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bdg., St. 
Louis, Mo. 





ENGRAVER, specializing heraldry for 
sealing, enamel cutting, emblems, 
fraternity jewels: quality lettering, 
watches, etc.; reliable, prompt mail 
service. Oscar J Babenzien, 170 Broad- 
way, New York. 





PENS STAMPED, returned same ‘lay; 
50¢ per set or single pen, postpaid; 
gold or silver leaf, new, clear type. 
Weintraub’s Monogram Shop (Trade 
engraver, 14 years in business), 25 
Third St., Harrisburg, Pa. 








Miscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








WE DO fine Swiss watch repairing, also 
timers, chronographs and aviation 
watches; prompt attention t» all orders. 
Joseph Haffner, 417 Lafayette Bldg., 
Buffalo, N. Y 





CAREFUL, honest, watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 
nel, 2 W. 47th St., New York. Phone 
Bryant 9-5065. 





SWISS trained watchmaker, expert on all 
makes and sizes, takes repairs for the 
trade; reliable; for further informa- 
tion. Address “B., 2030,” care Jewel- 
ers’ Circular-Keystone. 





HIGH CLASS watch repairing for ihe 
trade: guaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished ; 
out of town accounts solicited ; Holmes 
Protection. Haskel Melnick, 70 Fulton 
St., New York City. 





SPECIALIZE in making any part for 
plain or complicated fine watches: ma- 
terial for high grade Swiss watches; 
also high grade watch repairing; mem- 
ber of Horological Institute of Amer- 
ica, Washington, D. C., and Horologi- 
cal Society of New York. M. Aschen- 
dorf. 11 John St., New York. 





ELK TEETH. tiger claws, for jewelry 
emblems; bargains. Taxidermist, 989 
Gates, Brooklyn, N. Y. 





LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 





WATCHMAKERS: increase your ability 
through the highly recommended books ; 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 








To Exchange. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED, old Mine diamonds or rejec- 
tions, in exchange for my Westchester 
lot, 5@x110 feet, fully improved and re- 
stricted: basis, $1,000 value. Joseph 
Hunt, diamond cutter, 210 W. 16th St., 
New York City. 





FOR JUNE, 1942 
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@ This striking hand-made sterling silver bracelet with an oak leaf and acorn 
design, retails for $10. Made by Kimler & Daniel, Inc., 83 Canal St., New York. 


Sy) @ Untermeyer, Robbins 
E he re & Co.'s new "Coutourier 
Rings,” 14K natural 

j gold embellished with 

genuine colored stones, 
inspired by "dressmaker 
fashions," have the dis- 
tinguished design of 
specially created "'cus- 
tom made" pieces. 





@ Additions to the ex- 
tensive line of sterling 
silver jewelry recently 
introduced by Cathay 
Crafts Corp., 225 5th 
Ave., New York, are 
these sterling bangle 
bracelets at $13 per 
dozen, retail. Matching 
rings at $9 per dozen. 





@ The Simmons "Sli- 
dent," a new and prac- 
tical identification 
plate, slips right over a 
watch strap with per- 
fect comfort. It is made 
in two sizes for men's 
watches, a lady's size 
and a version for chil- 
dren by R. F. Simmons 
Co., Attleboro, Mass. 






































@ The !5-jewel Bulova "Arnold," retail- 
ing at $33.75, features an attractive 
part-expansion bracelet. Boxed in wine- 
berry velvet for gift and display. 









@ Designed for proud mothers 
and sweethearts, "In Service" pins 
are available with insignias for 
Army, Navy, Air Corps or Ma- 
rines. $2, retail. They are made 


by Felch & Co., Providence, R. |. 






@ Somewhat in the martial spirit, 
this identification key holder with 
a bullet-shaped container large 
enough for a dollar bill and a 
driving license retails for $2.50. 
W.H. McKenna & Co., Providence. 
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Water Color Paintings Feature 
Longines Fall Window Displays 




















Longines-Wittnauer jewelers are now 
receiving fall display material,. including 
two handsome framed reproductions of 
water color paintings, by Jack Drelich 
on the war theme. ° 

One of the paintings depicts an air- 
plane carrier under full speed with three 
planes in the air overhead; the second 
shows flying fortresses in formation over 
New York City. Every precaution was 
taken by the artist to assure technical 
accuracy of both carrier and planes. 

The paintings are reproduced in full 
color by photo gelatin, and are framed 
in natural maple with a gold bead. They 
measure 22 x 18 in. In lieu of glass with 
its danger of breakage in shipping and 
handling, the pictures were heavily lami- 
nated with plastic sheets, which are as 
washable as glass, have the same luster 
and are practically unbreakable. 

Jewelers who already have received 
the pictures say that their display has 
attracted much favorable comment. 





Arnstein Bros. Start Ad Campaign 


A new advertising and publicity cam- 
paign launched by Arnstein Bros. & Co., 
which started last month, is scheduled 
to continue throughout the coming year. 

Arnstein Bros. & Co.—one of the larg- 
est and most favorably known firms in 
the loose diamond field—is one of the 
first to undertake a campaign of such 
sizable proportions. 

Full-page, two-color advertisements 
dramatically symbolizing the high grade 
policies of Arnstein Bros. & Co. will ap- 
pear each month in leading trade publi- 
cations. Brief copy and headlines with 
attractive illustrations will tell the story 
of three generations of this successful 
business, and stress the cooperation and 
personal interest Arnstein Bros. are pre- 
pared to give to their clients’ problems. 

John A. Cairns & Co. of New York 
City is the agency. 


For Jung, 1942 


| 





Imperial Pearl Syndicate Donates 
World's Costliest Gown to U.S.O. 


The famous pearl studded gown fea- 
tured in the exhibit of the Imperial 
Pearl Syndicate at re-ent jewelry shows 
and which worn by Rita Hayworth was 
headlined in Life magazine is now going 
to help provide comforts for Uncle Sam’s 
fighting men. Containing 80,000 cultured 
pearls, ranging in size from 4 to 8 mm., 
it took over three years to make in the 
shops of I. Mangin Co., who created it 
to the order of the Imperial Pearl Syn- 
dicate. 

The latter firm has now donated it un- 
reservedly to the U.S.O., who will dis- 
mantle it, sell the pearls individually 
throughout the United States and use 
the proceeds for carrying on its fine 
work for the boys in the armed services. 
Who said that gown wasn’t practical? 


The famous gown of the Imperial Pearl 
Syndicate containing 80,000 pearls which 
has now been donated to help raise funds 


for the U.S.O. 








Oneida Withdraws Announcement; 
Postpones Community Sterling 


Last month it was announced that be- 
cause Government regulations covering 
nickel and copper prevented the further 
manufacture of high-grade plated ware, 
Oneida, Ltd., would shortly place upon 
the market a line of sterling flatware. 
New and further developments of the 
past 30 days—principally the present 
and growing shortage of the available 
silver supply—have necessitated another 
change in the company’s plans and it is 
now announced that the sterling line has 
been indefinitely postponed. 

A letter signed by Harley H. Noyes, 
director of sales, says in part: 

“We have reached the decision to post- 
pone the distribution and marketing of 
Community sterling after a most careful 
review of the facts surrounding today’s 
situation. 

“As you know, many new war prod- 
uct uses for silver have been developed 
recently and the demand for silver for 
that essential use leaves little remaining 
for industrial purposes. We, here at 
Oneida, are, of course, most anxious to 
provide our good customers with mer- 
chandise but our first desire far ahead 
of any commercial motives is naturally 
to cooperate in every way with the war 
program. 

“To carry through our plans for put- 
ting out a line of sterling in a way in 
which the trade is accustomed to see 
Oneida, Ltd., do a job of this character, 
would have required unusually large 
quantities of silver. These quantities we 
are unable to obtain because of the ra- 
tioning which has gone into effect within 
the industry. We believe by canceling 
our plans we are serving two interests— 
first, that of the Government; second, 
that of our trade in not attempting a 
small and uncertain sales and merchan- 





dising operation. A further point in fa- 
vor of this decision is that it releases 
more time of our executives to the neces- 
sitous war work which we are carrying 
on with theeutmost vigor and which we 
will continue to do for the duration. 
“It is, of course, too early to plan on 
the future but we are not unmindful of 
our obligations in that respect. The pic- 
ture of our responsibilities to the jewelry 
trade after the war is constantly before 
us and the industry can count upon us 
as always for well thought out plans of 
selling, merchandising and marketing 
when the time is ripe for that action.” 


Bulova Distributes New "Gold Book"; 
Plans Christmas Folder 


The 1942 edition of The Bulova Watch 
Co.’s “Gold Book” is now being distrib- 
uted to jewelers from coast to coast. 

In response to recent Government re- 
quests to conserve paper wherever pos- 
sible in advertising and sales promotion, 
the size of the “Gold Book” has been 
somewhat reduced, but is still an effec- 
tive piece of merchandising material. 

Many of the new Bulova models are 
shown in natural colors and the book 
also contains several pictures of the fac- 
tory at Woodside, Long Island, as well 
as material emphasizing the company’s 
tie-up with American Airlines and its 
radio advertising campaign. 

Now in course of preparation is the 
annual Christmas merchandise folder on: 
which work has been started early. 

Over 100 items of general jewelry mer- 
chandise will be pictured, including dia- 
mond rings and stone-set rings, men’s 
jewelry, fountain pens, silverware and 
other items, as well as the showing of 
Bulova watches. The folder will be 
printed in four-color process and is so 
designed that it can be used as a self- 
mailer or in a standard No. 10 envelope. 





131 















The crowd roars approval of the “death sentence." In the background from left to right: 
the cage in which the culprits were brought to trial; the "rats" hanging on the gallows; 
the jury and Uncle Sam; the Wallingford high school band. Schools were dismissed for 
a half day, and every nearby tree was filled with cheering youngsters. 


The man who said, “We need more 
parades in this war” certainly had his 
idea fulfilled at the plant of the ‘Wallace 
Silversmiths in Wallingford, Conn., on 
May 5. 

“Parades,” of ~ourse, was a figure of 
speech. What the speaker meant was 
that to get the emotional and mental 
lift and drive so essential to an all-out 
war effort, we need pageantry, symbol- 
ism, martial music and an appeal to the 
imagination and emotions. Wallace's 
“Hanging Day” provided every one of 
those ingredients. 

Wallace is one of the companies doing 
important war work, and the organiza- 
tion’s War Production Committee, made 
up of an equal number of representa- 
tives of management and workers, is 
keenly eager to turn out the greatest 
possible amount of vital war material in 
the quickest possible time. 

The three greatest obstacles to that 
result, the committee decided, were time 
lost from work, accidents to workers or 
equipment and inefficiency. If those could 
be eliminated or reduced, the stream of 
supplies to the armed forces would be 
increased by just that much. To assure 








Inefficiency, lost time, and accidents are 
personified by papier-mache effigies of 
Mussolini, Hitler and the Jap war-lord. 
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the complete and wholehearted coopera- 
tion of every member of the organiza- 
tion needed to attain that end, the com- 
mittee devided it would be helpful to 
dramatize the idea and present it in a 
way that would appeal to the senses and 
emotions of the people concerned. 

May 5 was designated for that pur- 
pose, and every employee was sent a 
black-bordered “invitation to a hanging” 
in the factory yard at 11.30 of that day. 
At the appointed time the factory shut 
down for a half hour and every Wallace 
worker and executive gathered in the 
yard before the “gallows” which had 
been erected there. 

Presently the sound of an approaching 
band was heard and the high s*hool out- 
fit, resplendent in blue and white uni- 
forms, wheeled through the gate fol- 
lowed by a float in the -form of a cage 
inside which were caricature effigies of 
Hitler, Mussolini and Gen. Tojo, each 
wearing a huge badge labeled respec- 
tively, “Lost Time,” “Inefficiency” and 
“Accidents.” A Wallave worker garbed 
as Uncle Sam and a delegation from the 
local post of the American Legion stood 
guard over the culprits. 

The float drew up to a bunting-draped 
platform on which were assembled a 
“jury” of 12 good men and true from 
the Wallace organization, and Uncle 
Sam as prosecutor related the crimes of 
these three enemies of production and 
asked for a verdict of “guilty” with con- 
demnation to death. 

“Guilty!’ roared the jury, and 
“Guilty!” roared the crowd, and _ the 
three were forthwith strung up by their 
respective necks to remain hanging there 
in public as a continued reminder of the 
pledge by every Wallace employee to do 
his utmost to prevent their coming back 
to life. 

A verse of the Star Spangled Banner, 
led by the band, closed the ceremonies, 
and the crowd went back to their jobs 
with a new spirit of enthusiasm and de- 
termination. The realization which had 
been brought home to them that in fight- 
ing unnecessary absences from work, ac- 
cidents and inefficieny they were actually 
fighting the three chief enemies of their 
America had given them a new view- 
point of their work, and the fact that it 

















Wallace 
Holds a 
‘Hanging 


had not been handed down by the man- 
agement but that their own elected rep- 
resentatives had helped to work it out 
made it their idea. 

To prevent let down in enthusiasm 
after the novelty has worn off, a series 
of colored posters has been prepared, a 
couple of which are reproduced here in 
miniature. These will be hung through- 
out the plant and changed at frequent 
intervals to maintain interest. These are 
skillfully done cartoons depicting situa- 
tions that lessen production, each accom- 
panied by brief pithy text pointing up 
the moral. 

Similar folders in smaller size will be 
placed in each weekly pay envelope as 
further reminders—all with the approval, 
and in some points at the suggestion of 
the workers’ committee—a splendid ex- 
ample of cooperation between labor and 





Catchy posters—a new one every week— 
prominently displayed throughout the plant, 
keep workers reminded of their pledge. 
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management in the common cause of all 
Americans. 

Because the effort was basically the 
selling of an idea, its preparation and 
handling were delegated to the advertis- 
ing department, which planned the pag- 
eant and supervised the creation of the 


effigies, posters and other’ material. 
Printing was done by Miller-Johnson, 
Inc., Meriden, Conn., from whom by 


courtesy of Wallace, other manufactur- 
ers who may wish to undertake the same 


campaign, may obtain the necessary 
materials at nominal cost. 
WatchMaster Features 
"Service after the Sale" 

American Time Products, Inc., New 
York, manufacturer of the “Watch- 


Master,” are trying to help their users to 
get the greatest possible return on their 
investment after they buy one of these 
machines. 

Basically, this instrument prints on a 
calibrated chart in only 30 sec. the 24-hr. 
rate of any watch in whatever position 
it is tested, and by the nature of the 
chart-marks indicates at the same time 
the cause of any mechanical irregular- 
ities. 

The latter point is the basis for the 
present WatchMaster “Service after the 
Sale” program. Charles Purdom, special 
representative of the company, is gath- 
ering together the watchmakers in vari- 
ous state centers and holding meetings 
at which watches are tested, troubles di- 
agnosed immediately and new and better 
methods suggested for the correction of 
the troubles. 

Transcribed talks by people prominent 
in the field of horology as well as moving 
pictures support the groups’ activities. 
Of particular interest has been the 
“Necdling of the Hairspring.” a proce- 
dure that has been covered in a folder 
issued by the company and available to 
watchmakers on request. 

As a result of these meetings several 
“WatchMaster Guilds” have been formed 
in cities where watchmakers will meet 
regularly to discuss new developments in 
the profession. 


New Girard-Perregaux Booklet 
Explains Watch Mechanism 





Girard-Perregaux watches (Jean R. 
Graef, Inc) have recently released a 
little booklet entitled “What’s In A Fine 
Watch”? which is different from anything 
previously published in the field of watch 
booklets for the consumer. 


“What’s In A Fine Watch?” purports. 


to answer those many thousands of in- 
telligent consumers who would really 
like to know what makes the wheels go 
around and is essentially non-commer- 
cial, though it does include a center 
Spread, showing a group of current Gir- 
ard-Perregaux watches. 

The booklet is printed by gravure 
process and copies are available with im- 
Printing for regular Girard-Perregaux 
dealers. 


FoR JUNE, 1942 





Handy & Harman, Precious Metals, 


Have 75th Anniversary Féte 





Banquets: held in Bridgeport and 
New York, attended by over 600 em- 
ployes and firm officials, marked the 75th 
anniversary of Handy & Harman, deal- 
ers in precious metals, May 14 and 15. 
G. H. Niemeyer, president of the firm, 
presided at both affairs and presented 
service awards to all who had served the 
company for more than ten years. A 
testimonial was presented to Harry H. 
DeLoss, former vice-president of the 
company and now a director. 

Of the 68 who received awards at 
Bridgeport, 14, led by R. H. Leach, 
vice-president in charge of manufactur- 
ing refining and research at the Bridge- 
port plant, were presented with go!d 
watches in recognition of 25 years or 
more of service. Likewise, in New York, 
where the celebration took place at the 
Waldorf-Astoria, watches were awarded 
to Mr. Niemeyer, C. W. Handy, chair- 
man, of the board; Howard W. Boyn- 
ton, treasurer; Walter Spaulding, sec- 
retary; John Gunther, E. J. Hughes and 
William Bechtold. 

The sveskers at Bridgeport were 
Mayor McLevy, of Bridgeport. First- 
Selectman John Ferguson of Fairfield 
and Carroll B. Huntress, vice-president 
of Republic Coal & Coke Co., all of 
whom expressed surprise at the volume 
of war production being carried on at 
the company’s plant. In New York, 
Mr. Niemeyer spoke on “The Penalties 
of Leadership.” Mrs. Nel'ie Taylor Ross, 
director of the Mint, discussed “The 
Time of Opportunity for Women” and 
Dr. Allen A. Stockdale, of the National 
Association of Manufacturers, brought 
home forcibly the fact that we have 
many “Things Worth Defending.” 

An unusual booklet, describing inter- 
esting facts about the company’s his- 
tory, facilities, products and war work 
in progress and prepared by F. T. Van 
Syckel, was distributed to those at- 
tending the banquets and will be sent 
to the various trades served by the com- 
pany. 

In 1867 when the firm was organized 
under the name of Peter Hayden & Co., 
dealers in gold and silver bullion, specie 
and bonds, John F. Harman joined the 
firm as cashier. Two years later Parker 
Handy acquired the Hayden interests 
and carried on the firm as a banking 
house under his own name. In 1878 J. 
S. Cronise, the manager, was elevated 
to partnership and the name of the 
firm was changed to Handy & Cronise. 
In 1886 Cronise retired and Harman 
was made junior partner. Thencefor- 
ward the firm bore the name of Handy 
& Harman. 


Although the firm’s original connec- 
tion with the metals industry lay in 
bullion and specie operations, contacts 
with jewelers and silversmiths impressed 
members with the need for centralized 
production of precious metals, since 
manufacturers were making their own 
silver and karat gold, each by his own 
and sometimes crude method In 1900, 
accordingly, Handy & Harman entered 
this field and acquired the Standard 
Metal Co. of Chicago. H. H. DeLoss, 
president of this company, experienced 
in the melting and rolling of go'd and 
silver, became responsible for production 
under the new venture. 

In 1902, facilities were procured in 
Bridgeport, Conn. and manufacturing 
operations were transferred from Chica- 
go to that site. In 1915 a modern fac- 
tory was erected just outside the Bridge- 
port city limits, and it has been enlarged 
several times since. In 1905 the Charles 
S. Platt Co., New York gold and silver 
refiners, was absorbed by Handy & 
Harman, and in 1917 it became the 
New York plant. At present, the firm 
has a third branch at Toronto. 

Bonds were dropped from the Handy 
& Harman list before 1900 and the specie 
department was discontinued in 1925. 
Bullion, however, remained very much 
in the picture; 290,000.000 ounces of sil- 
ver were exported to India during 
World War I and, by contrast, at pres- 
ent the firm is buying every ounce of 
silver it can get. For the past 60 years 
the silver quotation issued by Handy & 
Harman has been accepted as the price 
basis for buying and selling transactions 
involving the metal. 

By no means confined to the selling 
of bullion or the manufacturing of 
metals for the trade, however, Handy & 
Harman’s activities now include many 
industrial operations. A_ refining ser- 
vice by means of which precious metals 
are recovered from scraps, sweeps and 
other waste, is now nationwide in scope. 
The production of silver-bearing brazing 
alloys and solders is another aspect of 
the firm’s enterprise. Through research, 
new commercial uses for silver have 
been found and objections to its being 
purely a “precious metal” have been 
overcome by demonstration of its eco- 
nomy. While the war production pro- 
gram has heightened the use of silver 
and silver-bearing alloys, long before the 
war there were applications of siiver in 
planes, automobiles, refrigerators, tur- 
bines, electrical appliances, chemical and 
food handling equipment and many other 
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products. Surpassing other metals in 
electrical and thermal conductivity, re- 
sistance to corrosion, ductility and mal- 
leability, silver’s industrial use is at a 
new high. Although not as yet under 
priority regulation, there is a _ serious 
shortage of silver and Handy & Harman 
have had to ration it recently for the 
first time in their long career. 

Entire control of Handy & Harman 
is vested in the management and out- 
side interference by mere investors is 
nonexistent. When a member of the 
management becomes inactive, his stock 
is sold back to the company for re-issue, 
usually to younger members of the man- 
agement. Choice of Handy & Harman 
executives is made in a somewhat un- 
usual fashion, also. Men of promise 
are spotted early, tested young for execu- 
tive ability and thoroughly trained. At 
present there are capable understudies 
for every man of authority in the or- 
ganization and most of the executives 
now in office rose from such humble posi- 
tions as office-boy, clerk or stenographer. 





Soldiers Demonstrate First-Aid 
To Elgin Workers 





Members of the medical unit of Camp 
Grant demonstrate first aid as the army 
practices it in the field to a gathering of 
seven thousand Elgin National Watch Co. 
defense workers and townspeople at noon 
on May 12. 

Other features of the "Production for 
Victory" rally were the parade of the drum 
and bugle corps, the presentation of the 
colors, the maneuvers of the battalion's 
crack drill team and an address by Capt. 
Harvey E. Wilson. The rally marked the 
first army cooperation in such a morale 
building program sponsored by the War 
Production Board. One hundred and twenty 
officers and men from Camp Grant headed 
by Brig. Gen. John M. Willis and Col. 
Joseph |. Martin participated in the dem- 
onstration. 


New Adhesive Label Is Durable, 
Leaves No Unsightly Mark 


Due to the conservation of all types 
of metal, many industries have found 
it necessary to use a_ substitute for 
name plates, metal tags, identification, 
patent number and instruction tags. 

A new type of adhesive label has been 
developed under the trade name of 
“Kum-Kleen” which is being widely used 
as a substitute. This product adheres 
permanently to any smooth surface, in- 
cluding metals, glass, plastics, enamel, 
varnish, wood. It is applied without 
moistening and will adhere even when 
exposed to high temperatures or chang- 
ing climatic conditions. 

These labels can, however, be peeled 
off easily when desired and leave no 
mark or trace. They are manufactured 
by Avery Adhesives, 451 E. Third St., 
Los Angeles, Cal. 
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New De Beers Promotion Material 
Ties-in with the Times 


Engagement ring diamonds for war- 
time brides are the timely theme of new 
promotion material just prepared for re- 
tail jewelers by De Beers Consolidated 
Mines, Ltd. 

Designed to help the retailer tie-in and 
benefit from the nation-wide program of 
De Beers diamond advertising and pub- 
licity, the material consists of window 
displays, newspaper mats and_ radio 
transcriptions keyed to the times. 

Of particular interest is a new win- 
dow or counter display called the “be- 





New De Beers Display for Jewelers 


trothal tree.” A firm, one-piece, three-di- 
mension model in full spring-time colors, 
this display portrays a soldier and girl 
seated beneath a tree. Slots in the green 
foliage of the tree and a green velvet 
ground beneath provide display space 
for the jeweler’s own rings. This dis- 
play is 15 in. high, 18 in. wide and 12 in. 
deep and requires no lights other than 
regular window illumination. 

Ten ready-to-run newspaper mats, 
with space for the jeweler’s signature, 
are provided in sizes from 8 to 30 in. Fine 
art work and typography and expert 
layout set-off copy that ties the engage- 
ment diamond into wartime romance. 
The radio disk contains 10 1-min. human 
interest dramatizations built around 
spring and wartime romance, with time 
allowed in each message for the jewel- 
er’s own sales commercial. 

A portfolio, entitled “The Times Tell 
You How to Sell More Diamonds,” de- 
scribing the material, is being mailed to 
approximately 5000 jewelers throughout 
the country. Copies and information as 
to cost of the material can be obtained 
by writing Diamond Promotion Depart- 
ment, The Reuben H. Donnelley Corpo- 
ration, 305 E. 45th St., New York. 

All of the promotion material was de- 
signed to help the retail jeweler capi- 
talize on the De Beers advertising cam- 
paign which will appear this spring and 
summer in full-page, four-color space in 
The Saturday Evening Post, Life, Time, 
The Ladies’ Home Journal, Harper’s 
Bazaar, Vogue and The New Yorker. 
The material, like the advertisements, 
was prepared by N. W. Ayer & Son, 
Inc., the De Beers advertising agency. 





Lampl Issues New Catalog 

Walter Lampl, 608 Fifth Ave., New 
York, has just completed a new illus- 
trated catalog of the patriotic jewelry 
which is of such interest right now, and 
states that he will be glad to send a copy 
without charge to any jeweler requesting 








Opens Agency for Wyler Watches 


Paul Wyler, president of the Wyler 
Watch Factory, Ltd., Bienne, Switzer- 
land, announces the formation of the 
Wyler Watch Agency for the exclusive 
distribution in the United States of 
Wyler and Wyco watches. The new firm 
will be located at 630 Fifth Ave., New 
York City, in the International Build- 
ing at Radio City, and will have a Chi- 
cago showroom at 29 E. Madison St. 

In addition to a large line of water- 
proof, military and Wyler Incaflex 
watches, the Wyler Watch Agency will 
feature an extensive selection of fine 
ladies’ and men’s watches. A complete 
new line has been designed and is now 
ready for immediate delivery. 

An advertising agency has been ap- 
pointed, plans are being formulated for 
a national advertising campaign and 
literature and display material is being 
prepared for early distribution. 

The Wyler Incaflex, featuring the pat- 
ented flexible balance wheel, which is 
used only in this watch, will be stressed 
in all promotion efforts. 


Gruen Offers Window Protection 
Against Air Raid Damage 


The Gruen Watch Co., Cincinnati, has 
created and is offering to its dealers a 
simple yet effective device to prevent 
display windows from shattering as a 
result of the concussion or vibration 
caused by nearby bomb explosions. 

Many windows in raided cities have 
been destroyed by nearby detonations, 
even when there has been no direct hit 
or flying debris simply because of the 
tremendous strains caused by the explo- 





In use, the Gruen window grill 
will look like this 


sion. Essentially the device is simply a 
refinement of the cruder method of 
merely pasting strips of paper or cloth 
across the glass. It consists of an at- 
tractively designed grille of tough fab- 
ric laminated with a paper surface, and 
coated with a special adhesive which is 
applied to the inner side of the glass. 
It has been designed to interfere as 
little as possible with the showing of 
merchandise and to avoid unsightliness. 
In fact, at least the first few installa- 
tions will probably attract attention to 
the windows of the stores using them 
because of their novelty in the American 
scene—especially if the installation is 
accompanied by a window card of expla- 
nation. 
q Walter Antin, secretary of Antin’s 
Jewelers, New Orleans, La., received 4 
nice birthday present in April, promo- 
tion to first lieutenant in the Marine 
Corps. 
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BLESSING IN DISGUISE 


JEWELERS WHO have been fearing the effect of the new 
amendment to Regulation W upon their businesses may 
find that it will actually prove a blessing in disguise— 
and not a very heavy disguise, either. 

The lengths to which some instalment sellers have 
gone in their mad scramble to outdo each other in the 
ease of the credit terms they offer cannot be justified 
on any basis of good business or good sense, and have 
been no small factor in the lowering of the public’s 
respect for jewelry and jewelers. A requirement for a 
one-third down payment may seem a rather drastic 
remedy for the evil, but the vast majority of credit 
jewelers who have expressed themselves to us, say that 
they feel it is not too high a price to pay for escape 
from the ‘‘nothing down, 25 cents a week”’ kind of selling 
which has been bred by unbridled competition. 

That they are right in their belief, is borne out by 
the experience of the credit jewelers in Canada where 
the same plan has been in effect for several months. Store 
after store over there reports that the increase in cash 
business has more than offset any losses in instalment 
sales, and that their improved collections and the quicker 
turnover of their accounts, are just that much extra 
gain. 

We believe American jewelers will find the same 
thing to be true on their side of the border. 


BETTER THAN INFLATION 


Two oTHeR regulations, which have much more bitter 
mingled with the sweet, are among the other develop- 
ments of the past month. 

One is the order freezing all prices at the March level, 
_ which went into effect on May 11 for manufacturers and 
wholesalers, and on May 18 for retailers. The other 
has not yet been actually issued, but the War Produc- 
tion Board has officially announced that it would very 
soon “take steps to limit all inventories to practical 
working minimums.” Just what the formula will be is 
net yet known, but it is pretty sure to be severe. 

The retailer who is obliged to pay March wholesale 
prices for his goods and to sell at prices which he 
charged in March for merchandise purchased earlier at 
a lower figure, is going to find at least some of his 
nominal margin squeezed out of his operations, and the 
limitation of inventory may make it difficult for him at 
times to maintain a well rounded and assorted stock. 

But those are minor hardships compared to the dis- 
aster that uncontrolled inflation and speculative buy- 
ing would inevitably bring. And there’s at least some 
compensation in the fact that those limitations on prices 
and inventory, besides lessening the danger of being 
caught later on with excessive stocks bought at inflated 
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prices, also help to insure as fair a distribution as pos- 
sible of the merchandise that is available. 

After all, this is war, and the sacrifices we civilians 
have to make are pretty insignificant compared to those 
of the young men called to the colors. 


REPEAL IT NOW! 


Most or THE business headaches from which all of 
us are suffering these days are unavoidable in the state 
of all-out war in which we're engaged, and are being 
accepted uncomplainingly by every good American as a 
part of our contribution to victory. 

But there’s one problem that is becoming increasingly 
threatening to the jewelry trade and that cannot be so 
accepted. That’s the growing shortage of silver, which 
is due not to the war, but solely to the utterly indefen- 
sible political subsidy known as The Silver Purchase 
Act of 1984, 

By the terms of that Act the U. S. Treasury agrees to 
purchase all silver mined in the United States at 71.11 
cents an ounce—approximately double the commercial 
market price. With a subsidy like that, naturally every 
ounce of domestically produced silver automatically goes 
into the Treasury vaults, where it merely adds to the 
already swollen idle hoard doing no one any good—not 
even the Treasury, which already has three times the 
amount needed for the necessary monetary reserve. 

Meanwhile, because manufacturers of many products 
in many fields have been forced to the use of silver in 
place of other metals which are no longer available, the 
commercial consumption of silver has risen to a point 
where the imported supply is no longer sufficient to fill 
the need, and silver refiners have had to place even their 
old traditional customers like jewelers and silversmiths 
on limited rations of the metal. 

Thus we have the fantastic situation that while the 
Government, by its war restrictions on other metals, is 
forcing wider use of silver, it is at the same time buying 
up every ounce of domestic silver at a fictitious price and 
arbitrarily withholding it from the market. 

There was never any excuse for the Silver Purchase 
Act—today it is little short of an outrage to the Ameri- 
can people who desperately need that metal to replace 
the copper, brass, nickel and tin they can no longer 
have. 

Every American should agitate for its appeal. Write 
to your Senator and Congressman today. 


leat Cob. 


Editor 
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“There’s Nothing 
Like It In All The World”’ 


PARKER “51” 
IS THE 1942 
GIFT HIT FOR 

JUNE! ss: 
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Here they come! Yes... the 51’ 
gets the call for June gift business! 
There’s a whole army of prospects 
for the great . . . the sensational 
new Parker ‘51’! Father must be 
served on Father’s Day . . . there 
must be gifts for brides... for grad- 
uates... for grooms... for men in 
military service—and the Parker 
“51” answers the gift problem of 
all! It’s the perfect gift for the one 
who has EVERYTHING! Show 


this spectacular performer and see 





how fast it sells on sight. . . the eas- 





iest-to-make sale you can imagine! 


What's more... Parker profits are 





more than you make on 60 “o of the 


merchandise you sell. That’s a fact! 


THE PARKER PEN CO. 
a JANESVILLE, WIS. 














COMMUNITY STERLING) 
Postponed 


Things move fast during war-time and we 
must all change our plans from day to day. 


During the past month the war-effort has 
brought about so many new uses for silver 
that rationing for the Industry has now 


become necessary. 


The need of the government must come 
first and we have. decided that no action 
can be taken in relation to COMMUNITY 
STERLING until there is an ample supply 


of silver available. 


Weare sorry to be obliged to disappoint 


our customers. 


* 
ONEIDA LTD. ¢ ONEIDA, N. Y. 





